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Presenting: 

H. P. ANDRAE, Standing 
J. C. SCHMIDTBAUER, Seated 
JULIUS ANDRAE & SONS 
COMPANY 
MILWAUKEE, WIS. 

See Page 1 
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This is 


good 
: business 


EVEREADY 
COLUMBIA 


WHEN a man asks for 
“a good dry battery” 
and the dealer gives 
him the Eveready 
Columbia, he recognizes that he is getting 
what he asked for. The consumer has been 
satisfied, and with the minimum of effort. 


When a man asks the dealer specifically 
for Eveready Columbias, it is proof that he 
knows what is the best dry battery, that he 
is determined to get it and no other, and 
that he thinks he is talking to the kind of 


Dry Batteries 


- they sell faster 


dealer who should 
sell it. 

When both these men 
are given Eveready 
Columbias, they are satisfied. Remind your 
trade that satisfied customers are the foun- 
dation of a permanent and increasing busi- 
ness, and see that they stock and display 
Eveready Columbia Dry Batteries. 
NATIONAL CARBON COMPANY, INC. 


New York San Francisco 


Atlanta Chicago Kansas City 
Unit of Union Carbide and Carbon Corporation 





EVEREADY COLUMBIA 
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ULIUS ANDRAE & Sons Co., of 
Milwaukee—old and honored 
CONTENTS name in the electrical jobing industry. 
An extremely condensed history of 
it would run something like this: 
1860, established by the late Julius 
‘ F ‘ "or Andrae and F. T. (Terry) Andrae. 
Six Presidents Discuss Harmony Within the Industry 1878, entered the B Stk field by 
THE Joaper’s SALESMAN Secures Expressions From Executives making an $18 push-button installa- 
of National Associations on the Occasion of the E. S. J. A. tion in the old Academy of Science. 
Semi-Annual Meeting. 1881, took its first large electrical 
contract—a $40, four-number annun- 
: ciator job. Stock at that time—an- 
Getting Down to Brass Tacks—By E. ; a Rowland _. nunciator wire, one spool; bells, six; 
How to Compile Your Mailing List and Distribute Your push-buttons, a few; feet of rubber- 
Calls to the Best Advantage. covered wire, a few, at 21% cents a 
foot. 1900, entered the electrical job- 
: : bing business in earnest. Since 1900, 
The Emissary of Good Will—By H. H. Nunn occupied in growth to what is now 
A Two-Fold Object Gained by Sending the Credit Man one of the largest, most fully organ- 
Out Into the Territory. ized and best known houses in the 
country—now a Westinghouse agent- 
“Quizzically” : jobber. 
Qe I ce . The two men who guide the affairs 
of this large organization are shown 
" on the front cover of this issue— 
The Hard-Boiled Buyer—By Dr. Frank Crane H. P. Andrae, president and treas- 
Remember, You See Him for Only One Reason: To Sell urer, standing at the left and J. C. 
Him. Don’t Be Diverted. Load Your Gun With Facts. Schmidtbauer, vice-president and gen- 
eral manager, seated. The high 
: ideals and the honorable practices 
Summing Up the Sales Contest that built up the House of Andrae 


Over 1200 Salesmen Stimulated. Sales of Nearly Three are perpetuated by these two men. 
Quarters of a Million Dollars Reported. * * # 


ND NOW the holidays are roll- 
Market for Electrical Supplies ing around. Once again we 
carve the turkey feeling thankful for 
° : . , a successful year. 

Pictorial Review of Electrical Developments... Outside of a few spotty points on 
the map, business in general has been 
Men You Should Know—W. G. Nagel lag good, and collections steady. 

“Don’t sell short” is the constant 
admonishment of Arthur Brisbane. 
Photographs of August Prize Winners...... “Don’t sell your country short” he 
sometimes adds. And he is right. 
: Prosperity is with us, it should stay 
News of the Jobbing Industry.. sence tet ee et ee eee ee eee eee e eee ee eee ee ees . with us, and the man who “sells 
short” basing his judgment on 
groundless fears and pessimism is 
making a grave mistake. 

Optimism, founded on the past, 
sustained through the present, and 
carried on into the future, will lead 
us through another year of the kind 
of business success we want. 
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Model BR. Semi-enamel. Dimensions, 26x22x 
464,. Oven, full size aluminum. Cooking 
Surface, 24x22. 4000 Watts. 


HESE new Frugal Receptacle Stoves now ready for job- 
ber distribution, will meet with instantaneous favor. 
They entirely eliminate the cost of installation as it is only 
necessary for the housewife to insert the plug at the end of 
the cord in the floor plug to make the stove ready for use. 
Another feature of these stoves is the construction which 
makes it impossible for the housewife to use more than 10 
amperes at a time, allowing her to pre-heat the oven with 
1000 watt burner to the desired heat required for baking, then 
switch off the oven burner and cook on stoved heat. 
All burners on these two models are controlled by a Master 
switch. With this type of control desired heats may be had 
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Model AR. Semi-enamel. Dimensions, 17x22x 
39. Oven, full size aluminum. Cooking Surface 
17x19. 3000 Watts. 


on any burner. 

Also, with these stoves the housewife can take advantage 
of the two burners in the oven at the same time using five 
amperes on each burner. This same advantage may be had 
on the cooking surface. Patents have been applied for on 
this most desirable feature. 

In addition to the two models shown above this type of 
stove may also be had in the popular St. James Model. 

Jobbers should write at once for territorial arrangements 
We have a liberal proposition for you of a most profitable 
nature. 


The Frugal Electric Mfg.Co. 


2249-51-53 Beechmont Ave., Cincinnati, Ohio 
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Editor’s Page 


Are You Going to Detroit? 
HE EYES of the whole electrical indus- 


try will be focused upon the coming 

meeting of the Electrical Supply Job- 
bers Association to be held in Detroit. In a 
sense, this will be a crucial one for reasons that 
may be summed up briefly. 

Everyone knows, who has taken the trouble 
to follow the activities of the Association that 
it has done a great amount of constructive 
work. This has been especially valuable in the 
direction of standardization and simplification 
among the almost enumerable products that the 
jobber is called upon to handle. A close ob- 
server will also know of the constructive work 
done by the committees of the Association—the 
wiring device committee, the merchandise com- 
mittee, lamp committee and on down the list of 
twenty or thirty active committees. The work 
that has been accomplished by these committees 
and the Association as a whole has been con- 
siderable and of a lasting nature. It has gone 
far to build up the dignity and prestige of the 
electrical wholesaling business. And in so far 
as it has done this all jobbers, inside or outside 
of the Association, have profited. 

But, unfortunately, this work has not been 
of a spectacular nature. It has been just 
straight, honest plugging away at funda- 
mentals. ‘The rank and file don’t seem to give 
a hang for fundamentals. 

It is not strange, therefore, that criticism has 
heen aroused to the effect that the Association 
has not been aggressive enough—that it has not 
been up to date in many things. That this was 
not without some foundation is shown by the 
fact that drastic changes were adopted at the 
White Sulphur meeting last spring. 

Now, after six months of operation under 
the new order of things the Association comes 
(o the semi-annual meeting, and everyone is 
looking forward with expectancy to hear what 
is to be reported. The Association now has new 
hlood injected into the board of directors. It 
now has an energetic president of that board. 
At this meeting also, in all probability, the 
selection of the new managing director will be 
announced and his name given. Many new 
inembers will be present, who have been taken 
i'n since restrictions were made less severe. 

Under conditions such as this the report can 
iardly be otherwise than encouraging for the 
‘uture of the Association. There are so many 
natters for the Association to take up, so many 


crying needs of the jobbing industry to be 
looked after, that anything other than a vigor- 
ous attack with the will to do, would spell de- 
feat of the revival so well started. 

It is an honor for any jobber to belong to the 
Electrical Supply Jobbers Association and he 
should feel that way about it. It is to his direct 
benefit to belong. And he should work for and 
with the Association. 

Read if you will what presidents of other 
associations have to say in this issue. The time 
has come for united action to meet the business 
problems of today. The E. S. J. A. to meet its 
obligations in this respect must have a member- 
ship that is in proportion to the number who 
are in this business. Are you going to Detroit? 
If not, why not? 

* * * 


Cultivate a Fair Price Complex 


MERE exchange of commodities is not 
business. Instead, the whole structure of 
business is built upon the basis of the 
exchange of service at a profit. Anyone can 
sell an article if he makes his price low enough. 

There is a common assumption that a sales 
manager is engaged primarily to sell goods. 
Nothing can be farther from the truth. He is 
in r ~ality engaged to sell his firm’s product on 
terms and at prices that will net a legitimate 
profit. Unless he does this he should not be 
paid ten or twenty or fifty thousand a year, but 
instead should receive the wages of a twenty- 
five dollar a week clerk, whose services he is 
really performing. 

These thoughts were expressed by Charles F’. 
Abbott, who is executive director of the Ameri- 
‘an Institute of Steel Construction, Inc. 

Times like these are ticklish as everyone 
knows. George Woodruff of the National 
Bank of the Republic in Chicago is frank 
enough to tell us that “the elephants are coming 
—hold vour horses.” Others maintain that we 
are now in a period of inflation the result of 
which must necessarily be deflation. Still others 
say that inflation has not yet come, and that 
business will go on as it is for a long time. 

Whatever the answer may be, one thing is 
certain. Regardless of the clamor for volume, 
goods must be sold at a profit. Selling them 
at cost or Yess than cost with a lot of dynamic 
hurrah may impress the other fellow for a time 
but it spells ruin for those who do it and in their 
ruination they unfortunately seriously damage 
the business foundation of their industry. 
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Eighty-bwo and Still Expecting 


fo Harvest <— 


NGELO PATRI tells of an old man—a farmer 
—who when he was 82 plowed the north 
slope of his farm and planted an orchard. He 
figured that if he could plant an orchard when he 
was old he could harvest when he was older. 


Still some salesmen figure that when they plant a 
good order in their book they are through. It’s no 
use doing any more. But the salesman who, like 
the old man, figures there is always one more har- 
vest in sight keeps right on working. Do not be 
satisfied with the wire order, other material is 
needed, especially Okonite Tape. Go right after 
that tape order as well. It means a harvest of profit 
to you by the end of the year. 


THE OKONITE COMPANY 
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We make a tape for every pur- 


pose. 


“Okonite” 


tape, 


black 


“Manson” tape, “Dundee A” fric- 
tion tape and “Dundee B” friction 
tape. 










THE OKONITE-CALLENDER CABLE COMPANY, Inc. 


Factories: PASSAIC, N. J. 


SALES OFFICES: NEW YORK CHICAGO 
ATLANTA BIRMINGHAM 


SAN FRANCISCO 


PATERSON, N. J. 


PITTSBURGH 
LOS ANGELES 


F. D. Lawrence Electric Co., Cincinnati, O. 


Novelty Electric Co., Phila., Pa. 


Canadian Representatives: er 
Cuban Representatives: Victor G. 


40 NZ 


Limited, Montreal 
Havana 
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ST. LOUIS 
SEATTLE 


Pettingell-Andrews Co., Boston, Mass. 


Materials 
Mendoza Co., 
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Six Presidents Discuss 
Harmony Within the Industry 


THE JOBBER’S SALESMAN Secures Expressions From 
Executives of National Electrical Associations On 
the Occasion of the E. S. J. A. Semi-Annual Meeting 


lective action in the pursuit of well-be- 

ing,” and of harmony he says that it is 
the “coneord or agreement in facts, opinions, 
manners, interests, etc.” 

Co-operation and Harmony are two old 
words but it seems that recently—even in the 
last twelve months—they have taken on an en- 
tirely new significance. ‘They are on every- 
hody’s tongue. Industry and the modes of life 
have been accelerated to such a degree, and so 
complex has the scheme of things become, that 
people everywhere are asking: ‘What is it all 
about and where are we headed?” 

These complexities are most evident in the 
conduct of business. The stream is at a flood 
stage. It is a fine, powerful, rushing current, 
vut to stay in it there can be no dallying with 
sie issues; all must keep swimming. 

In the “battle of the industries,” as so many 

re pleased to term it, co-operation and har- 
ony within each individual industry is essen- 
il to its well-being. Otherwise that industry 

ill find itself drifting on the rocks or aimlessly 
‘ong round and round in the eddies of no- 
here. 

There is a particularly hard job ahead to 
ring the electrical industry into harmony be- 
iuse for many years it has been pleased to 
msider itself in the light arms and legs, and 
ossibly heads, so to speak—as members rather 


W lecetive act defines co-operation as “col- 







than as a whole. There are the central station, 
the manufacturer, the wholesaler, the con- 
tractor and dealer, the lighting fixture and the 


illumination members, not to mention the 
purely engineering and _ scientific branches. 


And now in this time of conflict among all the 
industries it cannot afford longer to be con- 
stituted on the parts plan, but, like the cele- 
brated glass snake, must re-assemble its joints 
and be on about its business. 

Each of the main branches of the electrical 
industry has an association that is represent- 
ative of the best elements in that branch. 
Through the recent reorganization of the So- 
ciety for Electrical Development extensive 
plans are being made to bring them into “con- 
cord and agreement.” Each, through its ex- 
ecutive head will have much to say to the others. 

On the occasion of the semi-annual meeting 
of the Electrical Supply Jobbers Association, 
to be held in Detroit November 14 to 18, THE 
JOBBER’S SALESMAN believed it appropriate and 
helpful to ask the executives of these great 
associations to address the jobbers there as- 
sembled, through the medium of its pages, on 
this general subject of harmony and co-opera- 
tion in the industry. They have complied, and 
it is recommended that their words, which 
appear on the following pages, be diligently 
read and thoughtfully considered. 
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| G.E.CULLINAN 










GERARD SWOPE 


President, National Electrical 
Manufacturers Association 

The reorganization of the Society for 
Electrical Development, the participation 
of the national electrical bodies through 
their presidents and managing directors, 
bid fair to make this Utopian dream 
come true. 

The work that is being done by the dis- 
tributors throughout the United States 
is recognized, and their position in the 
Society is on an equal footing with the 
other national bodies, and should make 
for better recognition of the important 
work that the distributors are performing 
and the greater place they can have in 
the future. 

The newly constituted board of direc- 
tors, under the able leadership of Mr. 
Freeman, who has been untiring and un- 
selfish in his devotion to this work, is 
much interested in arousing the electrical 
consciousness of the American people to 
the increased comforts and conveniences 
in the home that electrical appliances will 
bring, and the increased efficiency, output 
and earnings for the workingmen in the 
factories that will be brought about by the 
use of improved manufacturing methods 
and automatic machinery, driven electric- 
ally. 

Co-operation of this character is not 
easy, but no other industry has the oppor- 
tunity that the electrical industry has of 
working out a constructive program which 
will be of benefit to society as a whole, 
and to the electrical industry itself. 


W.\W. FREEMAN 
































W. WINANS FREEMAN 


President, Society For 
Electrical Development 

I have been invited, as president of the 
Society for Electrical Development to 
address a message to the forthcoming 
convention of the E. S. J. A. through 
the pages of THe Josper’s SatesmMan. It 
is with pleasure and much satisfaction 
that I respond to this invitation because 
of the considerable progress that there 
is to report in connection with the reor- 
ganization of the S. E. D. and in being 
able to make such a report to one of the 
constituent groups represented by the 
E. S. J. A. It is generally recognized 
that for some time to come, the electrical 
industry must look, for its growth, to the 
more intensive development of its markets 
and to perfecting its distribution ma- 
chinery—all in the face of the keenest 
competition by other industries. This will 
require our best effort and full harmony 
of action by the several organized groups. 

It is none too soon, therefore, that the 
industry is putting its house in order and 
one of the important steps is that of 
definitely establishing the S. E. D. in 
a most practical way as the common 
meeting ground—the forum—of the groups 
of the industry, and as the central service 
organization to function in carrying out 
national industry programs as they are 
agreed upon. 

Since its inception, the Society has, in 
theory, been representative of the several 
groups. Now, under the new plan, it is 
so in practice, by having the principal 
officers of the several associations serve 
as directors of the S. E. D.—definitely 
providing for the desired harmony of ac- 
tion and for co-ordination of activities. 

The local electrical league has come to 
be an essential part in the scheme of things. 
National co-operative activities need the 
local league or its equivalent, to give ac- 
tion to the plan in local territories. In 
this respect, the leagues and the S. E. D. 
may be considered as a unit, and so much 
so that recognition has been given to the 
leagues by providing for their representa- 
tion on the S. E. D. directorate. 

The jobber’s business is essentially local 
or regional in character and a good share 
of the responsibility for local or regional 
development does, and will continue to 





fall on him. Furthermore, in d 
tribution, the jobber is the conn 
ing link with the contractor a; 
dealer—and he can exert a pow 
ful influence for good. 

I am glad to say that the reo 
ganized Society has already begu 
to function in a very business-lik. 
way. On each of the several princip: 
activities, a planning committee, repr: 
sentative of the associations and of thi 
leagues, is at work, studying the presen 
operation and making recommendation 
for the future. Preliminary reports hav. 
been received and out of the recommen 
dations of these working committees wil! 
be developed a program, inclusive of th 
several jobs the industry wants done ani 
in a practical, conservative way, with pro 
vision for adequate financing. 

We all engage in this work for certain 
benefits, which in turn entail certain i 
sponsibilities. The jobber, along with the 
other branches is having his voice in the 
planning of the industry’s co-operative 
work and in the direction of it. I fee! 
sure the entire jobbers’ group can be 
counted on. 


GEORGE E. CULLINAN 


Chairman of the Board, Electrical 
Supply Jobbers Association 


We as electrical jobbers must recognize 
that we are confronted with two basic 
problems. The first and more important 
is the fundamental economic problem of 
where is the jobber headed. We know 
that the business press in particular and 
the popular press in general have been 
full of denunciatory articles regarding the 
jobber, or the “middleman” as he is 
called. We know that the public, when 
it complains of the high price of this or 
that article, is told that the reason the 
price is high is because of the high cost 
of distribution. We know that the re- 
tailer says that the reason he is not mak- 
ing more money is because the jobber is 
between him and the manufacturer and 
if he could only go direct his profits 
would be higher. We know that the 
manufacturer very often is faced with the 
problem of over production in his partic 
ular line and blames the jobber if his 
goods do not move fast enough te their 
ultimate destination. We know that there 
are many forces in this country that are 
pointing their fingers at the jobber and 
saying that he must be eliminated. 
great deal of this discussion is harmful 
because it is thoughtless, and being harm 
ful we jobbers find ourselves individually 
and collectively on the defensive and | 
believe, in many instances, fighting fo! 
our very existence. 

In the midst of all this verbal barrage 
anent the jobber, one fact stands oul 
very clearly, and that fact is that regard 
less of what thinking and _ unthinking 
people may say about the jobber, if lic 
is performing an economic function bette: 
and cheaper than any other agency now 
known or yet to be devised can do it lic 
is going to remain an important part 0! 
our business structure. If on the other 
hand the jobber as he is now constituted 
is not performing an economic function 
and there are other ways of doing !''s 
job cheaper and better, there is definite 
handwriting on the wall regarding o'' 
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future which you need no high powered 
lenses to read. 

This particular problem is not peculiar 
to us. It is one that all jobbers are 
facing in every industry. The hardware 
obbers, grocery jobbers, plumbing supply 
obbers, ete., through their associations, 
ire taking vigorous steps to combat this 
propaganda, to set up their jobs for 
what they are and to develop a clear un- 
derstanding in the minds of their public 
and their suppliers of the importance of 
the functions and services they are per- 
forming. Therefore, one of the important 
jobs that our association is facing is one 
of education and selling; educating our 
customers and our suppliers to our eco- 
nomic importance and selling ourselves 
and our services to them. We can do it 
individually and collectively. 

The second problem we are facing is 
the problem of the new competition. The 
fundamental factor of business in this or 
any other country is the consumer’s pur- 
chasing power. After all is said and done, 
all business starts with the Smiths and 
the Joneses who exchange their hard 
earned money for the necessities and lux- 
uries of life. Today we see a gigantic 
struggle going on for a share of that con- 
sumer’s dollar. This struggle is nothing 
new, it has been going on for centuries. 
But the character of the struggle is 
changing. Until recently it was manu- 
facturer against manufacturer for a part 
of the consumer’s dollar. Today it is 
industry against industry for a share of 
that dollar, The automobile industry is 
fighting the clothing trade; radio is 
struggling with tne phonograph; wood 
with wood substitutes; coal with oil; ice 
with electric refrigeration, and so on. 

The electrical industry is losing out in 
its battle for a share of the consumer’s 
dollar. If you don’t believe this state- 
ment, you have easy access to the figures. 
You will find that more money is being 
spent for automobiles than for washers, 
vacuum Cleaners, ironers and all other 
appliances combined. More money is go- 
ing into plumbing supplies than into elec- 
trical suppiies in the new American homes. 
\nd so on and on. In other words, 
people today are being made automobile 
conscious, bathroom conscious, clothing 
conscious, building material conscious but 
electrically unconscious. 

The only way to remedy this situation 
is for the various units that go to make 
up the electrical industry to stop bicker- 
ing among themselves, get together and 
with a united front sell the idea of elec- 
tricity and electrical appliances to all 
\merica. Until that is done we will con- 
inue to lose out in this mad scramble 
for a share of the consumer’s dollar. As 
ion as it is done, we will get an increas- 
ug share of it because we are mem- 
crs of an industry that is selling 

attractive and worth while serv- 

to the American public. The old 

of the American Revolution, 
nited we stand, divided we fall” 
one that the electrical industry 

uld rally under today and it is a 

irce of satisfaction to be able to 

port that it is so rallying. The 
ganization of the Society for 
ectrical Development has assured 

going forward unit to unit, 


shoulder to shoulder in the struggle. 

The Electrical Supply Jobbers Associa- 
tion recognizes the importance of the Na- 
tional Electrical Manufacturers’ Associa- 
tion, of the National Electric Light As- 
sociation, of the Electragists, and of the 
Society for Electrical Development. I be- 
lieve it is fair to say that each one of 
these associations recognizes the impor- 
tance of ours and the importance of its 
members. My message to you is there- 
fore one of optimism both as an electrical 
supply jobber and as a member of this 
great electrical industry. I feel that we 
are headed for profitable times and the 
industry’s spirit of co-operation will make 
for better understanding and better busi- 
ness. 


CLYDE L. CHAMBLIN 


President, Association of 
Electragists, International 


As you know, the A. E. I. is the con- 
tractor-dealer branch of the electrical in- 
dustry, composed of some 2,300 members, 
most of whom are endeavoring to carry 
out the principles for which it stands and 
which merits the support of not only the 
contractor-dealers, but of all the industry. 
I wonder how many of you jobbers are 
sufficiently familiar with the principles of 
the A. E. I. to sell it to your customers 
who are non-members. 

The industry has for years pitied, 
cursed, and in spasmodic attempts, en- 
deavored to co-operate with the con- 
tractor-dealer, but it has been done in 
most cases with the same spirit one would 
drop a dime in a blind man’s hat. 

How much does any successful con- 
tractor owe his success to the other 
branches of the industry, I wonder? This 
may sound like a harsh question, but ask 
yourselves the question as to what you 
have done that has actually put dollars 
in the pocket of any successful contractor 
you know. 

And then, the blessing, or curse, of 
credit. I have sat in numberless 
meetings with jobbers, and _ never 
have I heard one of them admit, but 
on the other hand absolutely deny, 
that he ever extended credit without 
the most careful investigation. All 
are absolutely pure. In face of this, 
look at the record, which is more 
eloquent than words. If the money 
lost by the jobbers through bad ac- 






NORMAN MACBETH 


CLYDE. L. 
CHAMBLIN 


counts could be diverted to the work of 
the A. E. I. we would have all the money 
we would need to carry on a wonderful 
educational program. The old, hackneyed 
expression, “If we don’t extend credit, the 
other fellow will,” is as unsound as for a 
contractor to say, “I had to take the job 
at cost because the Whosis Electric Co. 
were on the job.” When manufacturers 
and jobbers are using the same identical 
tactics as the contractors to get business, 
who are they that they should tell the con- 
tractor how to run a successful business? 

The contractor-dealer branch is admit- 
tedly the most poorly organized branch 
of the industry, although it is the neck 
of the bottle, and what I have been trying 
to bring out is, how can the other 
branches help out the situation unless they 
are alive to their own responsibilities first? 
The officers of the A. E. I. are bending 
their very best efforts to widen the neck 
of the bottle, but when we are faced with 
changing and conflicting policies, and just 
as unsound and unethical business meth- 
ods as are being practiced by our own 
branch, to whom can we go for assistance? 
Remember, a policy is a policy only so 
long as it is maintained or is changed 
for progressive reasons alone. Consistent, 
unchanging policies are needed in all 
branches of the industry. Every branch 
needs men, who as policy makers, are big 
enough to take into consideration when 
forming their policies not only their own, 
or their firms point of view, but its re- 
lationship to its competitor, customer and 
the public. Then when the best possible 
plan has been devised with all of these 
elements considered, stick to it through 
thick and thin. 
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We are all engaged in a selling job. 
Our chief interest should be our customer 
and prospective customer, to be successful. 
The electragist is your customer, and as 
such should be of vital concern to you. 
This does not mean that you executives 
can delegate to your salesmen the handling 
of industry problems or their execution. 

In other words, there is no executive 
work more important to your individual 
concerns than customer relationship. The 
industry throughout the country is at last 
beginning to realize its responsibility for 
the contractor-dealer. No better evidence 
could be asked than was given at the 
recent St. Louis convention of the A. E. I. 
Addresses by the president of the N. E. 
L. A., vice-president N. E. M. A., and 
chairman of the E. S. J. A. showed a 
studied effort to effect a closer under- 
standing and a more helpful relationship 
with the contractor-dealer. This indicates 
a dawn of a new day, for in the past the 
other groups to a large extent have been 
in the habit of shrugging their shoulders 
at the troubles of the contractors, feeling 
that these were matters which the con- 
tractors should settle for themselves. 


What, then, can the jobbers do to assist 
the electragists with their problems? 

Ist. Establish sound business policies 
and sound association policies and then 
stick to them in spite of hell and high 
water. You should be an example to us 
of proper business conduct. 

2nd. Make it your business to know 
what the A. E. I. stands for, and then 
dedicate your organizations to the further- 
ance of its membership to your non- 
member customers. You are making more 
reliable customers by so doing. 

3rd. You represent the constructive, 
thinking jobbers of the country. That is 
the reason you have an organization and 
meet together to study your problems. 
The A. E. I. represents the constructive, 
thinking contractors of the country. We 
are your customers. You are our princi- 
pal industry contact. You should take 
the lead in cementing a closer and more 
friendly relationship with our member- 
ship. Customer relationship is as vital 
to your success as it is to ours. 


FRED R. FARMER 


President, Artistic Lighting 
Equipment Association 


The Artistic Lighting Equipment As- 
sociation operates to promote the growth 
of the industry through expansion of its 
possibilities and by procuring a_ wider 
market for its product. 

It is unnecessary for me to call your 
attention to the fact that through the 
expansion of our business as manufac- 
turers your business as distributors auto- 
matically increases and this is true whether 
you sell lighting fixtures or not. The 
more business the fixture manufacturer 
does the more supplies he buys through 
the jobber. 

The big problem in the electrical in- 


dustry today—a problem which can be ~ 


solved only by the closest kind of co- 
operation and co-ordination—is how to 
arouse in the minds of the buying public 
a mental attitude toward lighting fixtures 
similar to their mental attitude toward 
wearing apparel or automobiles. 

Every fixture sold creates a demand 
for additional electrical supplies. More- 
over, as soon as an artistic well-made 
fixture of good quality is installed in one 
home it is a means of inspiration to other 
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home owners to replace out of date equip- 


ment. When this happens it means more 
electrical supplies, more wiring, more 
business. 


We can therefore take seriously the job 
of making the public fixture conscious as 
an industry problem, because when that is 
in any measure accomplished we have 
started business around the circle from 
the manufacturers of all kinds of electri- 
cal material, through the jobber, con- 
tractor, central station, and back to the 
apparatus manufacturer. 

This country owes no small part of its 
achievements to its wonderful inventors 
who have perfected machinery that made 
our mass production the wonder of the 
world. But mass production destroys in- 
itiative in the individual—creative craft- 
manship in the workman—and many of 
our machine-made products were hideous. 
Yet public appreciation of beautiful 
things is growing. Most businesses have 
recognized this and many of the associa- 
tions competing with us in the building 
trade are taking advantage of it. We all 
know the mental attitude of the home 
builder with respect to the bathrooms— 
tile floors and walls, showers and all the 
fancy trimmings that go with them. The 
auto manufacturer, whether he makes a 
car selling for $500 or $5000 stresses the 
appearance, the beauty of the lines, the 
smart shape of the cowl, the rich appear- 
ance of the upholstery, in his bid for the 
favor of the public. 

The fixture manufacturer has kept pace 
with this competition—it is possible to 
buy beauty in lighting fixtures and it’s 
not necessary to search antique shops 
for it either. The talent among the de- 
signers of lighting fixture manufacturers 
is not excelled in any other business, but 
the manufacturer, in common, with the 
whole electrical fraternity has not sold 
the public. It’s a merchandising problem 








Howarp T. SANDS 


President National Electric 
Light Association 


Mr. Sands is to address the Detroit 
meeting of the E. S. J. A. therefore a 
message from him is not included in this 
symposium, which would be anticipating 
his remarks to be made upon that oc- 
casion. 








that faces us. We are not competito: 

even though you may find us bidding « 

a job that your salesman is after. QO, 

competitors are in the furniture busines 

the rug business, etc. We must sell t! 

advantages of electricity to the public an 

how can we do it easier and at the sam 
time meet this competition on its ow: 
ground than by directing the attention o 
the public to the ease with which beautifu! 
modern lighting equipment can be pro 
cured. 

You as distributors have a part to play 
in this. First choose your line with the 
thought in mind that your salesman will 
have in the goods he is to sell, real beauty, 
workmanship and material—fixtures your 
public will like to live with, not fixtures 
that he will “just have to get along with. 

Second, study the requirements of you: 
dealers, so that you can advise with them 
authoritatively. 

Third, recognize this as a sales prob 
lem that concerns the whole industry and 
realize that sales made by being smari 
enough to show how money can bx 
saved by the consumer in the purchase 
of inadequate fixtures from the stand 
point of number, size, design or quality 
is an injustice to all of us. 

I believe if I have succeeded in getting 
to you my point of view you realize th: 
possibility, through the promotion ot 
Artistic Lighting Equipment Association 
of doing a constructive job for the whole 
industry. 

Just another word in conclusion. Don't 
expect to be able to satisfy every home 
builder. Many of them demand and are 
building homes that require lighting fix 
tures of a design that cannot be antici 
pated. 

These must be built to order and man\ 
times because of misdirected salesman 
ship owners are “putting up with” in 
adequate fixtures to the detriment of the 
whole electrical industry. 

We have men who still have their 
clothes made to order, so we have mer 
chant tailors and custom tailors. The 
jobber is the merchant tailor of the light 
ing industry, but he should realize that 
fixtures for some jobs cannot be pur 
chased ready-made but must be made to 
order. 


NORMAN MACBETH 


President, Illuminating 
Engineering Society 


A jobber’s representative may be an 
order taker or he may be a salesman 
The highest type of salesman is the man 
who “helps the buyer buy.” He must 
know his line, its function and logical ap 
plication. In a field where service is 
stressed and prices somewhat stabilized 
the salesman who can serve, that is, actu 
ally advise as to satisfactory equipment, 
undoubtedly has an advantage. To man) 
of his customers the word of such a sales 
man goes a long way towards creating 
favorable relationship. Having specialize 
for many years in the sale and later |") 
the manufacture of lighting equipment | 
have met many varieties of jobber sali 
men, my observations have also resulte: 
in noting certain variations from the ga 
den variety. The man I refer to is t! 
one who has an intelligent understandin: 
of lighting practice. Comparatively fe 
jobbers have such a man on their stati, 
the fortunate ones know that he is a pr 
ducer and would be well satisfied to e1) 
ploy more of his kind. He is a produ 


(Turn to page 48) 
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Getting Down to Brass Tacks 


How to Compile Your Mailing List and Dis- 
tribute Your Calls to the Best Advantage 


By E. T. ROWLAND 


Local Sales Manager, Southern New England 
Electric Co., Hartford, Conn. 


V.—SELECTING YOUR PROSPECTS 

OR A salesman to get the most out of his territory 
Ff he must make up his prospect list with great care. 

This list must include a representative number of 
each type of customer; electrical contractor, industrial, 
radio dealer, etc., so that his sales will show a proper 
balance between the different groups of commodities 
which he has to sell. Many salesmen have a natural fond- 
ness for a few 


covered in the available time must be determined. It 
is physically impossible for any salesman to call on all 
prospective customers for his merchandise in his territory 
and, furthermore, many of them are undesirable because 
their volume of business is too small or because their 

credit is unsatisfactory. 
Such accounts should be left to competitors, for it can 
be seen that the more time they spend soliciting 
such business the 





individual items 
and are prone to Town: 
give too much ef- 
fort to the sale 


Corning 


Electrical Contractors. 
A.H. Perry & Son. 
Clark ilectric Co. 


the neglect of E.N. Biddle. 


other lines. Such 
men _ invariably 
pass out of the 
jobber’s organi- 
zation sooner or 
later. They are 
one line men and 
eventually con- 


Central Station 
Merchandising Dept. 
Operating Dept. 


Industrials. 
Carlisle Mfg. Co. 
Acme Metal Products Co. 
Allen Machine Co, 


Retail stores. 

Joyce Hardware Co. 
va) 77 = C.E.Dodge, Inc. 
nee with a man Wallace-Fox & Co. 

ufacturer which ji 
s s Radio Dealers. 
i where they be Superior Radio Co. 
long. Fagan Radio Sales. 
Perhaps t he Hopkins Music Co. 


simplest method 
of building up a 
prospect ] ist 


Miscellaneous. 
Corning 0il Burner Co. 
Electric Refrigerator Sales. 
Farm Light Sales Co. 








less competition 
will they give on 
more profitable 
accounts. Also, 
the salesman must 
not try to cover 
SO many accounts 
that he cannot 
call on them of- 
ten enough to 
hold their busi- 
ness. Before de- 
termining upon 
- - - the number of 
prospective cus- 
tomers to be se- 
lected for his 
working list the 
salesman must 
make for himself 


Record of Calls. 
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three decisions. 
These must be 
based on his own 





























which is  well- 
balanced and in- 
‘ludes only 
vorth-while accounts is to start by listing all trade outlets 
1 each town in the territory. The list for each town 
hould be separated into the various types of customers. 
Getting all names on this list prevents any from being 
verlooked. The next step is for the salesman to decide 
how much time will be spent in each town and how many 
‘ccounts can be properly handled in this amount of time. 
it is then an easy matter to cross off as many of the least 
lesirable accounts in each group as may be necessary to 
reduce the prospect list to a practical size. This simple 
analysis is one way in which we can adapt engineering 
precision to our problems of distribution. It is essential 
‘or a new man just starting out in a territory. Even 
der salesmen who have made such an analy.is periodi- 
ally have been able to make profitable revisions in their 
‘rospect lists. 

But before this list can be reduced to its final form 
(he maximum number of accounts which can be properly 


Simple Loose Leaf Form For Record of Calls 


territorial condi- 
tions. 

First. 
his share of that customer’s business? 
the size of the account and the buying habits of the terri- 
tory. Many large customers should be seen regularly two 
or even three times a week, while other accounts espe- 
cially smaller ones who regularly send their orders in 
directly to his house and who are loyal to the salesman 
may require a call only once a month or perhaps even 
In some sections of the country such 


How often must he call on a customer to get 
This varies with 


at longer periods. 
as New England a customer prefers to give his business 
to one or two houses, mailing or phoning his orders from 
day to day rather than waiting for the salesman. This 
type of customer is not easily taken away by a competi- 
tor as long as he is satisfied with the prices and service 
which he receives. In other sections, however, such as 
parts of the Middle West, customers like to be called 
upon more often and hold their orders for the first sales- 


man who comes in. Each salesman knows his own terri- 
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tory and must determine for himself whether his cus- 
tomers should be seen on an average of every week, every 
two weeks or whether at longer periods. 

Second. After having decided upon the average num- 
ber of calls per customer per month it is then necessary 
to determine the average number of effective calls which 
can be made per day. (An effective call is one in which 
an interview is actually secured with the customer.) 
These two estimates determine the approximate number 
of accounts which can be properly handled. The actual 
number of calls will naturally vary from day to day. One 
day a salesman may work hard but make only three or 
four effective calls and yet do enough business to make 
the day very profitable. The next day he may make 15 
or 20 effective calls. The best method is to keep a 
record of the number of calls made over a period of a 
month so as to reach a fair average. This average will 
probably vary from 8 or 10 calls a day in a country or 
suburban territory (unless it is very widely scattered) 
to 15 or 20 calls a day in a city territory. 

There is sometimes a tendency for a salesman to cut 
his calls too short in order to be able to report more calls 
per day. Whenever he actually obtains an interview with 
a customer he should stay long enough to accomplish as 
much as possible, especially if it is apparent that the 
customer is receptive and willing to give the time. A 
recent comparison of two salesmen in similar territories 
showed that one made 150 calls in a certain month while 
the other made 250. One was too low and the other too 
high. For that type of territory a fair average would 
be from 180 to 200 calls per month. But the man with 
the smaller number of calls sold more merchandise, show- 
ing that he profited by staying longer with each customer. 


Third. How much business must an account be ca 
ble of giving before it justifies a call? This depe 
upon the volume expected of the salesman and his sel], 
expense. Each salesman knows the average amount 
his salary and expenses and the amount of business hy 
expected to produce each month. If he keeps a rec. 
of his calls he also knows how many effective calls 
can expect to make each month. It is then a sim; 
matter of division to determine his average sales per ca’ 
If the salesman limits his activities to those accoun 
whose potential sales per call are equal to or better tha 
this average he is devoting his efforts where his possibili 
ties of personal gain are greatest. Hence he shou|(! 
eliminate from his prospect list all customers whose busi 
ness is so small that their purchases could not be ex 
pected to reach this average amount over the period from 
one call to the next. These small accounts are noi 
profitable to the house either, because the dollar and 
cents profit is so small that it barely covers the overhead 
expense including accounting and collecting. Small cus- 
tomers generally have limited capital and the cost of 
collecting their accounts is above the average. By de 
voting himself to the larger buyers the salesman will 
increase his volume and that after all is what counts. 

In this process of eliminating the least desirable ac 
counts from the prospect list care must be taken to leave 
on the list a representative number of each type of 
customer in each community. Even though the salesman 
builds up a prospect list by these methods which is well- 
balanced as to types of customers, neither too large for 
proper coverage nor too small to keep him busy, and 
limited to only profitable accounts he must realize that 
his list must always be subject to (Turn to page 48 











\ 











Science having entered the domain of football, the coaches at 
the University of Chicago are determined to make the most of 
it, and have taken steps to prevent their players from “stif- 
fening” after over-exertion. When it appears that one of the 
players’ muscles are stiffening, they send him into the locker 


room, and apply the machine shown above. The photo shows 
Trainer Simon Benson using the diathermy machine, an app?- 
ratus that uses an electric current and is here furnishing 
penetrating heat to loosen stiff cords and muscles, on Bob 
Spence, Chicago end, early in the season.—P. & A. Photo. 
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The Emissary 


of Good Will 


A Two-Fold Object Gained by Sending 
the Credit Man Out Into the Territory 


By H. H. NUNN 


Credit Manager, Hendrie & Bolthoff Mfg. and Supply Co. 
IN AN INTERVIEW WITH WILLIS H. PARKER 


T IS NOT often that we find a credit man absent 
| from his desk and traveling over the territory with 

the salesmen as an emissary of good will. It is 
generally supposed that the safest place for a credit 
man is in his own office where his ink well, paper weights 
and other small but hefty articles serve as excellent 
weapons of defense when an irate customer drops in to 
demand the whys and wherefores of certain treatment 
he has received from the company relative to a past due 


account. 


inspecting the store and stocks, noting the character of 
the customers better than he can by letters and argu- 
ments of salesmen, no matter how unbiased the latter 
try to be. Since thousands of the customers live hundreds 
of miles away from Denver and cannot come into the 
office to be looked over, the credit man must go to them. 
These good-will tours are made in the company of 
the salesman on the territory. The salesman introduces 
Mr. Nunn as “our credit manager.” It sometimes is amus- 
ing to see how quickly the atti- 





But in H. H. Nunn, credit 
manager of Hendrie & Bolthoff 


Mfg. and Supply Co., Denver, Mya a considerable propor- 
tion of credit is granted on 
moral risk, it stands to reason 
that the credit man can best de- 
termine the moral risk by talk- 
ing with the customer face to 
face. Inspecting the store and 
stock and noting the character of 
the customers give more enlight- 
enment and lead to a more bal- 
anced judgment than reading 
the reports of salesmen, however 
unbiased the latter try to be. 


extensive distributors of electri- 
cal equipment in the Rocky 
Mountain region, we find a 
credit manager who spends at 
least half of his time traveling, 
getting acquainted with the 
firm’s customers, hearing their 
complaints—many times 
straightening them out—and, 
withal, making friends for the 
firm, its salesmen and its serv- 
ice department by spreading 
good will. 

A two-fold object is gained 
by this method. In the first 





tude of the customer changes 
from extreme cordiality marking 
his greeting of the salesman to 
something colder when he hears 
the words “credit man.” 

Then it is time for Mr. Nunn 
to assure the customer that he 
is not collecting but merely out 
to see the country, get ac- 
quainted with the customers, and 
he skillfully switches the cus- 
tomer from a cold attitude to 
one of warmth by talking about 
business conditions and other 
subjects somewhat foreign to 
“When are you going to pay 
your bill.” 

Before going on the trip, 








place a credit man_ should 
have adequate information concerning the conditions in 
all parts of the trade territory and in individual com- 
munities. He can gain this information better from a 
personal visit to the communities in the territory, talking 
with bankers, business men and customers than he can 
by reading the papers, talking with the salesmen when 
they are in from their trips, or consulting financial re- 
ports compiled by national organizations. In addition 
to this, he gets a better line-up on the individual custom- 
ers by visiting them, noting the condition of their estab- 
lishments and themselves. 
A second object is that of disproving the belief that 
ie credit department of a distribution house is hard- 
boiled and merciless in its efforts to get the money. 
Modern business methods take cognizance of the fact 
vat the wholesaler must work closely with the retailer 
d that the retailer must often have the backing and 
sistance of the distributor, not only in advertising and 
es promotion, but also in the financial stringencies 
it come up so unexpectedly. Since a considerable pro- 
rtion of credit is granted on the moral risk, it stands 
reason that the credit man can best determine the 
ral risk by talking with the customer face to face, 


} 





Mr. Nunn collects all the data 
he can regarding the customers in the territory to 
be visited, the conditions in the communities so that he 
has something besides the weather to talk about. Inci- 
dentaliy he has the credit information regarding the 
various customers so that when the subjects of credits 
come up later in the conversation, as they most generally 
do, he'll be posted. 

Having knowledge of the customer’s family is one of 
the best avenues of approach. Every man is proud of 
his family and likes to talk about them and have them 
spoken of. If Jones’ daughter is graduating from high 
school, he’s proud. If his wife has been ill, he’s glad 
to know that someone—clear in Denver—knows about it 
and is solicitous of her welfare. The salesman on the 
territory usually has a lot of such information and each 
night Nunn and the salesman go over the next day’s 
visits, discuss this customer and that, so that the credit 
manager is fully informed. Out of his brief case come 
the previously compiled information regarding the cus- 
tomers’ credits, sales, purchases and this information is 
carefully assimulated to be used to advantage the next 
day. 

Many are the times that Nunn has taken a “cussing 
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1—What was the total volume of sales reported for the 
July and August Summer Sales Prize Contest? -(P. 9) 


2.—Name a jobber who is a prominent historian. (P. 37) 

3.—What is the main armor piercing bullet in sales 
work? (P. 15) 

4.—What Pacific Coast jobber has a history of 38 years? 
(P. 47) 


5.—How will registration be handled at the Detroit 
E. S. J. A. meeting? (P. 12) 
6.—What city railway won the Coffin Prize? (P. 54) 


7.—What two-fold object it attained by having the credit 
man out on the territory? (P. 13) 


8.—Who is the new R. C. A. general sales manager? 
(P. 174) 








“Quizzically” Speaking 


9.—What jobber has recently been through South Amer- 
ica? (P. 42) 

10.—Name a jobber’s salesman that makes his territory 
in a motor boat. (P. 50) j 

11.—When and why should you see a customer after 
supper? (P. 10) 

12.—What does Paul Whiteman call his radio receiver? 
(P. 154) 

13.—How can you determine how much business an account 
must be capable of giving before it warrants a call? 
(P. 12) 

14.—Did Sept. 15-Oct. 15 show an increase in jobber sales 
over the preceding 30 day period? (P. 16) 

15.—What new jobbing establishment has recently been 
formed in Indianapolis? (P. 238) 

16.—Who is W. G. Nagel? (P. 25) 











out” upon first meeting the customer and then before 
the visit was over been invited out to dinner when the 
customer discovered that a credit man could be a gentle- 
man after all. Mr. Nunn told of one instance wherein 
he feared he was in for a whipping. The irate customer 
was almost beside himself with anger owing to some 
alleged mistreatment. It took about an hour to tame 
him, but he was tamed and insisted that Nunn be his 
guest at the luncheon club that day. He made such a 
friend of the customer that when sickness in the family 
later made it difficult for the customer to meet his obliga- 
tions, Nunn wrote him, assuring him that he might take 
his time settling his account and not to worry in the 
least about it. So touched was the customer by this 
treatment, that he burst out crying and the salesman 
found him in this condition when he called in—letter in 
one hand and handkerchief in the other. The humane- 
ness of the credit man’s letter had gone to his heart. 
It is needless to conclude that Hendrie & Bolthoff’s bill of 
some $400 was the first bill paid by the man when he 
got on his feet. Furthermore, it is obvious that Mr. Nunn 
could not have handled that situation so adroitly had 
he not previously become personally acquainted with the 
customer. 

Every retail dealer in electrical equipment and sup- 
plies and every contractor dealer has credit problems 
about which he needs advice. It is natural to presume 
that the credit manager of a large concern is better 
posted on credit problems and collection methods than 


But how much 
better is he able to offer advice if he knows the com 
munity, the dealer’s store and something personal regard 
ing the dealer’s clientele. 

The visit is not all, for a friendship has been created 


the small retailer or contractor dealer. 


that continues long afterwards. Frequent letters are ex- 
changed on nothing more than personal interest. Nunn 
keeps posted by watching the newspapers of the com- 
munities, and the “locals” and “personals” furnish him 
with excellent material. If he sees that Bill Smith, a 
thousand miles away, is the proud father of a new baby 
in the family, Nunn writes a letter about it. If he reads 
that Henry Jones has been ill or that some member of 
his family has been in the hospital, a personal letter 
follows immediately. The salesmen, also, report on such 
small, and rather insignificant things so that there is 
always some personal touch to be included in a letter, 
be it regarding the customer’s account or the business 
prospects in his community. 

Does this system pay, considering the expense entailed ’ 
The sales manager admitted that Mr. Nunn’s system was 
responsible for many thousands of dollars worth of addi 
tional business. That’s from the sales angle. Collections 
have been easier to make and it is admitted that thus 
far, the additional profits from increased volume of busi 
ness and the decreased loss from bad accounts has more 
than offset the expense of sending Mr. Nunn over tlic 
territory and employing additional help in the office so 
that he could make the trips. 





ber 14 to 18. 





Be Sure To Register 


HE JOBBER’S SALESMAN will conduct the only registration of | 
attendance, of both jobbers and manufacturers, at the Electrical Sup- 
ply Jobbers Association meeting, Book-Cadillac Hotel, Detroit, Novem- 
Registration headquarters will be maintained for that 
purpose, and everyone who will be in attendance is urged to make this | 
matter of registration one of his first duties in arriving at the hotel. 
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The Hard - Boiled Buyer 


Remember, You See Him for Only One Reason: To Sell 
Him. Don’t Be Diverted. Load Your Gun With Facts 


By DR. FRANK CRANE 


VERY once in a while, if you are a 
salesman, you meet the hard-boiled 
buyer. He is domineering, overbearing 

and unjust. You may resent his attitude 
toward you but keep in mind the only thing 
you are out to do. 
That is, to sell goods. 


goods is profitable to him, that is all you need. 
Know your business. Know your goods. Do 
not be diverted. Remember that a soft an- 
swer turneth away wrath, and turning the 
other cheek is not merely a Sunday School 
motto but it is good 
business. When a man 
finds out he cannot 





It makes no difference 
what he thinks of you 
nor how you esteem 
him. You are out for 
business and for noth- 
ing else. You are not 
there to make social 
companions nor to 
magnify your own 
ego. You want fruit 

and fruit only. 
Very often this man- 
q ner of the hard-boiled 
4 buyer that you resent 
f is nothing but a pose. 
[t arises from an in- 
‘eriority complex. He 
knows that you want 
to sell him something, 
that vou are there for 
his approval of some- 
thing, and he enjoys 
ihe little minute of his 
domination over you. 
[.et him enjoy it. Let 








hurt your feelings and 
that all his blows fall 
harmless upon your ar- 
mor of confidence, he 
will think all the more 
of you. Remember 
that selling him a bill 
of goods is a much 
better way to get the 
best of him than to ar- 
gue with him. Let him 
do the arguing. Ar- 
guing never convinced 
anybody _ anyhow. 
Show him the facts 
and let him draw his 
own conclusions. If 
your goods are right 
and your line of tatk 
is clear, you need have 
no fear of his self-es- 
teem. 

Remember there is 
but one armor pierc- 








him dominate all he 
pleases, so long as you 
in sell him the goods. 
Very often by a little adroit flattery you can 
iduce him to do what you want him to do. 
don’t let him change the subject and do not 
t to discussing other matters with him, if 
u can help it. 
There is one weak point in his armor. He 
in business to make money the same as you 
e and your job is to show him how he can 
ike money. If you have the goods and if 
~u can prove to him that handling your 





Copyright, 1927, by Dr. Frank Crane 


ing bullet and that is 
fact. Stick to fact. 
Talk about anything 
else is merely fireworks and remember that pin 
wheels and sky rockets kill very few people. 

Use the rifle and if possible a silencer on it, 
and the proper bullet to use in your rifle is fact. 

Your concern cares very little as to whether 
you have gotten the best of your customer or 
not in an argument or how your ego came out 
of the contest. 

The thing that registers with them is, how 
many goods have you been able to sell? 
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Summing Up the Sales Contest 


Over 1200 Salesmen Stimulated. Sales of Nearly Three Quarters of a Mi! 
lion Dollars Reported Te a sales contest involving over 1200 jobl. 


salesmen could be carried out on a national sca 

without interfering with the regular activities 0: 
either the jobbing houses or the manufacturers whos: 
products were involved, is something of an accomplish 
ment. That such a contest could be conducted for « 
period of two months without disrupting any special sale. 
plans of either jobber or manufacturer, but rather tend 
ing to increase the results obtained from such specia! 
plans is again significant. And finally, that such a con 
test, held through the months of July and August, could 
so stimulate action on the part of the salesmen as to 
bring in over 8100 reports of sales aggregating over 
$816,000 of business, gives the background for a story 
that should be interesting to the majority of the sales- 
men who read this publication, whether they were active 
contestants or not. This story, then, deals with the Sum- 
mer Sales Prize Contest, conducted through the monthis 
of July and August, 1927, being the third annual contest 
of this kind carried out by Tue Jopser’s SALESMAN. 

For the sake of those who did not take 
an active part this year, but who, it is 
hoped, will be among those entered next 
year, the details of the contest wili be 
summarized briefly. 

The contest was in two halves, July and 
August, open to salesmen who had been 
entered by their sales managers. 

Two different groups of manufacturers 
co-operated, making their products eligible 
by inserting their contest announcements 
or instructions in a special “contest sec- 
tion” of the July and August issues respectively. 

For each of the manufacturers thus made eligible Tur 
JopBer’s SALESMAN contributed a cash prize of $25, pay- 
able to the salesman who made the highest sales of that 
manufacturer’s products for the month. Score cards were 
issued each month on which the salesmen entered their 
scores and which had to be countersigned by their sales 
managers. From these score cards the winners were 
picked and the general results of the contest obtained 
as tabulated on the next page. 

The outstanding feature of the whole contest was the 
fact that a great many salesmen, practically a fifth of all 
the jobbers’ salesmen in the country, were stimulated to 
work a little harder and if possible increase their sales 
during the two slack months of the year—July and Aug- 
ust, when business is at its lowest ebb in the majority of 
lines. 























These salesmen were not called upon to neglect their 
regular lines. In fact they sold just the same lines that 
they would be selling anyway in the course of the day's 
work. But where the lines eligible coincided with th: 
lines they were ordinarily handling, they “went to it” as 
the saying goes and tried to do a better job, and then 
entered their reports with the astonishing results that ar: 
shown by the tabulation. 


It happens that there were 42 manufacturers eligib!: 
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ners Only 





No. Manufacturers Eligible 

No. Salesmen Entered 

No. of Reports on Eligible Lines Submitted 1652 1467 3119 

Total Volume of Sales Represented by All 
Reports Submitted 

Total Volume of Sales Represented by Win- 


Average Size of All Sales Reported 
Average Size of Prize Winning Sales 


General Results of the Contest 


JULY AvuGusT Jury & AvuGusT 
42 42 84, incl. dupl. 
1211 1254 1254 


$366,406.88 $449,638.92 $816,045.80 
$82,017.53 $85,004.04 $167,021.57 


$221.79 $306.50 $261.63 
$1952.79 $2023.90 $1988.33 








in each month. The prizes therefore totaled two thou- 
sand one hundred dollars, a very considerable amount 
and bringing satisfaction to a great many who were for- 
tunate to win prizes. In addition, THz Jopper’s Sares- 
man provided that every man who sent in sales records 
should be rewarded with a special prize or premium. 


PRIZE WINNERS AND NO. PRIZES WON 
NAME JULY 


Karlsruhe, New York 
Doig, Chicago 

Joselson, New York 
McCullough, Pittsburgh 
Sudak, Cleveland 
Newberry, St. Louis 
McElmurry, Detroit 
Cohen, Syracuse 

Every, Kingston, N. Y. 
Kuninger, Mansfield, O. 
Jones, Minneapolis 
Betts, Los Angeles 
Schambaugh, Mansfield, O. 


Metzenthin, St. Joseph, Mo. 


teed, Philadelphia 
Croney, Des Moines 
Moses, Chicago 

Green, St. Louis 

Clark, Mansfield, O. 
Hulburt, New Haven 
Longstreet, Pittsburgh 
Kline, Pittsburgh 
Gambill, Nashville 
Bisset, Los Angeles 
Thorp, Los Angeles 
luttringer, Philadelphia 
Vetter, Jr., St. Louis 
Woods, New Orleans 
Daily, Pittsburgh 
O'Connor, Chicago 
Holsworth, Philadelphia 
Fike, Detroit 


Sutherland, Raleigh, N. C. 


Neuhardt, Pittsburgh 
\rnold, Chicago 
Madden, Mansfield, O. 
Peterson, Los Angeles 
Sorensen, Salt Lake City 
ornelius, New York 
lolland, Chicago 
ribari, Chicago 
Sanderson, Mansfield, O. 
Weigle, Pittsburgh 

lall, Milwaukee 

acon, Pittsburgh 
Srown, Indianapolis 
‘lartin, St. Louis 
Moran, New York 
‘lichelson, Chicago 
uraves, Akron, O. 
-Teecy, St. Louis 
Schaeffer, Philadelphia 
Vetter, Akron, O. 


ee Bad el el le 


Avueust 


i lh el el Sel el 


Tora. 
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There were “No Blanks” in this contest as all who par- 
ticipated are aware by this time. 

For some reason, as indicated by the figures, there were 
not quite as many returns for August as for July. Very 
likely more vacation periods came in the latter month. 
But, nevertheless, the volume of sales in August was con- 
siderably higher—$449,638.92 as against $366,406.88. 
In fact the average size of sales reported for August was 
$306.50 as against $221.63, which would indicate an in- 
creasing application to’ their work on the part of the 
contestants, with commensurate results. 

Coming to the personal accomplishments of the various 
prize winners it is to be noted that a number of them won 
more than one prize. The banner in this respect goes to 
Samuel R. Reed of the West Philadelphia Electric Supply 
Co., Philadelphia, who won four prizes in July and two 
in August. Next to him comes Oscar F. Luttringer, of 
the Colonial Electric Co., Philadelphia with three in July 
and two in August. Four men —V. L. McElmurry, Com- 
mercial Electric Supply Co., Detroit; Reginald Every, 
Canfield Supply Co., Kingston, N. Y.; William H. Green, 
Crown Electrical Supply Co., St. Louis; and Jack Bisset, 
Listenwalter & Gough, Los Angeles, tied for third place 
with three prizes each, won in the two month period. 
Altogether, the 84 prizes were won by 53 men. 

The accompanying table is a roster of the prize win- 
ners. Most of their photographs have appeared in this 
issue and the October issue. 

Next, it is of some interest to learn the “standing” of 
the various cities, that is, the numbers of prizes won per 
city. Here they are in order: Philadelphia, 13; St. Louis, 
10; Chicago, 9; Pittsburgh, 8; Los Angeles, 7; New York, 


* 6; Mansfield, O., 6; Detroit, 4; Kingston, N. Y., 3; Akron, 


O., 2; St. Joseph, Mo., 2, and one each for Cleveland, 
Syracuse, Minneapolis, Des Moines, New Haven, Nash- 
ville, New Orleans, Raleigh, N. C., Salt Lake City, Mil- 


waukee, and Indianapolis. 


Taken as a whole, the results of this year’s contest 
have been truly remarkable, showing a decided gain in 
interest and active co-operation on the part of both the 
manufacturers and the jobbers’ salesmen over the contests 
of the previous two years. A number of the manufac- 
turers this year put up additional cash prizes of their 
own to go to the winners of first, second and third places 
in the sale of their particular products. Undoubtedly 
the contest will be carried on next year, and still greater 
interest and activity are looked for. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, b 
Jobbers, on Market and Price Conditions for 22 Key Products 















EASTERN STATES* CENTRAL STATES* WESTERN STATES: 


MARKET PRICES MARKET PRICES MARKET PRICES. 
Sept. 15 to General Sept. 15 to General Sept. 15 to General 
COMMODITY Oct. 15 Trend Oct. 15 Trend Oct. 15 Trend 
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Transformers, insulators, distribution equip- 













Poles and pole-line hardware......  .....+-- 























Switchboards and accessories........-.++--- 








Motors and control apparatus........+-.+++. 
















Safety: switches s'... vices in.cces'sicaineciaeuc eeieehivie 














Wiring devices. ..4...scseess0%s ses bstas Sisteie 





Conduit and fittings.............seeseseeess 
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Commercial lighting units.................. 











Residential. lighting Wn8tes 05565055 2 0 sc0s 





Street lighting equipment..................- 

















Heating appliances............sssscecsesecs 








Motor-driven @ppliances....<4:.5:....s2.+6 ses 
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Flashlights and batteries.................+.. 11] 19 | 1] o}a7j 2 13{ 19] 1] 0/28] 1 7} 3) Of 0] 6] 2 
bat caine he eek Dos A | es ae Z 
Telephone equipme OE. <cbienerbds. ss reek tee 0 | eo? <3 | 0 14 1 1 8 | 16 0 | 16 | 0 0 | 2 2 | a A ( 
. * EG TOR oe Bist ee a Ran # 
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EASTERN STATES CENTRAL STATES WESTERN STATES 





ALL 22 LINES COMBINED 











a Good | Fair | Poor Good | Fair | Poor || Good | Fair | Poor 
| | il 













































Sept. 15—Oct. 16, WOT... .. 60s 0ssesseeveate 32% | 48% | 20% 82% | 44% | 24% 438% | 38% | 19% 
ca i | | | | ma 
Aug. 16—--Gept. 16, WAT. 2+ s0ssvessee0cnnens 20% | 47% | 383% || 21% | 48% | 31% 27% 51% | 22% 
ou : | | | | | ener 
Sept. 15—Oct. 15, 1926............escsseee0- B5% | 44% | 21% || 28% | 46% | 26% 31% | 46% | 23% 

















; *Kastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabamu 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kans«: 
Oklahoma and Texas; Central States all between. : ; 
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Pictorial Review of Electrical Developments 


Science is at last making some progress against aviation’s greatest 
enemy, fog, according to press reports. The new Le Brun airport 
beacon is the achievement that spells that progress. This light, 
which will do much for night flying, supplies a beam of more than 
1,300,000 candle power, that can be seen for 100 to 120 miles, and it 
is said that it will penetrate the heaviest haze or fog. It is shaped 
like a cone and throws out a constant red glow, concentrated into a 
tremendous flare, and is set on a revolving platform, the movement 
of which accentuates its continuous rays. The light will stay illumi- 
nated for 10,000 hours without adjustment, and it is expected by its 
promoters that eventually every one of America’s 4,000 airports will 
be equipped with the beacon.—Herbert Photo. 





The eleventh annual Chemical Industries 
Exposition, held recently in New York, 
among other things, featured H. R. Minor 
demonstrating a device for throwing car- 
bonic snow at 114 degrees below zero. He's 

demonstrating this industrial 
cooling apparatus on Miss 
Lita Korbe, apparently with- 
out hurting Lita Underwood 
Photo. 


Los Angeles County, California, holds a fair 
each year to exhibit its products. During the 
past year the farmers of the county raised 
crops and livestock valued at $92,484,935. At 
the last fair they staged a contest between 

, Baby Boo, little elephant from the Luna Park 
Zoo, and a small tractor. The latter won. 
Underwood Photo. 











By chance a camera man was 
right on the spot when one of 
the entrants in the hill race for 
autos, held at Naumburg, Ger- 
many, ran full speed into a 
cherry tree, after skidding. 
The occupants of the car es- 
caped without serious injuries. 
—Underwood Photo. 
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Lou Gehrig and Babe Ruth, leading 
home run hitters of the New York 
Yankees, were engaged by a record- 
manufacturing concern to make a con- 
versational record of the two swatters. 
Photo shows Babe Ruth (left) and Lou 
Gehrig during their conversation for the 
record. Both are absolutely speechless 
as is the case with most pictures posed 
to register conversation.—P. & A. Photo. 


Five thousand delegates from 
all over the world attended the 
National Safety Congress conven- 
tion in Chicago. Every known 
safety device was on display, and 
the photograph shows one of the 
oddest. Estelle Knoff is trying 
out a new pair of steel overshoes 
that are used by factory workers 
to see if they would be practical 




















as a safety measure on the ball- 
room floor against corn treaders. 
—Underwood Photo. 


Paris spared no expense in mak- 
ing the visit of the American 
Legionnaires an occasion which _ 
‘Se ' waste tat igh) , ma be visitors will always remember. A 
en oe » dtd H public buildings were gorgeously 
illuminated at night, and such his- 
toric spots as Versailles were con- 
verted into nocturnal fairylands, 
to please the eyes of the Ameri- 
cans. This photo shows the park 
surrounding Versailles Palace, 
brilliantly illuminated. — Herbert 
Photo. 
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Defy the Night! 


The time for floodlighting is here. Every 
electrical man should take advantage of the 
golden opportunities this season affords to 
sell floodlighting. 

A floodlighted building is not only a splendid 


advertisement for the owner of the building, but for the 
man who installs the projectors as well. 


X-Ray Projectors are used the world over. Sell them now! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 
CHICAGO 


31 West Forty-Sixth Street 3113 West Sixth Street 
New York Los Angeles 


The No. 60 X-Ra 
for 500- 
watt Mazda lamp. 
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alsmanship 


Not so long ago a three year old boy, the son of a barber, took $200.00 
from under his father’s pillow and sold five and ten dollar bills in the 
street for fifteen cents each. 


Contrast him with the son, who after listening to the reports at the 
dinner table every evening of large sales made by his father in the real 
estate business, announced one night that he had sold his dog for 
$1000.00. Upon being pressed for details, he stated that while he did 
not secure the actual cash he had accepted in exchange two $500.00 
cats. 





Here are two illustrations of selling with no salesmanship involved. 
“Trading dollars” some call it. 


Real salesmanship consists in the selling of a good product at a price 
that insures a reasonable profit. 


The product must be made properly and have a real advantage in its 
use. It must be priced at such a figure as to effect a saving to the user. 
Credit must be given to the salesmen who recognize these principles, 
and who will sell a product embodying them. 


The future success of the electrical jobbing industry depends solely 
on the efforts of the salesman in getting down to base rock, and plug- 
ging for the staple article with continuous profit to their jobbers, and 
not wasting time trading dollar for dollar, with no profit. 


The manufacturers of KONDU THREADLESS FITTINGS have 
a jobbing policy that’s right; one that insures profit—to the jobber 
—to the retailer—and last, the user. 


How many articles do you sell that have as good a selling argument? 


“Profit to the Users” 
After you self KONDU once, it sells itself thereafter. The saving 
the user effects on the first job insures continuous use of our prod- 
uct. Our repeat orders tell us just that. 


Our advertising helps you move your stock. Some jobbers have 
had a three-time complete turnover this year. 


Write for circular showing all the advantages obtained by using 
KONDU and how the savings are effected. 


ERIE MALLEABLE IRON COQ. 


KONDU DIV. ERIE, PENNA. 
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Standard 
Covers 


the Field 


With the Standard line you have complete 
coverage of all electrical cooking require- 
ments —cookers, toasters, broilers, griddles, 
hot-plates, ovens, plate warmers and ranges 
of every capacity—complete variety of styles 
but no variation in quality. A dependable 
line of real merchandise, plus a connection 
with a house whose business has grown 
steadily on a policy of cooperation with job- 
bers, jobbers’ salesmen a alers on a 
basis of mutual profit, friendliness and 
good-will. 























Standard Combination Coal-and-Electric 
A Wonderful Winter Seller 


Here is an indication of the way Stand- 
ard covers the field. A lot of people like 
a range that will heat the kitchen as well 
as cook the food. Here is a Standard 
that fulfils both functions. First of all, 
an electric range, with aluminum-lined 
electric oven below, the wonderful 
Standard Electric Fireless Cooker at 
right, and three electric hot-plates. In 
addition, a coal section with deep fire- 
box at the left. A combination that has 
a definite place and opens up a real op- 
portunity for added sales. This is 
Model No. 850. Then there is Model 
No. 851, companion to 850, but with 
hot-plates heated by the coal section. 


The Standard catalogue illustrates and 
fully describes these two models with 
the other Standard ranges that have 
been carefully developed to cover all 
electrical cooking needs. If you have 
not a copy, write for one today. Elec- 
trical cooking is on the “up-and-up”— 
a constantly enlarging field, where your 
efforts as a jobber’s salesman are re- 
warded by real results. You can’t know 
too much about the Standard line, 
produced by the oldest exclusive 
makers of electric ranges. 








The STANDARD ELECTRIC STOVE Co. 
TOLEDO + OHIO U:S:A 


“Standard quality is never questioned”? 


CHARLES F. DOWD, 








Standard Electric Water 
Heater 


A completely proved, efficient, econom- 
ical electric water heater. Automatic or 
non-automatic. Write for Bulletins 
A-119 and 1199, 





— 








INCORPORATED, ADVERTISING AGENCY, TOLEDO. O88 7C 





“Wighisgs/ 


November, 1927 THE JOBBER’S SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Representative 
Jobbing 
Establishments 


Capitol Electric Co. 
Indianapolis, Ind. 


Some Views of the New Job- 
bing Establishment Recently 
Opened Under the Leadership of 
Perey Oblinger—A ‘“Co-opera- 
tive’ Organization. For Further 
Particulars See Article Elsewhere 
in This Issue. 
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W. G. Nagel 


Chairman of the Board, Lake States G. E. Supply Co., Toledo, O. 
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MEN YOU SHOULD KNOW 


W.G. Nage 


[ story concerns itself with W. G. Nagel, 
chairman of the board of directors of the Lake 
States General Electric Supply Co., Toledo, O. 
It may prove slightly different from the regular series 
which have been run as it emphasizes a man’s philos- 
ophies rather than his life—indicating, perhaps, more 
what can be done by others rather than with what the 
man himself has accomplished. 


Chairman, Board of Directors 
Lake States G. E. Supply Co. 


W. G. Nagel Electric Co. During this early period he 
continued to do construction work and to sell, at the same 
time, telephone supplies to the independent telephone 
companies, but three or four years later he concluded 
that the wholesale electrical supply jobber was coming 
into his own so the construction department was dropped 
and he became a full-fledged jobber. 

In 1912, a manufacturing 
department was added which 





In short, this interview points 
out in no small way the op- 
portunities which lie before the 
younger men in the industry. 
And, it was with that thought 
in mind that Mr. Nagel con- 
sented to give his history. 

It was just 54 years ago 
that W. G. Nagel was born in 
the little town of Wapakoneta, 
Ohio. Hardly more than a 
sleepy sort of village in those 
days, the place had little to 
offer the ambitious. However, 
Mr. Nagel was fortunate in se- 
curing an education there in- 
cluding four years in high 


success. 


He then attended the Ohio 
State University at Columbus, 
graduating with the class of 





He Carries the Ball 


ROM THE time W. G. 

Nagel plunged through the erly handled. In 1915, a 
line for Ohio State he has been 
carrying the ball. All through 
his life, he has sensed openings 
and grasped the opportunities to 
plunge through them to greater 
How he accomplished 
his aims is told here, intermin- 
gled with striking advice from 
the man himself to the younger 
men in industry. His story con- 
school. tains the key to success for any- 
one who is contemplating a 
business of his own. 


quickly grew to the _ point 
where a separate department 
of the business was found nec- 
essary if it were to be prop- 


factory was secured at 515 
Hamilton St., and today, 350 
employes are on its payroll, 
all busily occupied in manu- 
facturing and selling electrical 
instruments as original equip- 
ment on automobiles. 

At this time, also, a machin- 
ery department was installed 
in the jobbing end of the busi- 
ness which in reality was a 
motor department with a re- 
pair shop operated in connec- 
tion with it. This department 
has, since that time, constituted 








1895 as a mechanical and elec- 
trical engineer. He confesses 
that small time was devoted to studying, athletics holding 
his attention primarily as four years of football with 
the burden of captain of the team in 1894 testifies. His 
splendid physique today may be attributed to the batter- 
ing he had to withstand in the days when the “Flying 
Wedge” did not come under the head of “assault and 
battery” and when it was considered good form to “plant” 
not only your spikes in your opponent’s face, but to turn 
them gracefully while the “planting” was taking place. 
Those were the good old days when the idea of wearing 
football pads was in the same class as colored B.V.D.’s 
how, 

After graduation, Mr. Nagel left Wapakoneta for To- 
‘cdo where he entered into the commercial sales of elec- 
trical supplies, selling isolated electric light plants, in- 
stalling them, and collecting the money for them. 

In 1898, he went into business for himself, forming 
W. G. Nagel & Co., to sell electrical supplies and to do 
ontracting work from a 20 by 30 foot location at 510 
i\dams St. In a short time he moved to larger quarters 

-a three story building at 520 Adams St.—and in 1903 
¢ became established in the present quarters of the com- 
any at 28 St. Clair St. where splendid offices and a 
irge warehouse are maintained today. 

Going back to Mr. Nagel’s progress, it was in 1901 
hat he decided to incorporate under the name of The 


a good share of the company’s 
business and it is continuing to 
flourish today as in the past. 

No further changes were made in the company’s policy 
until 1926 when it was taken over by the General Elec- 
tric Co. and merged with the group known as the Lake 
States General Electric Supply Co., of which he is the 
chairman of the board. 

The manufacturing department continues to be operated 
under the name of “The W. G. Nagel Electric Company” 
and is in nowise connected with the operations of the 
Lake States General Electric Supply Co. 

This, then, is the background of W. G. Nagel’s success, 
but the story of the steps involved seem only logical 
when the reasons for these steps are stated. And, here 
is where the younger men in the industry may learn. 

When Mr. Nagel started that small business in 1898, 
he did it with a loan of $900, but he started at a most 
opportune moment, for he is nothing, if not an oppor- 
tunist. To him “it was luck,’ and yet in the same breath 
he will advise that no man start in business when he 
is ready, but only when conditions are ready also. 

Mr. Nagel felt the time was ripe. The United States 
Steel Corporation was making itself felt in business, so 
sensing that condition he anticipated the amount of pos- 
sible telephone supply business in sight, and placed con- 
tracts with the manufacturers on that basis. Before he 
had sold the material ordered, the (Turn to page 54) 
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Some of the Winners in the August Half of 


the Summer Sales Prize Contest. Not 
‘all Reported and sent Photographs 


A. H. ARNOLD, Inland 
Electric Co., Chicago. First 
entered the electrical field in 
the signal department of the 
B & O railroad. Later served 
with the Signal Corps in 
France. After discharge was 
interested in the Hal Taylor 
Co. Has been with Inland one 
year. Won in August on Buf- 
falo Forge Co. products. 


H. M. SUTHERLAND, 
North State Electric Sup. Co., 
Raleigh, N. C. He has been in 
his present position since Janu- 
ary, 1927 and for six years pre- 
vious to that was with the 
Piedmont Electric Co., Ashe- 
ville. N. C., as pur. agt. and 
salesman. He was married in 
June. Goodbye check. Won in 
August on Beaver Machine & 
Tool Co. products. 


L. E. GRAVES, Sacks 
Electrical Sup. Co., Akron, O. 
He has been with Sacks since 
October, 1926, and previous to 
that was covering New York 
State carrying electrical lines 
as a manufacturers’ agent. Won 
in August on Reflector & II- 
luminating Co. products. 


N. W. MICHELSON, Elec- 
tric Appliance Co., Chicago. 
Michaelson is Iowa representa- 
tive of his company and on 
October 13 completed 18 years 
in their service. Thirty-five 
years old and has two boys— 
Billy Norman and Jack Allan. 
Won in August on Okonite Co. 
products. 


PHILIP SCHAEFFER, 
West Philadelphia Electric 
Sup. Co., Philadelphia, Pa. It 
is four years since he went with 
his present company, and after 
working in various capacities 
likes selling best. Won _ in 
August on Henry D. Sears 
products. 


EDWARD H. WEIGLE, 
Iron City Electric Co., Pitts- 
burgh. He has just recently 
completed his eleventh year 
with Iron City, having gone 
with them from the Star Elec- 
trical Co., Erie, Pa. Won in 
August on Erie Malleable Iron 
Co. products. 





H. G. HALL, Julius Andrae 
& Sons Co., Milwaukee. Purdue 
University, 1906-10; Duncan 
Meters and Transformers, 1910- 
16; central station, 1916-18; 
General Electric, 1918-23, An- 
drae, 1923 to present, for the 
past three years specializing in 
merchandise material and hard 
work. Won in August on 
Fullman Mfg. Co. products. 


EK. G. NEUHARDT, W. T. 
McCullough Electric Co., Pitts- 
burgh. Started in the electrical 
line in 1909 in the electrical 
shops of Wheeling, W. Va.; 
1913-17 with Gee Electric Co., 
Wheeling; 1917-21 on the road 
for Union Electric Co., Pitts- 
burgh, and since then with Mc- 
Cullough, traveling Ohio, W. 
Va., and Maryland. Won in 
August on Benjamin Elec. 
Mfg. Co. products. 


V. L. McCELMURRY, Com- 
mercial Electric Supply Co., 
Detroit. “Mac” works the in- 
dustrial trade in the Metro- 
politan Detroit territory and 
has been with Commercial since 
1913. He was a two-time win- 
ner in the July half and in the 
August half of the contest won 
on Bussman Mfg. Co. products. 


SAM MOSES, Hyland Elec- 
trical Sup. Co., Chicago. His 
errand boy and_ stock room 
days were spent with another 
jobber. Then he joined Hyland 
as counter man. After being 
on that job six or seven months 
he sold them on the idea that 
he was a born salesman and he 
has made good. He is 29 years 
old, married, with two children, 
and is a_ stockholder in the 
company. Won in August on 
Fansteel Products Co. products. 


JOHN A. CALDWELL, 
Lake States G. E. S. Co., De- 
troit, is 38 years of age and has 
been in the electrical business 
17 years—Detroit Edison nine 
years and Knowlson Division 
eight. Born of Highland Scotch 
parents. Second lieutenant in 
the World War. Married 13 
years and has a _ daughter. 
Won in August on Trumbull 
Electric Mfg. Co. products. 


ROY L. BROWN, Varney 
Electrical Supply Co., Indian- 
apolis. Five years—1919-24— 
was credit manager of Varney. 
Left them for a short time and 
returned in March, 1925, being 
now salesman in Western In- 
diana and Central Illinois. 
Won in August on Hemingray 
Glass Co. products. 
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Our N ~~ Catalog 


The Arrow Electric Company is now ready to 
place at your disposal their new Catalog No. 23. 
New devices are shown and new lines have 
been added. Send for your copy. 


The Complete Line of Wiring Devices 





Please send me a copy of the ARRow 
CaTALoc No. 23. 


THE ARROW ELECTRIC CoO. 


HARTFORD, CONNECTICUT 
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For You Men Who 
Wiring 


modern electrical installations — 
look over the line of Gem Powerlets. 





See how completely every need is mei 
—how there is a type of Gem Powerle: 


‘7 for every wiring requirement. Notice 
Ucpor-proof Gem Power- ;3r es = . a 
is wae ., . ae the features that enable quick, conven- 


ture, gas and dust condi- 
tions. 





Type C Gem Poner- 
let Conduit Fitting. 
Malleable iron—rust- 
— With two piece 
amp receptacle. 
Note the groove on 
receptacle permitting 
easy attachment of 
Gem Powerlet Midget Series : Me lamp shade. 
Entrance Fitting. Porcelain ; ee 
covers have removable ca; 
to allow straight pull of the 
wires thru the pipe. 


Gem Powerlets 
Outlast the Building or Machine 


Made of malleable iron—heavily galvanized or enameled— 
Gem Powerlets are rustproof and practically unbreakable. 


Hubs are cast in one piece with the body—no seams to 
open, won’t crack. Hubs are threaded—accurately and for 
their full length—guaranteeing waterproof joints which elimi- 
nate high resistance points in the conduit run. 


The use of malleable iron makes possible square-cornered cuwtasstintiiaias ial 
design and thin walls—with added strength. The larger space allows smug splices without sharp 
‘- A bends in the cables. Made of malleab 
wiring chamber allows plenty of room for quick and secure iron—they won't crack or break under 

stress of bending action during instal- 


splicing of wires. Gem Powerlets lie flat—another feature lation of condutt. 
which cuts installation time. 


GEM POWERLETS 


Because they are worth more they really cost less 
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Know Modern 


Needs! 


ient set-ups. But note especially the 
Gem Powerlet construction that 
means your job when completed, is 
there to stay. 

































y UNION 
Y” Renewable Fuses 


Cut Costs : 
and Delays 


Unions are renewable in a 
moment~—always. The Union 
design protects threads from 
molten Metal—guaranteeing 
quick disassembly and assem- 
bly. Ends of fusible links are 
notched. They slip in place 
quickly when the holding 
studs are only slightly loos- 
ened, Simple design. j 
Union Renewable Cas- f 
ings are remarkably strong. 
Scientifically proportioned vents relieve instantly 


As an electrician, as an engineer, 
you will find many features of this line 
that will appeal to your profes- 
sional knowledge of what counts 
in conduit fitting design and 
construction. 


A few of the Gem Powerlet 
line are shown below. You will 
need the Gem Powerlet Catalog for the 
complete story. Using the coupon will 


_— : 


be a conveni 
ent way to get your copy. - pressure generated when the fuse blows— 
urther guarantee that Unions will be serviceable 
CHICAGO FUSE MFc. Co. after more blowouts—that your yearly fuse costs 


will be lower when you specify “Unions.” 


INCORPORATED 1889 


Manufacturers of 4 \ 
Electrical Pro- 
Saeed, atertate 
and Conduit * G 


Fittings —e CLIP AN 
1517 West 15th Street, Chicago 








Fuse Mfg. Co- 
West 15th St. 
Illinois 
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Chicago 
1517 
Chicago» 
SY 
[J Check the Catalog 
Desired 
&> 










each 


: Please mail P 
waa” a catalogs © ecked abov 
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CWS of the 
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Missouri River Club 
The River Club held its 
fall meeting at the usual place, Elm 
Hotel, Excelsior Springs, Mo., on 
October 20, 1927. An excellent pro- 
gram was provided—and the golf slo- 





Missouri 


gan was “One prize per day per per- 

son.’ We hope, in the December 

issue, to give a report of the meeting. 
* * # 


Death of Harry F. Boggis 


Harry IF. Boggis, 72, one of the 
pioneers of the electrical industry in 
Milwaukee, died October 12. 

Born in England, Mr. Boggis came 
to Milwaukee 45 years ago as cashier 
for the Badger Illuminating Co. 
When John I. Beggs came to Mil- 
waukee and consolidated the electrical 
industry, Mr. Boggis was made cashier 
and head of the wholesale supply 
department of the Milwaukee Electric 
Railway and Light Co. 

He remained with the electric com- 
pany until 1907, when he formed what 
is now the Boggis-Johnson Electric 
Co., wholesalers in electrical supplies. 
Ten years ago Mr. Boggis retired. 

Surviving him are his widow, Retta, 
Miss Gertrude 
Boggis and Mrs. James Johnson, 414 
Belleview 


and two daughters, 


place. <A Edmund, 


son, 
died last August. 
* *& 
Fred Doolittle Convalescing 
For several months the 
friends of Fred W. Doolittle, mana- 
the D.; 


Northwest General Elec. Supply Co., 


many 


ger of Fargo, N. branch, 


have anxiously watched his uphill 
battle against a serious bronchial ail- 
ment. 

Fred has a host of friends in the 


business, particularly in the Dakotas 





Whey 




















and Minnesota. Hence there has been 
much rejoicing since he recovered far 
enough to toddle around a bit and get 
some air and sunshine. 

He is familiarly known as “Dooley” 
and hardly an hour passes at the 
Fargo office without several inquiries 





Flora Wanted 
Information is wanted as to 
the present whereabouts of one 
Harry V. 
several different electrical manu- 
facturers, working out of Chi- 


Flora, formerly with 


cago. 











and messages regarding his progress. 
It will be some time before Dooley 
can get back into harness, but he is 
determined to shorten it some. Also 
it is told with much relish and slap- 
ping of knees that through it all he 
remained his old peppery self in talk 
and spirit. J. H. (Jimmy) Ogle is 
carrying on for Dooley, ably assisted 
by Pius Fischer and J. P. Powers. 
* * 
Industry Sales Conference 
The 


Conference has been issued by W. W. 


call for an Industry Sales 
Freeman, president of The Society 


for Electrical Development, acting 
under an acceptance by the presidents 
of the of his 
proffer to them of the facilities and 
services of the S. E. D. 

Notices of appointment of the sev- 

eral delegations, including the League 
Council, have also been received. 
, Though the date (November 4th) 
for the first meeting was tentatively 
suggested, the final date has not yet 
been decided upon, but it will be as 
early as possible in November. 


national associations 


TF 
Up f- 


YD 
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Duke Hits the Sunset Trail 
Well, gang, I was aiming to st 
small and not try to be comical thi, 
trip, but one of the boys in Denver 
who seen my stuff last year says: “Ar 
you going to let this here Ross D. 
Cummings wise-crack you out of your 
job?” So I says no, I will unbelt a 
few and we'll see who’s poet lariat of 

the Golden West. 

I found the silver dollar situation in 
Denver unchanged, but found out from 
F. I. Wilson of Wakefield Brass why 
they use ’em so much. It’s becaus: 
they know a fellow will hurry and 
spend ’em, which is good for the com- 
munity. 

J. C. Davidson, electrical depart- 
ment manager at Hendrie & Bolthoff, 
had just come back from New York 
completely reconciled to life in Colo- 
rado. Of course we took some pic- 
tures and a lady almost got run over 
watching the boys cut up. 

Jim Ryall, at Mine & Smelter Sup- 
ply Co. had just finished compiling a 
condensed price book for his boys. It’s 
the frog’s horns, only 7 by 10 inches 
and you can find prices quick enough 
for the fastest dealer. Our friend 
Wessel, of Hubbard & Co., was much 
in evidence and he and Jim offered to 
take me anywhere I wanted to go on 
Sunday, except church. 


‘ 


Had a nice visit with C. J. Richard 
and Mrs. Poindexter at Poindexter 
Elec. Co. You've read of Julius 
Caesar dictating seven letters and fix- 
ing his radio all at one time. Well, 
Mrs. Poindexter can run an adding- 
machine, answer two telephones and 
win a debate on profit and loss all at 
once. Not so strange, though—she 
originally came from St. Louis. 

That reminds me that the St. Louis 








and value to every jobber. 
particular the “pick-up” between September 15 
tion for this compilation comes from the “blue sheets” we send to every jobber every 
month. Are you individually doing your part by filling them in faithfully every month 
and sending them to us. If not, why not? It takes but a few moments to check the sheet. 
Help to make this page even more worth while. 


HE “Market For Electrical Supplies,” page 16 of each issue, should be of interest 
It is a barometer of business in our industry. 
and October 15 this year. 


Notice in 
The informa- 
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@5uIs new wonder-nozzle 
of the SUPER ROYAL 
CLEANER with its 624% 
more suction, is sweep- 
ing all competition before 
it+ + Someone near you 
is going to sell the Royal. 
Why not you? 


GROYAL'S Rug-to-Floor 


Nozzle thoroughly surface- 
cleans and vacuum-cleans 
rugs, then, without manual 
adjustment, runs off on to 
the bare floor and cleans 
hardwood, linoleum, 
concrete. 


ELECTRIC CLEANER and POLISHER 


Gets all lint and hairs and all deeply embedded dirt. Sands, cleans, waxes and polishes hardwood floors. 


Tbe P. A. GEIER CO., 540-560 East 105th Street, Cleveland, Ohio 


Manufactured in Canada by CONTINENTAL ELECTRIC CO., Lid., Toronto, Ont. 
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A “doggy” picture of a dandy bunch, is this snapshot taken at the Hawkins Elec- 


tric Co., 1447 Washington Blvd., Chicago. 


In the picture are:—R. W. Hawkins, R. 


RK. Hill, Victor Partipilo, H. O. Wernicke, O. E, Frankenbush, 





boys will want to know about A. C. 
He’s O. K. and just finished 
Graybar 


Cornell. 
his vacation when I landed. 
has a telephone operator that, if you 
went in there deaf-and-dumb and had 
lost your pencil, she would read your 
mind and make appointments for you 
and tell you where all the men are 
right now, and save you a lot of 
waiting. 

B. C. Watts still holds the belt as 
a philosopher, and gentle as he is, has 
made money in Denver over 20 years, 
and never was better off or happier. 

H. W. New 
Elec. Co. had a bad accident on his 
way to Massachusetts, but all’s well 
that ends well. 


Lawrence, England 


The Lincoln blew a 
rear tire and turned over a couple of 
His wife 
injury, but Mr. 
Lawrence had a finger crushed. 


times, landing upside down. 
and son escaped 

Globe Elec. Co. has a new president, 
J. H. McRoberts. Also Miss Mulford 
is now secretary-treasurer. 

Over at Mountain Elec. Co., we got 
a picture of President J. J. Cooper 
with two of his boys. One of them, 
D. A. Wells, was leaving for Holly- 
wood on vacation and the boss said he 
would be glad to have a picture to 
show what he looked like before he 
went. 

Mr. Beck was holding the fort at 
Central Elec. Supply Co., his partner, 
S. Rosenfield being at Salt Lake City. 

At B. & R. Elec’l Supply Co., I 
couldn't catch anyone home except E. 
V. Beck, president, and Miss Dugan. 
I hope the picture of this lady is seen 
by Miss “Duke” Dugan of Sibley- 


Pitman, Brooklyn, as they really look 


tremendously like each other. 

After trading 16 pounds of silver 
dollars for a ticket, I found myself in 
Casper, Wyoming. I was wishing 
Tony Slack was there so he could 
show me where Wild Bill. Hickok shot 
up the Owl Drug Store after his first 
malted milk. At Casper Supply Co., 
I snapped a picture of Ira Brannon, 
but missed getting the rest, as a hail 
storm caught me off third base and I 
never quit traveling till I woke up in 
Idaho. 


Elec. Co. has a fine warehouse there, 


Pocatello, Inter-Mountain 


in charge of S. M. Lillie. You knoy 
it’s some place when they have th 
company name in a sign on the root 
with 460 Mazda lamps in it. 

I hadn’t been in Salt Lake Cit, 
since 1907 so imagine my feeling: 
looking from the roof of the Utah ai 
the Capital against the mountains 
That’s thrill enough right there, but 
don't ever go to Salt Lake City with 
out seeing Saltair Palace, even if it’. 
winter and you can’t go in swimming 

Well, the first place I went was 
Capital Elec. Co. E. E. Brazier, sale: 
manager, rounded up the boys and 
everything was Jake. You'll notice in 
one picture they was all laughing lik: 
Al Jolson had just told one. It was 
a good fish story. I can’t mention no 
names, but this bird bought an auto 
matic reel. The first fish he hooked 
was a 11 pound trout and the boy 
forgot how his reel worked.” He 
couldn’t let out any line so he just had 
to follow the fish downstream and fin 
ally run him to death. (Smells out 
loud, don’t it?) 

Bill Berryman, electrical depart 
ment manager, Mine & Smelter Sup 
ply Co., is another good fisherman and 
not such a liar, either. He is putting 
on a Westinghouse lamps sales con 
test, September, October, November. 
The kind of contracts and not the 
amounts, will tell who grabs tli 
dough, or rather the wardrobe. Listen 
to the prizes, $75 suit or overcoat, 














THE DRUG STORE COWBOY 
(Obligingly Posed by Fred Wille, North Coast Electric Co., Tacoma, Wash.) 


He’s a hip-shooting, hard-riding hombre 
And as brave as a wild, wild boar, 


*Twas he that laid Dangerous Dan McGrew 


Stone-dead on the barroom floor. 


He’s seen the girls of all nations, 
And here’s his favorite spiel :— 

“A woman is only a woman— 
But a malted milk is a meal.” 
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27.50 hats, shoes, ete. Oh, boy! won't 
‘t be a dressed up bunch for Christ- 
mas? I mustn’t forget N. W. Simp- 
son. He gave me a note to his brother 
in Frisco, who would show me the 
mermaids at Cliff House, but I 
couldn’t find Drum street to save my 
soul. 

H. W. Read had resigned as sales 
manager at Intermountain Elec. Co., 
to go in the hotel business. He was 
entertaining F. G. Beck of National 
Carbon and two of his boys, Du Gas 
and Sluter. Say, if you want any real 
dope on office system and appliances, 
ask S. W. Leaver, treasurer. He has 
a fine routine backed by the very best 
mechanical bookkeepers. 

The usual Graybar hospitality was 
in evidence at 167 W. Second, in spite 
of the fact that J. M. Perlewitz, man- 
ager, had his wife in the hospital. J. 
M. used to be at Chicago and knew 
more of the old Western bunch than 
I do, which is going some. 

Sure enough, I caught up with S. 
Rosenfield at United Elec. Supply Co., 
which had just moved into its fine new 
building. He and H. W. Bygel and 
most of their folks were in a picture 
vou ll see later. “Heinie’” Grimm is 
with United now. 

All aboard for San Francisco over 
the Lucin Cut-off—almost like sailing 


for France. The Frisco Chamber of 











This is Scott Betts, of the Illinois Elec- 
ric Co. Los Angeles, who was winner 
n the July half of the Summer Sales 
“rize Contest on Curtis Lighting, Inc., 
‘roducts. His picture arrived too late to 
'e included in the groups of prize win- 
ers that appeared in the October issue. 
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The Belasco Electric Supply Co., of Chicago would never be quite the same with- 
out Abe Druckman, Florence Weinstein, Sam Kaplan and Ben Kaplan. 





Commerce must be afraid of Oakland. 
They have the Southern Pacific guard 
you right on to the ferry so you have 
to keep going. When you get across 
the bay and come out on Market street 
you start running because everyone 
else is doing it, just like Times Square, 
New York. 

Everybody has plenty of jack there 
and lots of business. Also they are 
all fine physical specimens because no- 
body could be run down or stale after 
dodging the street cars on Market 
street. There’s four tracks and thou- 
sands of cars and at the end of the 
first day you could get a job as half- 
back on any football team. 

I started in at Alexander & Laven- 
son Elec’l Sup. Co., on Howard 
street. I told E. G. Alexander I 
would like to meet some of the sales- 
men and he says: ““Here’s one of them 
now’ and darned if it wasn’t B. E. 
Schiff, who used to be with Otto 
Reiman in Chicago. 

Pacific States Elec. Co. was getting 
ready to move to its new building at 
10th and Bryant streets. F.C. Todt 
was spending most of his time there. 

Had a swell time at Fobes Supply 
Co., but the pictures will tell the story 
later. R. F. McDonald is sales man- 
ager and they don’t make ‘em any 
finer. 

Listenwalter & Gough have a new 
radio room with tapestries and silk 
curtains ’n everything. J.T. Barrett, 
radio manager, is mighty proud of it. 
W. H. Kaemper, San _ Francisco 
branch manager, was leaving for Chi- 
cago. Jack Gariepy runs the store 
and gets Honorable Mention for being 
on his toes every minute. He had me 
sold on a Christmas tree holder in 


August, before I could tell him who 
I was. 

J. J. Hirschfeld and H. J. Snyder- 
man, at Crescent Elec. Supply Co. 
deserve a lot of credit. Shorthanded 
on account of vacations and snowed 
under all the time, still everybody gets 
welcomed and waited on right now. 

Waiting to see A. H. Nicoll, sales 
manager of Graybar, I got to reading 
a “travelogue” by C. L. Huyck, in 
the Graybar Tag, and it was so inter- 
esting I let three men in ahead of me. 
Soon as C. L. gets his pen limbered 
up you'll see some real news. 


(To Be Continued) 


Letter to the Editor 
Dear Sir: 
In again reading the biographical 
sketch of the 
in your October, 1927, issue, it has 


writer which appears 
occurred to me that perhaps a wrong 
interpretation may be placed on the 
paragraph (appearing on page 54) 
the 
Company 


in which my connection with 


Bussmann Manufacturing 
of St. Louis, is mentioned. 
The fact that the Bussmann Manu- 
facturing Company was started seven 
years prior to my connection, with 
an extremely small amount of in- 
vested capital, and that it has con- 
tinued to grow to its present healthy 
state without any additional capital 
being added, would belie the infer- 
ence that I appeared in the role of 
rescuer of a slipping organization. 

I feel that these facts should be 
given publicity in your publication in 
justice to the Bussmann Manufac- 
turing Company. 

Martin J. Wo rr. 
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Percy Oblinger’s New Jobbing 
House 

Percy Oblinger’s new jobbing house 
had its formal opening in Indianapolis 
on October 12. It was a gala affair 
with oceans of flowers, some good 
music by the “Ray-O-Vac Twins,” and 
plenty of handshaking. 

Customers and those who are to be 
customers were there from all points 
of the state to wish the Capitol Elec- 
tric Co. long life and properity. And, 
of course, there was a full quota of 
manufacturers. Even the local job- 
bers stopped in to wish success to 
their newest competitor. 

All day long and far into the night 
the crowds came and at times the 
“standing room only” sign had to be 
hung on the front door. 

Percy and his associates have reason 
enough to be proud of their new enter- 
prise. It would be hard to find a more 
attractive, neater and more compact 
wholesale establishment in the whole 
electrical field, or in any other field. 
And the point about it is that, to start 
with, there was only a dirty, rundown, 
abandoned furniture warehouse which 
was also used as a horse barn. It 
shows the power of a fertile brain, a 
competent contractor and a little cash. 

Some idea of what has been accom- 
plished can be had from the accom- 
panying views and those shown on 
page 23 of this issue. It’s too bad 
there are not photographs available 
showing “before taking.” 

The slogan of the Capitol Electric 
Co. is “Capitol Quick Service” 
(C. Q. S.) and if warehouse facilities 
and arrangement have any bearing on 
quick service, the new company will 
be able to give a good account of it- 
self. 

But ability to give quick service and 
an attractive home are not the only 
assets of the Capitol Electric Co. 
Equally important are the lines 
handled, virtually all nationally 
known products, and an organization 
of men experienced in the jobbing 
business. 

In 1910, Perey organized the In- 
dianapolis Electrical Supply Co. and 
remained in control until January 
1926, when he sold ‘his interest to 
General Electric. In May he disposed 
of his remaining interest and forth- 
with started the organization of the 
Capitol company. Associated with 
him are C. L. Callender, vice-presi- 
dent, Fred G. Balz, secretary, and 
William A. Shaffer, sales manager 
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In and About the Capitol Electric Co. of Indianapolis 


and the following personnel: motors, motor control, lighting, etc 
R. E. Gage, auditor and credit T. R. Percifield, stock records a1 


manager; R. E. Rader, store sales- assistant to purchasing agent; Mrs 


man; A. L. Loucks, country salesman; Lulu L. M. Jones, secretary to pres 


lr’. H. Gage, country salesman; O. S. dent; Miss Dorothy Mullens, secretar 


ix, country salesman; T. E. Berry, to sales manager; Miss Janice Buti 
industrial salesman, specializing on secretary to vice-president and secr 
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Over three million CH 


Switches in American Homes 


HE convenience provided by C-H Push-Button Switches 

appeals instantly. Made of beautiful Thermoplax and 
designed according to experience-tested electrical principles, 
they make good in the home—never lose a booster. Just a few 
reasons why there are over three million C-H Switches in use 
today—why the C-H trade-mark is an instantly acceptable 
guarantee of quality and satisfaction. 


Make C-H Switches sell appliances for you 


Because C-H Switches are well known—increase the conven- 
ience of every appliance—they speed up sales. Equipped with 
a 70-50 Feed-Through Switch or a 70-51 Switch-Plug any 
appliance is worth more. You gain two ways —sell more 
appliances—make an extra profit on each sale. 


Why not accept this extra business? Start by order- 
ing a supply of C-H Switches from your jobber. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 
1213 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER 
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Also appearing in November issues of Electrical Merchandising and Electrical Record 






The popular C-H 70-50 Feed- 
Through Switch gives any 
appliance added conven- 
ience. Made of rich ebony 
Thermoplax, with light and 
dark “on” and “off” but- 
tons. Can be placed at any 
point on the cord and is 
easily attached. 











The C-H 70-51 Switch-Plug com- 
binesthe handyfeed-through switch 
principle with a heat-proof appli- 
ance plug. Cord never need be de- 
tached while in use. Has univer- 
sal terminals fitting any make of 
appliance. Beautiful,durable,con- 
venient, it is a fast seller both with 
new appliances and for use with 
old ones. 


MMER 
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C-H Duplex Receptacles (N 
7920) are the obvious solution fo 
th vi keeping up wit? 
‘or outlets. Large 
heavy binding posts and shallou 
compact design make installatio 
easy. Contacts are unusual! 
heavy—are doubled for extra 
strength and durability. Body 0; 


Thermoplax—heat 3 
Abb roved by the setters 
ae 


You profit 
by lending your wiring 


experience to the builder 


ieee contact with home electrical problems teaches 
you electric demands and trends—gives you a better 
understanding of modern wiring needs than the builder or 
architect. You know best the call for extra outlets—for con- 
a which should be provided at the time the home 
is built. 


CUTLER 


‘Modern Wiring 
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SELL COMPLETE CONVENIENCE “™S BUILD GOOD WILL 


Typical Examples from a Complete Line 


Approved by the Underwriters 











Use your knowledge to your profit. Make timely sug- J 
gestions to the builder. He will gladly accept your advice. | 
You gain two ways—make more profits from material 
and labor—build good will for your business. The satis- 
faction of the owner will be remembered by the builder 
or architect—to your credit. Your chances for future 





contracts are increased. C.5E eeeatic 
Door Switch 
Recommend the C-H Duplex oo 
For example, suggest C-H Duplex Receptacles (No. turnad on autsmatically when th 
7920) for all outlets. They double the convenience of and appealing - Wiehting clots 
i e St, in a be o x. 
every receptacle. Perhaps the builder already appreciates Abbroved by the Underwriters. 


this advantage but does he know that the increased cost 
of installing the C-H Duplex is so slight? Explain the 
facts—then the Duplex sells itself. 


Suggest lights in the closets 
Fumbling through dark closets—do you like it—does 





anyone? Think of the convenience of having the light C-H Toggle Surface 
turned on when the closet door is opened. See that the Switches 

builder doesn’t overlook the appeal of such convenience ee ian ond 
to the owner, by suggesting C-H Door Switches. ——— 





Approved by the Underwriters. 

Also urge the builder to include more C-H Duplexes, 
more 3-way switches which give two-point control of 
stairway lights, and other such conveniences in his orig- 
inal plans. 


These items indicate how the C-H Line of Wiring 
Devices increases lighting conveniences in every corner of 
the house. C-H quality—backed by a reputation built up 























through years of designing and manufacturing experi- C-H Toggle Flush | 
° * . . “- 
ence—is your guarantee of the home owner’s satisfaction. Switch 
We will gladly supply you with more complete information cause ts beauty eben ro 
; : ; : ep : Ag, are 
and your jobber can furnish the C-H Wiring Devices you need. papier fr wg va oa 
sie a Sn 
a Pi be 
The CUTLER-HAMMER Meg. Co. Approved by the Underwriters. 
Pioneer Manufacturers of Electrical Apparatus 
1213 St. Paul Avenue 
Qo 1 


MILWAUKEE, WIS. - la 


CINecesstttes 
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tary; H. E. Morris, shipping depart- 
ment; Palmer Clifford, warehouse. 

In the and bustle of the 
opening day, Percy was stopped long 
enough to make the following state- 


ment for publication: 


hustle 


“There is a wonderful opportunity 
in Indianapolis for an independent 
house, as the other three houses, 
namely, Graybar Electric Co., Varney 
Electric Co., and Indianapolis Elec- 
tric Supply Co., are all parts of big 
organizations and are controlled by 
foreign capital, while our concern has 
strictly local capital and all employees 
are stockholders, making it really a 
co-operative organization. 

“At the old Indianapolis Electric 
worked up a large 
business through courteous treatment, 


Supply Co. we 


quick service and a wonderful per- 
sonnel with which I surrounded my- 
self. We expect to do the same thing 
with the Capitol Electric Co. and our 
slogan, C. Q. S., meaning Capitol 
Quick Service, will be the keynote to 
our success, as we expect to live up 
to this and improve our service from 
time to time.” 
* * #* 


From South America 
McKew Parr, electrical jobber and 
export agent of New York is making 
an extended journey through South 
He sends the accompany- 
ing picture from Santiago, Chile, with 


America. 


the following comments: 
“Enclosed is a photo that I thought 
might be of interest. It was taken in 


the “Casa de Campo” or country 











McKew Parr and His South American 
Friends 








place at Marmol, outside Buenos 
Aires, of Senor Josef Koch, the gen- 
tleman on the right. 

“Mr. Koch was a Prussian officer, 
served in Poland, France, Belgium, 
Russia and Servia, was wounded sev- 
eral times, and after the war came to 
Argentina with Siemens Schuckert— 





Linhart Electric Co. 


One of Chicago's newest jobbers | 
the Linhart Electric Co., at 2449 \ 
Cicero Ave. A. J. Linhart and F. | 
Linhart, brothers, are partners in t), 
business, which was opened in Febr: 
ary of this year. Things are moving 
very nicely according to the boys 





At the Linhart Establishment. 


He left 


with 


the big electrical company. 
them to become associated 
Charles A. Pope, the gentleman in 
the center, who represents our com- 
pany in the Argentine on all our 
lines excepting Arrow “E.” He has 
been the H. & H. agent in Argentine 

George Willard 
“E” line. 


for twenty years. 
handles the Arrow 


“Mr. Pope is not only a master 
salesman, having introduced Interna- 
tional Silver Co., Standard Sanitary 
Mfg. Co. Waterman fountain 
pens into the River Platte market— 
New York 


is a member of “The 


and 


but he is well known in 





as an art critic 
Salmagundi Club,” of artists in New 
York and is a recognized authority 


on the Inea_ civilization, having a 
notable collection of Inca Peruvian 
relics. Mrs. Pope was a Manville 


(Johns-Manville family) of New 
York and has written and published 
several novels in English. 
“Mr. Koch, although a 
citizen, is a most hearty admirer of 
the “North American” civilization and 


culture.” 


German 


* * * 


Rhod Joins Klose Electric 


E. F. Rhod, formerly with Frank 
C. Teal Co., Detroit, severed his con- 
nection that October 
Ist, to become and 
sales manager of the L. R. Klose 
Electric Co. of Kalamazoo, Mich. 


with company 


vice-president 


They are operating as jobbers, selling 
wholesale only and only to legitimate 
contractor-dealers. A. J. Linhart, 
known to his friends as “Tony,” has 
spent many years in the jobbing busi- 
ness, serving different concerns in va- 
rious capacities and is well equipped 
to conduct his business successfully. 
Tony's brother Frank, an 
plished accountant, is doing a thorough 
job of handling the company’s ac- 
counts. 

In the picture, left to right, are 
Harry Collins, Economy Fuse sales- 
man; A. J. Linhart and F. J. Lin- 
hart, brothers, and partners in the 
business; L. E. Hartrum, another 
Economy Fuse salesman; E. Ander- 
son, counter man, and E. Leonard, a 
radio dealer. The truck is all set 
for a load. 


accom- 


* * * 


The Electric Corp. Has a 
Birthday 

A handsome folder has been issued 
by The Electric Corp. of Los 
Angeles, Ross Hartley, president. !t 
is entitled: “Making a Dream Com 
True,” occasion—their tenth birthday. 
The complete executive personnel is 
shown on the center page of the three- 
page spread. On the left are views 
of the Oakland, Los Angeles, 5*" 
Francisco, Portland and Seattle houses 
and interiors, while on the right ®" 
groups showing the personnel of thes: 
houses. 
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— LIGHTING EQUIPMENT~ 
ILLUMINATING GLASSWARE 


MQE- BRIDGES 


Advanced 


Construc- 
tion 


HE Moe-Bripces 

Safety Holder oper- 
ates on the principle of 
gravity. 


100% protection against 
falling glassware. 


No screws that can work 
loose, no mechanism that 
can get out of order. 


Glassware easily and 
quickly removed for 
cleaning or replacing 
lamps. 


Price —in line with or- 
dinary holders. 


These are advertised facts your 
customers should know. Re- 
fresh their minds on every call. 
That’s the easy way to establish 
your line as the one they should 
always buy. Complete informa- 
tion sent to jobber’s sales mana- 
gers on request. Write Dept. E711. 


Moe-BripGes ComMPANY 
MILWAUKEE, WIS. 
BRANCHES: 
NEW YORK MINNEAPOLIS LOS ANGELES 
DETROIT KANSAS CITY SAN FRANCISCO 
ST. LOUIS DALLAS ORLANDO 
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ive News 
bout Live Ones J 





Gro. Beckwitn, formerly with the 
Moe Bridges Co., is now with the H. 
I. Sackett Electric Co., Buffalo, as 
salesman covering the Buffalo district. 
Leo Connelly has been made shipping 
clerk. 

Water C. CampBe.ti, formerly 
with the Gainaday Electric Co., is now 
with McCarthy Bros. & Ford covering 
the Buffalo district. McCarthy Bros. 
& Ford are now distributors for Freed- 
Eiseman. 

W. E. Knapp of Wesco Supply Co., 
St. Louis, has been promoted from the 
counter to a city territory. Knapp is 
a live wire and his boss Roy Haege 
says he expects real results from him. 


Tom Harpy has joined the McGraw 
Electric Appliance Co.’s St. Louis 
sales force. Tom has been a jobbers 
salesman around St. Louis for over 19 
years and has held only three jobs in 
that time. Not such a bad record. 

A. M. Case, formerly in the Gray- 
bar office at Tacoma, has been trans- 
ferred to Portland as a city sales- 
man. 


Ir Seems the Electrical League of 
Utah does not own a radio set of its 
own, so when the big fight came off 
they put the names of the jobber 
members handling radio in a hat and 
drew the Capital Electric Co. as the 
one to supply the radio for the fight 
returns. The Capital Electric sent a 
Radiola 28 and 104 speaker. 


Mere Bepient, manager of the 
fixture department of L. A. Woolley, 
Inc., Buffalo, has been appointed 
manager of the radio department also. 


W. E. Taytor has been transferred 
from the office of the American Elec- 
tric Co., St. Joseph, Mo., to the north- 
eastern Kansas territory. 


Oscar Kersox is a new city sales- 
man with the Varney Electrical Sup- 
ply Co., Indianapolis. 
O’DonneE Lt, 


Rost. J. formerly 


manager of the Central Electric Sup- 
ply Co., St. Louis, is now selling for 
Melville B. Hall, Inc., of the same 
city. 


L. H. Smiru has been employed as 
an industrial salesman by the Hughes- 
Peters Elec. Corp., Columbus, O. He 
was formerly with the Geo. McKeever 
Co., of Columbus. 


H. W. Lange is a new salesman on 
the staff of the Crescent City Electric 
Division of the Lake States G. E. 
Supply Co., Evansville, Ind., travel- 
ling southern Indiana and _ Illinois. 
This division alsa has taken on Louis 
Mominee as a counter man. 


T. M. McWuirk recently left the 
Graybar Electric Co., Detroit, to call 
on the west side industrial plants of 
Detroit for the Commercial Electric 
Supply Co., of that city. 


Gro. W. WesstTER is a new counter 
man with the Erner Electric Co., 
Cleveland, O. 


Tue Lake States G. E. Supply 
Co., Akron, Ohio, has employed 
Kenneth Davis to service radio sets 
and accessories for dealers. Mr. 
Davis is also spending part of his 
time selling in the store. 

S. C. Myers is the new radio repair 
man with the H. C. Roberts Electric 
Supply Co., Washington, D. C. 


L. S. Perkins has been added to 
the sales force of the Graybar Elec- 
tric Co., Detroit. He is specializing 
in appliance sales. 


H. W. SKINNER is a new salesman 
on the staff of the Mid-West General 
Electric Supply Co., Omaha. 


WetTMoreE-SavaGE Exvectric Supply 
Co., Providence, R. I., has employed 
Lester Cummings in its radio service 
department. Since October 1, Roy B. 
Witherell, manager of the radio de- 
partment, has been taking orders 
from Mrs. R. B. Witherell, who hails 
from Brockton, Mass. 


A. E. Mivuer has been added to : 
radio sales force of the Tel-Elec: 
Co., Houston, Tex. He is travel]; 
Houston, Galveston and other « 
Texas territory. 


Henry A. Lortus, Western Liv 
& Fixture Co., Los Angeles, has be. 
promoted to pricing clerk. Vince: 
T. Thomas is a new counter man. 


ConTINENTAL Exectric Co., Ka 
sas City, Mo.—Continental repori. 
that the campaign which they recent! 
ran on Universal appliances was ver) 


successful. 
e 2S 


Strikes and Spares 
By JOE SINES 


Stuart Watters, who was con- 
nected with the Illinois Electric Co. 
of Chicago for 18 years as salesman 
and manager of the Westinghouse de- 
partment, and recently transferred to 
the Illinois Los Angeles house, has 
been appointed Westinghouse mer- 
chandise specialist. 


Cuaruie ListeNwALTER of Listen- 
walter & Gough, Inc., recently re- 
turned from a hunting and _ fishing 
trip in the vicinity of Schaefer's lake. 
He said he got a nice buck and plent) 
of fish and a good rest. What more 
could anyone ask on such a trip? 


D. A. (Dave) Situ, purchasing 
agent of the Graham-Reynolds Flec- 
tric Co., is the new chairman of thie 
visiting and relief committee of the 
Los Angeles Electric Club. The club 
is very fortunate to secure Daves 
services on this committee. 


Tue Spirit of good fellowship 
existing in the organization of the 
Reiman Wholesale Electric Co. was 
amply demonstrated in their annual 
picnic and outing, which took place 
at the company’s cabin in Big Tu- 
junga Canyon, on Sunday, September 
24. Through the kindness and gen- 
erosity of Vice-President L. E. Clark. 
the employees and their friends wer 
treated to a royal good time, consist 
ing of a wonderful lunch, races and 
prizes galore, and a big league base- 
ball game between the employees and 
visitors, hard fought to a nine-inning 
tie. The game disclosed some won- 
derful talent and a good deal of short- 
ness of wind. The entire day ws 
voted a huge success by about 150 
employees and friends. 








Alternating current 


MOTORS 


Wagner makes them all 


HE dealer who handles Wagner products is 
able to offer a complete motor service to his cus- 
tomers for there isa Wagner Motor built for every use 
... one that fits the needs of the application exactly. 
Across-the-line Squirrel-cage Motors for general 
service; Starterless Motors for high starting torque 
and low starting current; Slip-ring Motors for vari- 
able speed; Air-jacketed Motors for safety; Fynn- 
Weichsel Motors for power-factor correction and 
Repulsion-induction Motors for single-phase 
service. 

Wagner Dealers are firms which have the reputa- 
tion of selling only the best and of being able to 
furnish full electrical service to their customers. 

The Wagner Electric Corporation will be pleased 
to explain its dealer plan to firms which meet these 


specifications. 
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Wagner Products 
for 


Dealers 
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WAGNER PRODUCTS 


MOTORS ... Single, Polyphase TRANSFORMERS... Power, FANS... Desk, Wall 
and Fynn-Weichsel Motors Distribution and Instrument and Ceiling types 





WAGNER ELECTRIC CORPORATION ...6400 Plymouth Avenue... St. Louis, U.S. A. 
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Make your own Weather 
. .. Use Wagner Fans 


g Share 


inmocoo | 22 Wagner Han success 


this season 
O and see the complete line of Wagner Fans on 
display at the Wagner Parlors ... Book-Cadillac 
Hotel. Electrical Supply Jobbers Association 


FAIR WEATHER Convention to be held at Detroit November 15-18. 
Be sure and go, for Wagner Fans this season will 

be an even greater success than last. Each succeeding 

year the national acceptance of Wagner Fans pyra- 

mids and piles profits into the pockets of foresighted 

jobbers. Each succeeding year dealers throughout the 

country make more friends through the sale of 


COOL BREEZE Wagner Fans. 


Wagner Fans range in size and price to satisly 
every class of buyer. Alternating and direct current 
types. Results prove there’s not a slow seller in the 
group. 

With strong advertising to push them and Wagner 
Service Stations all over the country to guarantee 


CONTINUED them...Wagner Fans will be the season’s prominent 
COOL profit makers. 





6238-3 
MOTORS . ... Single, Polyphase TRANSFORMERS ...Power, FANS...Desk, Wall 
and Fynn-Wcichsel Motors Distribution and Instrumert and Ceiling types 





LONG STRONG 


BREEZE WAGNER ELECTRIC CORPORATION ...6400 Plymou:zh Avenue... St. Louis, U.S. A. 
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Personnel of the Love Electric Co., Inc., Tacoma, Wash. 

The right-hand close-up is Frank Muehlenbruch, vice-president 
In the group, rear, Harold Hause, Alma Klug, Helene Held and 
The three boys in front are Floyd Johnson, Keith Landis and 
Mr. Love’s son, James B. Love is the only one we missed. 


Love, president. 
and secretary. 

T. F. Gear, salesman. 
Lloyd Hardy. 


At the left is Wm. J. 





Tacoma Jobber Looks Back 
38 Years 

There is a bit of romance in the 
history of most jobbing houses. The 
Love Electric Co., of Tacoma, Wash., 
Wm. J. 
Love, president of the company, looks 
back on 88 years of electrical activ- 


is no exception to the rule. 


ity in the same building now occupied 
by the firm, and before which the 
accompanying pictures were taken. 
Back when Cleveland was _ presi- 
dent, the firm of Bowie & Love car- 
ried on a wiring business, installed 
electrical machinery and made fixtures 
as well. Electrical jobbers were as 
scarce as hen’s teeth those days and 
the slogan was: “Every man for him- 
self.” The had not yet 
poured itself into the several molds 


business 


which created the divisions we have 
today. It was not unusual then for 
a firm to be manufacturer, power sta- 
tion, contractor and retailer all at the 
same time. 

Twenty-two years ago a small boy 
named Frank Muehlenbruch applied 
tor a job to Mr. Bowie and was 
turned down. With the instinct of 
the good salesman, he refused to take 
10 for an answer and on a second 


‘ttempt was more successful. 
* # & 


Tacoma Gets Big Victory 
The Union Bag & Paper Co. of 
New York has closed the deal which 
rings its new $5,000,000 factory to 
‘acoma, Wash. The above invest- 
ent will be doubled in 1928. 

Two other paper factories, involv- 
£ investments of $350,000 each, 
‘ve decided to make Tacoma their 
me. No wonder the electrical boys 

rubbing their hands. 


Changes in Personnel 


ALBERT J. BrownineG, former man- 
ager of an electrical house in Syra- 
cuse, N. Y. is sales manager of the 
Inter-Mountain Electric Co., Salt 
Lake City, in place of H. W. Read. 


G. E. 


Ind., has made the 


Tue Lake States 
Co., 


following changes in its personnel: 


Supply 


Evansville, 


Lawrence Russel has been transferred 
to the city desk; Ray Heitzman to 
city sales, and Norman Knapp has 


COMPARATIVE STATEMENT OF 


PAST 


been placed in charge of stock. 


es 


sales manager of the American Elec- 


Smitu has been appointed 


trical Supply Co., Chicago. 


F. A. Roupe, who has traveled the 
last 15 years for the American Elec- 
trical Supply Co., Chicago, in the 
state of Iowa, where it is said they 
raise 15 gallons of corn per acre, and 
who later traveled in Illinois for 114 
years has been promoted to assistant 
sales manager. 


C. G. Knapp has been appointed 
manager of the electrical department 
of the B. K. Sweeney Electrical Co., 
Denver. 

* * 


Delinquent Accounts 


The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Credit 
Association by member manufacturers 
and jobbers through its various divi- 


~ 


sions, for September, 1927, as com- 
pared with the same month the previ- 
ous year. Also these figures are shown 
for the first 9 months’ period of 1926 
and 1927. 


DUE ACCOUNTS REPORTED 


“THE ELECTRICAL CREDIT BAROMETER” 
SEPTEMBER 30, 1927 
NUMBER OF ACCOUNTS REPORTED 


September 

1926 1927 
So a | rer rrre,: | 228 
Middle & Southern Atlantic .. 206 
New England 


Division 


155 
Pacific Coast ; 13 
Central 718 


TOTAL 1320 


September 
1926 1927 
New York 
Middle & Southern 
Atlantic 
New England 
Pacific Coast 
Central 


20,820 
8,293 
1,349 
102,339 


20,213 
1,233 
71,593 

TOTAL .........$184,581 $145,031 
AVERAGE 


1926 
New York 
Middle & Southern Atlantic 
New England 
Pacific Coast 
Central 


Note: The sharp increase 


TOTAL “A MOUNTS REPORTED 
Increase 


Decrease 
— 89.7 % 


20,806 — 


- 214 % 
AMOUNTS 
September 


% % 
Increase Increase 
or 9 Months or 
Decrease 1926 1927 Decrease 
— 33.3 % 3361 2859 —15 %& 
1 24.8 % 1713 1546 — 9.75% 

22 1404 70.8 % 
235 153 —32.6 % 
7963 8223 + 


14083 


— 6.98% 14185 + 
% 
Increase 
or 9 Months or 
1926 1927 Decrease 
493,179 $ 451,557 - 844% 


Jo 


200,114 
77,539 
34,302 

879,501 


182,846 
164,102 

18,999 
915,295 


8.62% 
+1116 % 
- 44.6 % 

4.07% 
$1,684,635 $1,732,799 2.66% 

9 Months 

1926 1927 
$1314 $1436 
101 999 1068 
130 863 1053 
94 1343 1401 
100 998 1004 


1927 
$137 


in accounts reported by the New England Division is 


due to increased Association activity in this section and not to adverse economic 


conditions. 





THE JOBBER’SfJ|SALESMAN 



































The heavy laugher, who won on Tunney, is Paul E. White, who sells L. & H. 
ranges around Seattle, Wash. The dejected gentleman who has just kissed 20 bucks 
goodbye is Sam Miller, range specialist of the North Coast Electric Co., Seattle. 
Owing to the fact that the law will not permit us to make a cut of money, we 
have slightly retouched the bill itself, which is said to have been genuine, and, if 
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Paul is married, has long since gone to its final resting place. 





Getting Down to 
Brass Tacks 


(Continued from page 10) 


revision as he learns his territory bet- 
ter and to meet changing conditions. 

For follow-up purposes this list 
may be arranged in a loose-leaf pock- 
et notebook as illustrated on page 9 


of this issue. 


It will be noted that the right hand 
page may be easily renewed when the 
columns are all used. One column 
may be used for each trip. Some ac- 
counts should be called on each trip, 
others on alternate trips and some at 
longer periods. By glancing at this 
record before starting out on the day’s 
rounds it is a matter of but a few 
moments to select the calls to be made 
that day. 


pects may be grouped by pages ac- 


For a city territory pros- 


cording to the desired frequency of 
ealls. For one group a column may 
be used for each week, for another 
each month, ete. In fact each sales- 
man may arrange the details of the 
plan to suit himself. It is surprising 
how time slips by and without such 
a simple system it is very easy to 
unconsciously slight some accounts 
and allow too long a period to elapse 


between calls. 


The next problem is to study the 


requirements of each group of cus- 


tomers separately and determine the 
best methods of approaching and sell- 
ing each group. 

(The next chapter of this series, in 
the December issue, will deal with 
“Selling the Electrical Contractor.” ) 





Union Electric Conference 


The Union Electric Co. recently 
held its annual sales conference at 
420 Duquesne Way. A number of 
prominent representatives of the 
General Electric Co. and other com- 
panies represented by the Union 
Electric Co. addressed the sales or- 
ganization during this meeting. The 
meeting closed with a banquet at the 
University club, where employes of 
the General Electric Co.’s local of- 
fice and representatives of General 
Electric subsidiaries were guests of 
the Union Co. C. E. Patterson, vice 
president of the General Electric Co., 
in charge of the merchandise depart- 
ment at Bridgeport, Conn., delivered 
an address at the banquet. 


* * * 


Jobbers Meet in Del Monte 


The Pacific Coast division of the 
Electrical Supply Jobbers Association 
held its meeting in Del Monte, Calif., 
October 21, 22, and 23. 

A feature of the meeting was the 
dedication of the Copper Cup room. 








Norman Macbeth 


(Continued from Page 8) 


of the school of experience, probably , 
dowed with more than the usual det, 
mination to work because of the love of 


The lighting field has been in a consta 
condition of change, there is little th 
can be standardized for any length 
time and it is quite probable that tl! 
condition will continue for many year 
hence the jobber’s lighting specialist mu 
be an observing and receptive studen 
He must always be concerned with “why 
rather than “how”. “The difference | 
tween why and how is the differen 
between principles and practice”. ‘1! 
“how-man” is left seriously behind in t! 
field where constant change is the order 
not the exception. A recent investigativ: 
of an electrical shop operation showed 
that an intensity of several hundred foo! 
candles was necessary where from tl 
limited boundaries of the “how method 
20 foot-candles could be called supe: 
illumination, but never-the-less quite i: 
adequate. 

To survey a situation which will result 
in a new application or extended use ot 
another dollar’s worth of incandescent 
lamps breaks a trail over which is also 
hauled many dollars worth of wire and 
wiring devices. Selling lighting applic: 
tion results in an order which is a simpk 
matter of inventory of the necessary parts 
required to deliver increased production, 
or reduced spoilage and accident hazard 
to your customer. 

The salesman who has the idea that tli 
world owes him a living which is coming 
to him without hard work is not the mar 
to select for a lighting specialist. Kver 
jobber needs one man who will specializ 
in lighting. He must show an interest 
the work and be prepared to devote pro 
ably a great deal of time in preparatio 
Adequate preparation is essential to su 
cess in this as in other lines. An excellent 
grounding in this chosen field can be » 
cured from a study of the bulletins of thi 
lamp, reflector and accessory manut« 
turers. While this will consist largely) 
“how” methods sufficient for a start, 
should seek for the “why” of his 
through an associate membership in 
Illuminating - Engineering Society 
should study the Transactions and w! 
possible attend local meetings. Perhi) 
it would be well here to explain av 
two possible improper assumptions. 

The I. E. S. is not a society of 
fessional engineers, a group of high-bro 
but an oganization of individuals int: 
ested in advancing, through an excha 
of experiences, the cause of good lightinz 
The jobber’s salesman will find und 
standing and help in his work from 
exchange. And last, this is not a })! 
looking towards an I. E. S._ increas 
membership. True, the annual dues 
$7.50, but the profit is to the men 
rather than to the Society as the cost 
producing and delivering the Transact 
to each member is over $7.25 a year. 
Society is therefore, in this instance « 
readiness-to-serve basis giving the 1 
ber an opportunity to make the most 
his talent for hard work without a cha: 
contribution being either given or 
ceived. You probably have the mak 
of a lighting specialist in your orga! 
tion, now help him to grow and he wil 
pay you in a manner far beyond ‘'' 
capacity of the jobber’s salesman of 


terday. 
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Drop hanger, Py 

or horizontal, for sus- (/ s ‘ . £ : . es . ; : 

pending wiring trough zi ~ : ae aia litery Seeceat henge wertiont 

from overhead. ie : _es : or horizontal, for mount- 
ath ing trough on side wall. 


Hinged and latched 
cover for easy access | 
to wires. P4 Elbows for any degree of | 
'4 bend, either vertical or 
horizontal. 


> i RM lai ES gs 


Concentric knockouts at (3 

3” centers on sidesand bot- | Telescope fitting for mak- 
tom bring wires out at ex- | ing SQUARE-Duct con- 
act location of machines. 77 B nections at varying dis- 





Ges em ge sev- 
s era istribution wires 
Wate eee is from panel board to indi- 
moved, knockout 1s vidual machines, - 


closed and connection 


made at new location, Convenient lengths of 


trough, flanged at ends, 
easily clamped together or 
fastened to power panel. 


Fitting provided for use 
as junction box, T, L or 


Only a short piece of 
conduit required tocon- 
nect trough with ma- 
chine, ts 
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W. G. Nagel 


(Continued from page 25) 
movement he sensed took place, prices 
were doubled, his contracts at the old 
prices were binding on the manufac- 
turers and the result was that a hand- 
some profit was made. And, his com- 
pany showed such a satisfactory year 
that the $900 debt was paid off and 
the new organization was on its way 
to success. 

But about this time the passing of 
the independent telephone companies 
disturbing factor 


introduced a on 


business conditions. However, here 
again Mr. Nagel saw in time what 
was bound to come, so he added the 
motor department previously men- 
this 


his sales to industrial plants. 


tioned in article and increased 

Just when he thought business was 
on a firm footing he realized that 
something was happening to the cen- 
tral stations. Long fingers were 
reaching out from Boston, New York 
and Chicago and tightening their grip 
He 


lost no time in speculating on the 
possible results of this movement but 


on this great outlet for jobbers. 


took on appliances and stressed his 
With the 
motors, appliances and industrial sales 


sales to industrial plants. 


added to the regular supply lines he 
had 


versity of outlets for his merchandise 


grouped together such a _ di- 


that he was enabled to maintain his 
volume. 

Only once did Mr. Nagel experi- 
In 


his efforts to keep his sales curve 


ment and then change his mind. 


despite changing conditions, he organ- 
ized a department in 1909 to sell elec- 
trical items to the automotive industry, 
but found after one year that it was 
a field best to leave untouched so he 
withdrew while he was still “in the 
black” on the ledger. 

W. G. Nagel is of the firm convic- 


SOI 


i 
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tion that a company or man wanting 
to be successful must come to im- 
portant decisions and take the plunge 
before a change has been made. Stub- 
bornness in a refusal to recognize the 
inevitable, or plain hard work will not 
change or condition 
brought about by natural developments 
in any industry. 

“That is why it is the ignorance 


overcome a 


of the young men that keeps business 
where it is today—young men ven- 
ture where older men hesitate, and 
the result often is accom- 
plished in the face of apparently un- 


success 


surmountable obstacles. 

“Based, at least, on my experience,” 
Mr. Nagel, “young men 
should give just as much thought to 
the time when they should go in busi- 
ness as they do to the idea itself. 
The mere fact that a young man has 


continued 


the capital and is ready to launch out 
for himself is not enough. He must 
wait until conditions are right. Take, 
for instance, the years 1920-21. There 
was the time, while others were fail- 
ing, for the young man to start. Many 
business concerns were on the bargain 
counter, he could get in easily and 
ride along on the rising trend of pros- 
perity. 

aa of a young man 
having a debt program, provided the 


am in favor 
debt he assumes has a practical and 
permanent value. It is only by so 
doing, that he will set for himself 
a goal which must be reached.” 

This, then, is Mr. Nagel’s story. 
And in it is found for the younger 
men of the industry substantial food 
for thought. 

His life all work. 
Fishing is his biggest hobby. If he 
could not get to Quebec to catch 
trout he “wouldn’t live a year.”’ Golf 
he plays but it holds only a small 


part of his interest. 


has not been 


he ag 
bee cg ee 





Mr. Nagel is a thirty-second 
gree member of the Masonic o: 
Knight Templar, Scottish Rite, p 
his golf at the Inverness Golf ( 
and is a member also of the Tol: | 
Club and Country Club of that ¢; 

He is the father of three ¢ 
and one boy, all of whom are m 
ried except one girl. It will int 
est many to know that he has thirce 
grandchildren who succeed in making 
a successful business life a 


happy home life. 
* * * 


N. E. L. A. Convention in 1928 


Next year’s convention of the Na- 
tional Electric Light Association, the 
51st in the association’s history, will 
be held at Atlantic City, June 4, 
1928. This announcement was made 
at the meeting of the National Ex- 
ecutive Committee of the association 
recently held in Chicago. 

A manufacturers’ exhibit will again 
be staged in conjunction with the 
It will probably 


most 


annual convention. 
open two days earlier than the con- 
vention proper. 


* * * 
Pretty Soft for Harvey 

Here is a jobber salesman who 
works his territory in a motor boat 
Harvey Ball of the Pacific States 
Electric Co., Seattle, Wash. This 
“territory” is the San Juan Islands, 
and the country bordering on British 
Columbia. He is an old timer in the 
jobbing business and is well known in 
the east, as well as the west. Many 
of his friends will be glad to hear 
once more how he is getting along. 

His chief hobby is boating and he 
is the owner of the attractive little 
cruiser “Zaida” in which he makes 
his island territory. When the boys 
in special lines have an opportunity to 
get out of the office, Harvey Balls 
territory is very popular. 





Skipper Harvey Ball and the Good Ship Zaida. And Again in the Center, Doping Out Sales Plan Under Fine Doping Con- 
ditions. At the Right, Skipper Ball and Herb Oliver, Manager of the Pacific States’ Radio Department At a Time When 
Herb Just Had to Get Out And Make Harvey’s Territory. 
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3 Profit Leaders 
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The surest way to help your business is by helping your cus- 
tomer solve one of his problems. If the problem is surface 
wiring WIREMOLD will solve it. WIREMOLD means 
better lighting through adequate wiring. A $200.00 Wire- 
mold job frequently carries with it a $750.00 order for wiring 
supplies. 


The Patented ““WIMO” Slick-Finish All-Weather Loom. 
Clean to Handle—No Mica Dust 
Easy to Fish—Fast to Work 
Improved Quality—No Extra Cost 
Try it on your next Loom order and be 
convinced. 


The non-metallic sheathed cable which combines the most 
exacting requirements of the Underwriters’ Laboratories with 
the greatest convenience of the wiremen. WIREFLEX is 
also coated with the patented ‘““WIMO” Slick-Finish. 


Write for catalogue and samples. 


THe Wiremord COMPANY 


HARTFORD,CONN. 






















52 THE JOBBER'S A) sAaLe SMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDwus 











1 nn 
u u 


iN 
pi - 7 | i" 
Ay ee I {li 
j >- 4 | 
! \ ie) 
| wit ; 


mei f= — 


rourneys with 


‘jobbers salesmen 


Dear Boss: 





restau- 


e 
into on then went 


i 
If you = e soups 
an 


rant and had — 


<S C one 
wee Loom Co.) and of 


standard quality: ele 
i ompany'S new — 

oy XES AND COVERY ees 

, OOM ‘ 

PACT" CABLE A D pits os. B 


S OF 
SWITCH AOERS FIXTURE 
0 




















A Horse On Bill Whea: 


It was a dark but not storm, 

—or rather morning, being «: 
1:00 A. M. W. W. Wheat, ma: 
of the Portland branch of the \ 
Coast Electric Co. was driving {; 
Pendleton, Ore. to Portland, wit} 
of his salesmen, J. P. (Joe) 
Laughlin. 

Bill is quite a nighthawk any). 
doesn’t mind driving in the wee sn...) 
hours and likes to step on it wien 
there is nothing on the road. So je 
was giving his Buick sedan the ¢ 1). 
thinking of the nice orders MeLawe)- 
lin had in his pocket and the hiy 
breakfast waiting in Portland. 

About 25 miles out of Pend): ton 
Bill knocked a rabbit cold. It was a 
nice fat one, so they stopped and 
picked it up. A little farther on, just 
as the Buick reached normal speed 
(45 per or what have you?) Bill sud- 
denly began to do his stuff on all four 
brakes, wheel, gas and spark at once. 
Joe McLaughlin looked ahead and 
saw two horses crossing the road. 

By hard work and some prayer 
Bill managed to swerve the car enough 
to miss the heels of the two horses. 
He and Joe were just heaving a sigh 
of relief when, Sock !—the car buried 
itself up to the dash in the body of 
a third horse, following the other two. 
Bill says he would have seen this 
horse if it hadn’t been black—it was 
about as visible as a stick of licorice 
in a glass of ink. 

There was the nag piled on the 
hood, hind feet through the wind- 
shield, and the car full of horse meat, 
hide and spare parts galore. Jo 
spoke first, addressing the horse. ‘I! 
you're going to get in we'll get out. 
Then Wheat coughed up a lungfu! of 
teeth and broken glass and began to 
laugh like a maniac. 

Joe wanted to know what was sv 
!—?_* funny. “Well,” chuckled 
Bill, ““We’re like the Dutch sausage 
maker who made his bologna 50-5() 
one horse and one rabbit. We've xot 
‘em both if we can get ’em home. 

Inasmuch as the windshield was 
pulverized and glass passed throug) 
the back, the boys have reason | 
shake hands with themselves on ¢s«)- 
ing serious injury. Both were sk 
up and Bill’s right eye had a 
shave—a cut right over it and an 
on the nose. All’s well that 
well, but the next horse caught out 
with no tail-light is due for th: 
works. 
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Perfect alignment of blade 
and contact pust. 


Nublade 
= Switch 


ae Ps Use the Nublade to get your share of the switch business. 
Take a NOARK Nublade Switch and go over it carefully. 
See for yourself that you’ve got something to sell! 


Make a list of the superiorities in its design — mechanical, elec- 
trical, and economical. 


Compare them with the claims that are advanced for other 
switches. 


And then—well—go out and clean up the industrial field, and 
the meter entrance field as well. 


PT Ne COLTS PATENT FIRE ARMS MFcG.Co. 
: a > e€clrica LVLStONun 
__ nf ae en ine HARTFORD, CONN. U.S.A. @& 


generous factor of safety. NEW YORK~BOSTON~CHICAGO~SAN FRANCISCO _ ss-n-49 
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A New Line of Electric Stoves 
Better Built and Better Finished 
—at the lowest possible prices! 


SINGLE HEAT 


No. 918-BS—Black Enamel No. 918-NS—Nickel Plated 
Size, 9x18x5. Watts, 750 (Each Burner). Packed, 1/12 doz. 
Weight, 10 Ibs. 


THREE HEAT 


No. 918-BH—Black Enamel No. 918-NP—Nickel Plated 
Size, 9x18x5. Watts, 750 (Each Burner). Packed, 1/12 doz. 
Weight, 10 Ibs. 


HE attention of jobber executives, purchasing agents and sales 
managers is called to the new line of electric stoves now avail- 
able to them for distribution. 


True “Daton” values have been incorporated into this line. 


A policy has been adopted of making them as good as they 
can be made, not “how cheap,” but at the same time pricing them 
at a figure attractive to all. 


Distributors will be appointed as soon as possible. 


Jobbers are invited to write us at once for territorial arrange- 
ments on this line. 


True “Daton” value Household Electric Appliances represent 
a complete line of table stoves. 


The stoves, of black enamel, have highly polished nickel trim- 
mings. 


The Nickel-Plated Stoves are copper plated, buffed and heavily 


nickeled. 
The elements are made of GENUINE Nickel Chromium. 


Single and three heat models are available. 
THE OHIO STAMPING & ENGINEERING CO. 
DAYTON, OHIO 
RR RRR BEE 28 a 2 ae ea a mm 





| Muir Does Good Job in 
Allentown 

| Organized about eight years a. 

| the Everson-Leidy Co., opened 

| electrical supply house in Philipsbu: 

| N. J. Starting with a stock of S30. 

| 000.00 and with a personnel of fo); 


ee 











N. B. Muir 


men, this company has enjoyed a 
rapid growth under the direction of 
Messrs. Everson and Leidy, and 
present carries a stock amounting to 
over $137,000.00. 

In July, 1926, a branch house was 
opened in Allentown, Pa., under the 
management of N. B. Muir. Operat- 
ing a large, four-story building, pur- 


at 


chased for the purpose, appeared a 
man-sized job and Mr. Muir has 
| proven himself equal to it. He in 
| creased sales staff in year 
| from two men to five, and the office 
| personnel from three to 14. 





his one 


Among the exclusive lines handled 
| by Everson-Leidy are, L. & H. ranges 
| and Wadsworth switches. 

* * * 


Grand Rapids Wins Coffin 


Prize 

For increasing its gross business 

| 20% last year and for its pioneer 
work in improving transportation fa 

| cilities, the Grand Rapids Railwa) 
| Co. was awarded the Charles A. Co! 
| fin prize at the annual convention 0! 
| the American Electric Railway <\s 
sociation in Cleveland on October |! 

The award, consisting of a gold 

| medal and $1,000 for the employees 
| benefit organization, is awarded an 


o 
4 


| nually by a committee of the ass 
| ciation. 
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“Perfection in Little Things” 
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Reynolite Standard Push 
Button, Cat. No. 900 


The standard push button is 
molded in rich lustrous 
brown with scarlet center 
button. Mechanism recessed 
to accommodate No. 14 wire. 








All Reynolite devices ar 


Reynolite Octagon Push 
Button, Cat. No. 901 


For those who demand a more attractive 
push button, the octagon type has been 
designed. It, too, is molded in the same 
lustrous brown with scarlet center 
button. Mechanism recessed to accommo- 
date No. 14 wire. Metal parts insulated. 


ONSISTENT with the policy 
C of the Reynolite Division 
of the Reynolds Spring Com- 
pany to manufacture the kind - | 
of merchandise which will 
mean increased volume and sinssinge 
profit for you, we are now offer- nen 


The card holder type button is identical 


ing the seven splendid new in color and finish with the octagon type 


above, but in addition is provided with a 

. base space for card. Mechanism recessed 

products here displayed. to accommodate No. 14 wire. Metal parts 
insulated. 








Beauty alone will not mer- 

chandise products which do 

not fill a definite need. But beauty combined with 
useful performance, as in these new Reynolite pro- 
ducts, sets no limit to the sales possibilities contained 
in this great line. 








%. 4 Reynolite Single Re- 
ceptacle Adapter, 
Cat. No. 4011 


Make your own com- 
binations. This adapt- 
er will combine with 
any standard toggle 
switch plate. Rating 
10 amp. 250 volt. Stan- 
dard screw spac- 
ing. Colors, rich 
lustrous brown 
m@ black, walnut and 
mahogany. 








7, 


Reynolite HAN-D-CAP 
Jr., Cat. No. 470 


The “Han-D-Cap Jr.” is 

a smaller plug designed 

4 forthe same general pur- 

pose as the larger type. 
Especially satisfactory 

for use with heating and 
cooking appliances. 

Molded in one piece,in rich brown. 


| ¥ TE ARE confident that 
HAN.D-CAP, the demand for 


Cat. No. 480 


The “Han-D-Cap” : these new products will 


¥ is designed for use 
i) )6wwherever a receptacl e 
J is dimeutt of access be overwhelming, for the 
y rs is most convenient ? 

r der shades : 
OE oD meiton: yr announcement of any 
plug from receptacle an 


easier task. Molded in one new Reynolite device has 


a rich lustrous 
always produced an ava- 
: lanche of business far 


beyond our expectations. 


It is, therefore, imperative that you signify 
your needs at this time. We are in production 
bitter on these items and expect to fill all orders 
sie Sa ates promptly, but in your interest we take occa- 


te. In this button as 


| somiindaas tee sion to point out the necessity for early action. 


rich lustrous brown 


will not corrode or . 
Recor Scening Jobbers can best serve their dealers by recog- 
nizing this necessity and acting accordingly. 












Opening the Door 
to Larger Sales 























me An unlimited field, rich with sales pos- pee 

A sibilities awaits you beyond this door. =e 
With the addition of these seven new 
products, merchandisers of Reynolite 
Wiring Devices will find thatan avenue 
has been opened to greater profits. 







The push buttons, in particular, will [eae] 
meet with instantaneous favor. Their : 
distinctive appearance, adding as it 
me does that finished touch to the ex- 
| 






terior of homes, can mean nothing but 
increased sales. 



















The “Han-D-Caps”, too, fill a long felt 
want. And, when properly displayed 
on will suggest this want in a manner ad 


— which will create a most definite 20 


demand for a quick turnover. ae 







aaa The Reynolite Division of The Rey- 
' : nolds Spring Co. takes pleasure in 
presenting to you these new products. 
It realizes that only by maintaining 
the pace it has set in being first with 
ee the best, can it continue to hold the 
i confidence, loyalty and cooperation 


eR which you have so faithfully given 
ee it and its products in the past. 


il 
Tay AT 
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REYNOLDS SPRING COMPANY, JACKSON, MICHIGAN 


‘ook ol eee 

<« « « eee TT «+ te te ere Day LOSANGELES : 
coer sneak beat - - C.N. Wiltbank CHICAGO - - + + = E. F. Meyers ATLANTA - -. Fulwiler & —_— 
PITTSBURGH . ~ H. B. Parke DALLAS - - Jenkins & Gunther DENVER - - + - Fred E. Staible, Inc. 
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The following pages 
present an exhibit of 
electrical products 
arranged for the semt- 
annual convention of 
the Electrical Supply 
Jobbers Association, 


November 16 to 18, 
1927, at the Book- 
Cadillac Hotel, 
Detroit, Mich. 
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elling 
Ventilation 


—the easiest 
job in the world 


OU good salesmen who DO 
NOT sell ventilating fans are 
passing up the “easiest job in 
the world.” There is absolutely 
nothing difficult about picking 3 
BUFFALO BREEZO to fit the re 
quirements of any installation, the in 
stallation is simple, and once the tan 


is installed, you have a satisfied booster 
for BREEZO VENTILATION. 


Prospects for ventilating fans are 
more numerous than most jobbers 
realize. Stores, garages, theatres, 
bakeries, laundries, cleaning and press 
ing shops, bowling alleys, creameries. 
billiard rooms, clubs, restaurants and 
factories of all kinds—these constitute 
only part of the market for BREEZO 
VENTILATION. 


Get your share of this market with 
BREEZO FANS. Six sizes—every 


one a leader. 


























“The Fan with TEN ACTUAL 


- BUFFALO 
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The Home Ventilating BREEZO Units 


Here’s a fan that has truly wonderful sales possibilities—The Home Ventilating Unit for 
installing in the kitchen window. The market has hardly been touched and education as to 
the economy of home ventilation is making new sales every day. 


Also made in complete unit for Wall Installation 


\Vhere wall installation is desired in residences, sell the neat new Wall Box Unit, complete | 
with attractive small mesh grating on the inside, 12-inch BREEZO fan and aluminum “easy | 
action” shutter for outside the house. If you do not have details on this unit, write for | 


Form 2489. 
Write For “SELLING TIPS” 


\Ve have just issued a new sixteen page booklet that’s packed with information about how, 
when and where to sell BREEZO Fans and small electric blowers. 
_ | Write for your copy Today. 


| Buffalo Forge Company 


201 Mortimer Street: Buffalo, N. Y. 
In Canada—Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 














» & POINTS OF SUPERIORITY” 


BREEZO 
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| The unusual gift appeal of 

| Buss Lights makes them a 
source of immediate big 
volume profits to you! 


The stunning beauty of Buss Lights, the convertible features, 
the distinctive unusualness and the extraordinary low price carry 
an appeal for gift-giving that has few equals. 


Couple that natural appeal with the fact that millions of color 
advertisements are picturing both the beauty of Buss Lights and 
their charm as gifts. 


The big gift season campaign on Buss Lights starts in Novem- 
ber, with full color pages in the magazines, it being the second part 
of the greatest campaign ever run on a small electrical 

BUSS article. 


Right : 
SERS Every retailer that you get to stock and feature 
“eee Buss Lights now means a sure source of big volume 
sales and profits to you. 


The Mark of a Buss Light 


BUSS «a Light 


The Handiest Light in the World. 











=," Beautiful Stand Lamp 1 
’ with unlimited usefulne' 
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The ready consumer accept: 
ance of Buss Fuses makes 
them a real source of profit- 
able income for you. 


The superiority of Buss Renewable Fuses, in their design and 
workmanship, is instantly recognized on examination. 


Add to this fact that continuous national advertising for years 
has made the advantages of Buss Renewable Fuses known wherever 
fuses are used. 


On the one hand you have a market for Buss Fuses, ripened by 
years of advertising to your prospects. On the other hand, you 
have a product so self-evidently superior in use as to hold customers 
year after year when you get them. 


What two better conditions than these can be set up to make it 
easy for you to build sales volume and income? 
Bussmann Mfg. Co., St. Louis, U. S. A. 


BUSS FUSES 


Electricity’s Safety Valve 








Glassteel Diffuser 


Never leave an industrial plant executive 
without telling him about the Glassteel 
Diffuser. Time and again when he wouldn't 
budge on any other lighting equipment he 
can be sold on Glassteel Diffusers. After a 
trial installation he is a convert to good 
lighting. 


Industrial Signal 


Before the plant manager can ask you where 
he can get a good signal, make an opening 
and tell him there are thousands of plants that 
have installed Benjamin Signals. They always 
“get the man.” A high, penetrating call that 
cuts through industrial noises where bells, 
buzzers and similar audible signals are futile. 


The Intensifier 


Here is a new lighting feature that does an 
unusual job. It is the answer to the need for 
much more light than any of the ordinary re- 
flector equipment can give. In some depart: 
ment in many plants you'll find a place for 
the Intensifier. Get posted on its fine points. 
When there’s a place for it, it will sell itself. 


Sturdox 


A new Benjamin line of easy-to-wire, two 
piece lighting fixtures. Where long life, with 
economy, isdesired this sturdy equipment will 
survive where ordinary fixtures would break 
down. Two types of hoods and four styles of 
reflectors give 16 combinations to meet most 
industrial lighting requirements. 








Stand Lamp 
Clusters 


This is a particularly good 
time to sell a lot of Benjamin 
Stand Lamp Clusters. Already 
electrical contractors and deal- 
ers are busy on assembling and repairing floor 
and table lamps and making stand lamps from 
glass, metal and pottery vases. Department 
stores and gift shops are also good prospects. 


The Benjamin Stand Lamp Vase Adapter 
will fit 95 per cent of all the vases on the 
market. Easy to install. Makes a neat ap- 
pearing, substantial lamp from many kinds 
of vases. 





Little Sentry Panel Board 


i. practically every town you cover there is 
me contractor who is doing a number of 
panel board jobs. When it comes to good ap- 
pearance, good service, ease of installation 
id prompt delivery you can not beat the 
ittle Sentry” in its appeal to the contractor. 
‘-et acquainted with its many fine points. 


Show Case Lighting 


There is a lot going on in Show Case Lighting. 
We are giving it a great deal of aggressive 
promotion in national merchant publications 
and a good many contractors and light and 
power companies are tying-in in their com- 
munities. You will find these two branches 
of the industry interested and informed. And 
Benjamin seems to have the long lead in 
popularity. 


Sign Lighting 
Reflector 


The new Benjamin Sign Lighting Reflector 
is rapidly becoming standard illumination for 
outdoor poster panel and painted sign adver- 
tising. Many of the local poster plants hire 
out this work to the electrical contractor. In 
addition to this, contractors are turning out 
a nice little job of conduit wiring and sign 
lighting reflector installations for wall and 
roof signs. 
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Most 


Most Startling Announcement 








Hamilton Beach 


MOTOR 


BRUSH 


Vacuum Sweeper 


CM gage 


Opens New Profitable Field 


This high quality Vacuum Sweeper, at a 
price lower than most machines cleaning 
by suction alone, offers a profit oppor- 
tunity ever before approached in the entire 
appliance field. Without costly resale ex- 
pense your dealers can sell easily the count- 
less housewives in your city who have long 
needed and wanted a motor brush machine 
but wouldn’t pay the high price asked. 


Even Greater Cleaning Efficiency 


As the result of 9 years cleaner manufactur- 
ing experience, this new machine was intro- 
duced early this year at $62.50. On March 
Ist the price was reduced to $52.50. It 
is unqualifiedly the finest machine Ham- 
ilton Beach has ever produced at any price. 
No machine built today offers more in re- 
liability, cleaning efficiency, ease of handling 
and freedom from service troubles. Only our 






SS 
attachments 


enormous resources and manufacturing 
facilities enable us to produce this remark- 
able cleaner at the new, unheard of, low 
price of $39.50. 


Revolutionary Selling Plan 


As revolutionary as the price, our new 
sales plan eliminates the need of costly sell- 
ing expense. Rapid turnover is assured. 


Every Practical Sales Help 


This cleaner will be backed by an aggressive 
advertising campaign and all kinds of dealer 


sales helps will be furnished FREE. 
Marsgin Is Right 


We have always fully realized that a good 
margin is necessary to a Jobber’s and 
Dealer’s Success. The margin on this 
sweeper is surprisingly generous. You’! be 
astonished to know how large it is. 


HAMILTON BEACH MBG. Co., RACINE, WIS. 
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in in Vacuum 





Cleaner History 














Two Year 
Guarantee 


This machine is guaranteed 
for Two Years. The guarantee 
covers entire machine, in- 
cluding brush, belt and bag 








Ball Bearing 
Motor 


Never Requires Oiling 


Powerful Suction 


Beating Brush 
Action 


Sweeping Brush 
Action 





Individual 







‘592 Fee 


HAMILTON BEACH MFG. CO., Racine, Wis. ! 
Please send us complete laheunetine and Selling Plan | Learn about sell- 


on your Vacuum Sweeper, without oligation. 


Company... 


St. Address . 












The IDENTICAL 
that 








ing plan that 
| eliminates costly 
ee | resale expense 
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P&S 
WHAT IT MEANS T0 THE JOBBER 


The following are some reasons why the sale of P&S materials will mean more 
business for you: 





1—Manufactured by specialists in wiring devices, who have maintained for 
37 years a quality which is second to none. 


2—Ethical missionary sales methods are used which aid rather than hinder 
the jobber and jobber’s salesman. 


3—A sale once made with P&S devices stays sold and means repeat orders. 
a | ea i c< 


operation with the jobber and jobber’s salesman in the field, 
which brings results. 
5—No tri 


trick sté 


tatements or methods of obtaining business. 
obtaining business along constructive lines. 


We believe in 


6—National advertising both trade paper and direct mail to all users of 
wiring devices, which helps sell P&S Materials. 


7—A complete line of fast-moving devices which makes your customer’s 
selection easy. 

8—The P&S guarantee against defective material or workmanship is a real 
protection. 


9—Contractors, architects, builders and all other users of wiring devices 


have a ready acceptance of P&S materials because they are easy to 
wire, save labor in installation, and cause no trouble afterwards. 


10— Honest qualitysold at a fair price by constructive selling methods means 
good will and increased future business for the jobber. 


Your business reputation is based on the class of material you sell, the way it is sold 
and the service you render. 





Sell P&S products and increase the faith your customers have in you. 


P&S stocks are located in New York, Chicago, and the Factory at Solvay, N. Y. Sales representatives with 
stocks are located in Boston and San Francisco. 


These stocks are located and maintained for service. 
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-™ ALABAX “| 


REG. U. S. PAT. OFF. 







QUALITY 
FINEST OF DECORATIONS 
THEY STAY SOLD 
LEADERS IN PROFITS 






P&S 846 ALABAX 
























“ a 7 A P&S 990 
ecoration \ F ALABAX 
\ f 
\ f 
\ ——— # 
.* Pai 7k 
ays * f 
f/f sue ’ 
f “pepe \ 
__{ OF THE |_ 
| FASTER J 
MOVING | 
DEVICES / \ 
ne : A \ 
itie \ i ae a 
P&S 5403 — ; / ‘\ P&S 1815 
The Standard Sign / Wiring R 
ring Room 
Receptacles of the World Positive Acti 
; 3 on 
A Complete Line A Long Life 
Labor Savers ff \ ad 
Bronze Screws Throughout # 


---and 


Candle sockets; fixture switches; canopy 
switches; miscellaneous sockets and re- 
ceptacles; single and duplex receptacles; 





etc. 
EXPLODED VIEW OF P&S 100421 
P&S 61317 Double Pole 
Porcelain Socket Durable 
Single Center Screw Obtains Volume 
Easy to Install Price Is Right 


Distinctive 
Complete Interchangeable Line 


PASS & SEYMOUR, Inc. :-: Solvay Station :-: SYRACUSE, N. Y. 


NEW YORK West Coast New England 
71-73 Murray St. Sales Representatives Sales Representative 
Cc. R. BACH CO. ALVA D. STEIN 
CHICAGO 252 Fifth Street 156 Purchase Street 





730-732 W. Monroe St. San Francisco, Calif. Boston, Mass. 
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e Swing Co 


Balkite “A” 


Contains no battery. The same as 
Balkite “AB” but for the “A” cir- 
cuit only. Not a battery and charger 
but a perfected light socket “A” pow- 
er supply. One of the most remark- 
able developments in the entire radio 


oe field. Price $35. 


+ Sah i ge 


RIES trim oe 


e COR 99 One of the longest 
B alkite B lived devices in 
radio. The accepted tried and proved light 
socket “B” power supply. The first Balkite 
“B” after 5 years is still rendering satisfac- 
tory service. Over 300,000 in use. Three 
models: “B”- W, 67-90 volts, $22.50; “B”- ae 
135, 135 volts, $353 “B”-180, 180 volts, Licensed under Andrews-Hammond patent 
$42.50. Balkite now costs no more than Balkite “A” 
the ordinary “B” eliminator. 


Balkite “AB” 


Contains no battery. A com- a 
lete unit, replacing both“ A” i om , . 
or he 233. Balkite Chargers 


and “B” batteries and sup- 
plying radio current directly Standard for “A” batteries. Noiseless. Can be 
from the light socket. Con- during reception. Prices drastically re- 
b ‘ P ; . duced. Model “J”* rates 2.5 and .5 amperes, 
tame no Dattery on any Soom. = : for both rapid and trickle charging, $17.50. 
Operates only while the set - “ Model “N”* Trickle Charger, rate .5 and .8 
in im une. Two medels:"AB” : amperes, $9.50. Model “K”’ Trickle Charger, 
6-135," 135 volts “B” cur- $7.50. 5 
rent, $64.50; “AB” 6-180 Special saan oh 25-40 cycles at slightly 
: ’ ° : Licensed under Andrews-Hammond patent ng Tp rices 
180 volts, $74.50. Special Balkite “AB” " "7 Prices are higher West of the Rockies 
model for Radiola28, $63.50. and in Canada 


C+ Prices ar rhtly higher west of Rockies {© 


FANSTEEL PRODUCTS CO., INc., NORTH CHICAGO, ILL. 


Balkite 


adio ‘Power Units 





November, 1927 


THE JOBBER’S» 





A) SALESMAN 





73 








: UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


| Balkite i is no accident 


HERE is an enormous swing to 

Balkite in the Radio Power Field. 
Balkite sales are greater. The number 
of Balkite dealers is greater. The num- 
ber of jobbers who want Balkite is 
greater. 

This swing is not an accident. In fact, 
when in the settling-down stage of any 
industry the trade begins showing a de- 
cided preference for one manufacturer 
it is never an accident. What has hap- 
pened is that time and experience have 
made clear to both jobber and: dealer 
which lines are profitable and which 
are not. 

Why the swing should be so decisive 
at this particular moment in the case of 
Balkite is quite clear. 


curst: Year after year Balkite has been 
the pioneer in its field. This year as 
usual the Balkite line is the most ad- 
vanced line of Radio Power Units on 
the market. Outclaimed all summer by 
a score of lines, the season’s best sellers 
are again Balkite.. 


Second: Time shows more and more 


the correctness and reliability of the 
Balkite electrolytic principle. Electro- 
lytic rectification is not only more pop- 
ular than ever with the trade but its 
advantages are so great that other large 
manufacturers are using it under license. 
Balkite has now three licensees in the 


radio field: Vesta, USL and Gould. 


Uhir d 
built by performance at the hands of 


its owners. Once sold Balkite radio 


: Balkite’s reputation has been 


power units stay sold. We believe that 
the Balkite service is unequalled in the 
entire radio field. 


Fourth: Balkite is the third largest ad- 
vertiser in radio. Balkite’s consistent 
advertising is only part of a larger pol- 
icy that has always given the trade every 
possible help in selling its goods to 
the public. 

The swing to Balkite is only an indi- 
cation that Balkite policies are bearing 
fruit in profit to both jobber and dealer. 
The line is complete. With it you need 
no other. Concentrate on Balkite and 
you'll make money. 


FANSTEEL PRODUCTS CO., INc., NORTH CHICAGO, ILL. 





alkite 


Radio ‘Power | 


Units 
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In the Robbins & Myers 
line of Motors you have 
products to sell which will 
fit any normal demand. 
You are in a position to 
solicit not only the larg. 
Motor business (single, 
polyphase, and D. C.) 
but also the fractional 
horsepower orders where 
volume means profit of a 
most substantial nature. 
No order is too large or 
too small for you to han- 
dle. And, if you need 
help there is always a 
Robbins & Myers repre- 


sentative within call. 


It is not too early to plan 
for next season’s fan 
sales. Jobbers’ salesmen 
have, in the past, signed 
dealers before Christmas 
for the following sum- 
mer. The dealer who is 
satisfied with the season 
just past is most ripe to 
listen to your sales argu- 
ment now. A little mis- 
sionary work at present 
will mean contracts for 
you a few months later. 
Think it over. 





ROBBINS & 


Factory and General Offices 


—, 
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N° jobber’s salesman should overlook the im- 

portance of profiting by the name “Robbins 
& Myers.” For years it has represented all 

that is best in motors and fans. To tell a con- 7 

tractor-dealer you handle Robbins & Myers Fans 

and Motors is to reduce your selling effort at least 

fifty per cent. 


In serving the trade conscientiously for twenty- 
nine years a value has been built upon our name 
which cannot be measured in monetary terms. 
This value is passed on to every jobber and to 
every one of his salesmen concerned in the mer- 


chandising of Robbins & Myers products. It 1s 
yours to sell and yours by which to profit. 







VIYERS COMPANY 


PPRINGFIELD, OHIO 
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Filling Every Outdoc 


Jobbers’ Salesmen will find that Herwig Cast 
Metal Outdoor Lighting Fixtures fill every out- 
door lighting fixture need. 


Apartment Buildings, Bungalows, Country Clubs, 
Churches, Garages, Public Buildings, Residences and 
Warehouses are all prospects for Herwig Products. 


Beauty has been so combined with weatherproof 
and durability features in these products that they have 
attained a position of pre-eminence in the outdoor 


fixture field. 


Any fixture may be duplicated in bronze if so de- 
sired, and jobber’s salesmen should keep this important 
fact in mind when soliciting business in the | 
Herwig Line. 


LANTERN BRACKET 
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As the electrical jobbers became 
awakened to the profitable indoor 
fixture business available to them, 

they gradually swung over to the outdoor fix- 

ture field as well, until today every live jobber 

is securing a nice business from this source. 


Herwig Cast Metal Outdoor Lighting Fix- 
, tures have made the step possible. This splen- 
el did line backed by a liberal jobber policy has 
aroused the interests of jobbers and jobbers’ 
salesmen alike to the keenest extent. 


sr ttptp th tte tt blob fol CTE 
. a eee » 





National advertising in leading 
trade publications has created a de- 
mand among contractor-dealers for 
the Herwig Line. They know it 
sells readily, is profitable, and will 
back up in service any claims made 
for it when selling the installation. 


\\ 
: a3) )) iy 





No. 177 A view of our new modern factory and general 


Jobbers and jobbers’ salesmen not 
office 


ow having our catalog No. 25 are in- 
ted to write for it at once, and our 
w 6 page illustrated folder of new 


tures and embodying the interchange- ; 
le unit illuminated house numbers. e erwig O. 
We will also be glad to send a copy 
any contractor-dealer designated by a 


ober’s salesman. 1753-59 SEDGWICK ST., CHICAGO 
—Established 1908 — 
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Sean 


EIRCE EXPAN} 














After the hole has been drilled to 
the desired depth and cleared of the 
fine particles of brick or stone, re- 
move the nut from the expansion 
bolt and insert head first. 


O product in the electrical indus’ 
try enjoys more popularity in the 
particular field it serves than 

does the Peirce Expansion Bolt. 


RS 


Primarily designed for attaching 
house brackets for telephone and electric 
light service wires to brick or stone 
buildings, its general value was so quick- 
ly appreciated that it now is not only 
used in every branch of the electrical 
industry but also is widely used for at- 
taching awnings to buildings, hanging 
signs and in the plumbing trade for at- 
taching fixtures to walls. 


The bolt in position ready for tamp- 
ing. A number of light blows, in 
tamping as in drilling, gives more 
satisfactory results than heavy 


hobs 


bb urek 
See 


ci 











The lead tamped back against the 
head of the bolt and compressed 
The vie sisleielanns ve — sincaigiad he 
ee ae ae The Peirce Expansion Bolt is capable 
of standing a greater steady load than 
any other bolt—it will not work loose 
under any amount of vibration, a condi 


tion not met by other bolts. 





It is easy to install, requires the drill 
ing of a comparatively small hole, costs 
less than any other type and gives a posi 
tive performance. 





A Peirce No. 191 Wireholder at- 
tached by two Expansion bolts 
House Brackets, Fixtures, etc., at- 
tached by this method will never 
pull off. 








HUBBARD 
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PEIRCE HAMMER DRILL 


La Re eo 


HE Peirce Hammer Drill is the : 


greatest labor saving instrument 


Peirce Drill Points are made of the finest tool steel 


put in the hands of the electrical : and machined to exact size. They are tempered to a 


hardness and toughness hitherto thought impossible 


men since the beginning of the industry. 


Designed for use with the Peirce Ex- 
pansion Bolt its possibilities were so 
quickly recognized that it is now used 
almost universally in all trades where 





there is drilling to be done. q 
With the Peirce Hammer Drill, a hole i hal shiaer a Peirce Ring Bolte and. Knob ‘Bolts. The 
can be drilled in masonry in about one- standard for tamping 4” Expansion Eye Bolts 


quarter of the time required by any 

other method—and, injury to the opera- a 

tor is impossible while this drilling is 2 

aking See . 
Hand in hand with the drill are other 

accessories such as the Drill Point; the Z da ane eee 5 i ee a ee 

Hand Chuck for Drill Point; the Tamp- | ano ur ce tie sae Ge ee oe ee 

ing Tool, and the Offset Tamping Tool. : 








Jobbers will find in the Peirce Line of : 
Expansion Bolts and Accessories a most : 
profitable source of business. 5 - 
8 _ on 
And, do not overlook the fact that 4 


Hubbard makes a complete line of Pole ; 
Line Hardware as well. é The Peirce Hand Chuck allows the us f Peirce 


t é 
Drill Points with the old method of the hand-and 


hammer drilling It is similar to the chuck of the 
a : 
ba Hammer Drill and will hold any of the Peirce Drill 
. . Sree | 0 S 
EELS I LT ST IE OE OT Toe uate Woke Points. 





: * 


‘PITTSBURGH *“ OAKLAND, CAL.“ CHICAGO 
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Home- 
power is the latest type of “A” 
Power Unit developed. No acid 


The New National 


—no bulb! It consists of an 
Elkon charging device in com: 
bination with any type or size 
National “A” Battery desired ex- 
cept Type 45 Glass. The Home- 
power is fully automatic, com- 
plete with built-in Brach relay 
switch and “B” Eliminator re- 
ceptacle. 
Priced from $29 to $37.90 


The National “B” Eliminator 
is unquestionably the outstand- 
ing “B’ Eliminator on the mar- 


ket this season. Operates on 
any set using 201A tubes or 
power tubes. Has only one dial 

simple and easy to operate. 
Taps for 45-6714-90-135 and 
180 volts. Can also be used 


with any National Homepower 
Unit to give a compact, auto- 
matic, 
Supply. 

Price complete $30.00 


eficient “AB” Power 











CAA 
BATTERIES 


LEADS THE VW 








AL 








The National Franchise 


Is a Guarantee of Profit to Radio 


Dealers and Jobbers 


pP UBLIC acceptance of National “A” 

Batteries and Radio Units is grow- 

ing faster this year than ever be- 

fore as evidenced by the phenomenal 
increase in National sales. 


There are hundreds of thousands of 
satisfied, enthusiastic users of National 
“A” Batteries and Homepower Units, 
and the new improved National line for 
1927 and 1928 is adding to this list at a 
greater rate than ever before. 


National Battery advertising in the 
Saturday Evening Post, Literary Digest 
and metropolitan newspapers is telling 
the ever increasing number of radio 
owners about National products. Na’ 
tional dealers are making more profit 
and building much valuable good will 
through satisfied customers. 


The National Battery Company’s fair 
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play policy to both jobbers and dealers, 
plus the ready acceptance of the buying 
public, form an unbeatable profit com- 
bination. 


There is still some available territory 
for aggressive distributors, territory that 
will yield big returns when backed by 
the National product and selling plan. 


Write today for details on the 
National franchise. It explains this 
highly profitable line and the National 
Battery sales policy that guarantees pro- 
tection to dealers and jobbers. 


NATIONAL BATTERY COMPANY 
General Offices, St. Paul, Minn. 


Factories: St. Paul, Chicago, Kansas City, Los Angeles, 
North Bergen, N. J. F 

Branches: Dallas, Oakland, Atlanta, Portland (Ore.), 
Baltimore, St. Louis, Cincinnati, Seattle, 
Spokane. 











RADIO BATTERIES 








National Radio “A” Batteries 
are available in composition con- 
tainers in six sizes. They are 
equipped with bail handles and 
rubber terminal nuts. One of 
the terminal nuts is of red rub- 
ber to designate positive and the 
other of black to designate nega- 
tive. 

Priced from $9.95 to $18.55 





The well known, sturdy Na- 
tional Battery can now be had 
in glass cases in three types 
These cases are equipped with 
the three-ball type of automatic 
indicator which shows the con- 
dition of charge at a glance. 
These batteries are also complete 
with rubber terminal nuts. 
Priced from $7.85 to $18.95 
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THE BETSY ROSS LINE IS Now 









Keeping Pace 
with Consumer 
Demand 




















WH NHERE is a kind of peculiar con- 
sumer demand, which, say what 
you will, is instrumental to a 
great degree in creating new products. 


The manufacturers of the Betsy Ross 
line of Electric Heating Appliances, 
ever on the alert to sense this demand, 
have kept pace with it in producing the 
products here displayed. 










Refinements of a practical and beau- 
tiful type have been incorporated into 
these new products to the extent that 
the consumer demand is being well 
taken care of and will continue to be 
in the future. 













Jobbers are here offered an oppor’ 
tunity to “cash in” on the sales devel- 
oping on these new products. 












a 


SINCE 1909 Poss 
(U 
Electric 
Heating Appliances 














TANDARD HEATER 







Pe ae ee 
ERE AO 1 







F BETSY ROSS 
s 


ORDS 
| For All Electric Irons 


| ecto 
| CENTRAL FLATIRON 
MFG 











0 
JOHNSON CITY. N.Y 









{ Ba 


-ENTRAL HK} LATIRON 
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DISTRIBUTED THROUGH THE  JOBBER 


Statement _ ° 
of Policy 


v 


y p ETSY ROSS Electric Heating Appliances 
B are being distributed through legitimate 
“” jobbing channels. 


The fullest protection is given to jobbers on 
the Betsy Ross line consistent with the generally 
recognized planks in the jobber policy. 


Jobbers are invited to consider this line with 
the fullest assurance that our jobber policy will 
be strictly adhered to, and rigorously carried out 
by our representatives in the various territories. 


No stone will be left unturned to give the kind 
of service and co-operation which will result in 
mutual satisfaction and profit to all concerned in 
the manufacturing and distribution of Betsy Ross 
Electric Heating Appliances. 


Write for territorial arrangements. 


v 


FG.C.0. JOHNSON WU ITY. 
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Make Your Lighting Installation: 
EASY TO CLEAN. 















ig riers tests on typical in- 
stallations have shown that onan 
average, the loss of light when re- 
flectors are not cleaned regularly, 
amounts to nearly 50% of that avail- 
able when systematic cleaning is fol- 
lowed out. 










The Westinghouse Automatic Cut-out Han- 
ger is constructed to facilitate cleaning re- 
flectors and lamps without ladders. The 
fixture is lowered to the floor by means of a 
rope run from the fixture to the nearest col- 
umn or wall. When lamps have been re- 
ceeeainiaeiamniiiiass placed or the fixture cleaned, another pull of 
With RLM Dome Reflector the rope, and it is again in place, restoring the 
circuit and automatically locking the fixture 
in place so that it is supported independent 
of the rope. When the fixture is released to 
the ground, the circuit is automatically cut 
off, thus protecting against accidental short 
circuits or contact with live wires. 


























Our nearest district office will tell you how 
to install automatic cut-out hangers at a 
profit. 


Reflector-Socket- Fixtures 


It takes just three minutes and one man to 
install a Westinghouse Reflector-Socket-Fix- 
ture. And once installed, there are no loose 
wires to stuff back—no washers or lock nuts 
to adjust. The cover is heavily galvanized 
and painted—guaranteed weatherproof. Re- 
flector-Socket-Fixtures are well protected 
from dust accumulation, insuring permanent 
high efficiency and cleanliness. 












Westinghouse Electric & Mfg. Company 
‘ Merchandising Department 
Reflector-Socket-Fixtures Mansfield Works Mansfield, Ohio 


Westinghouse 
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WK-11 Motor Starting Switch 

with Base Partially Removed . : _ K-62613—Open Single Pole 
Showing Keyhole Slot and Slip : N. E. C. Fusible Switch for Electric 
Joint that Hold Base in Position. ‘ Refrigeration Equipment. 


Thermostat or Other Derice. 





— << <> 


imc 
ae. 
Ls i, 


LINE MOTOR 
Wiring Diagram 




















Midget Motor Starting Switch 
with Thermal Cutout Protection. 

















Saving Time is Saving Money 


HE time you save in installing switches is money in your 
pocket. That’s why we've made this Westinghouse Midget 
Safety Switch, an easy-to-wire switch. 


Just loosen two screws at the back of the switch box—they do not 
need to be removed—they can not drop out. Slide out the base 
and handle mounted on the steel insert. Connect the wires to the 
switch block and replace the unit as easily as you removed it. 
Even if you forget to tighten the screws, the unit will be held in 
place by the keyhole slots at the back of the insert fitting over the 
two screws. 

There’s a special type of Westinghouse Midget Switch for your refrigeration 

equipment or fractional horsepower motor requirements. 


Write today for your free copy of Catalog 41-A 
giving complete information. 


Westinghouse Electric & Manufacturing Company 
Merchandising Department 
Mansfield Works Mansfield, Ohio 
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MEET US AT THE J 


Socket Power: 








a 


io tcsgt 2% % 


“Enduring veers | “Unfailing 
as 
Niagara’s 
Power” 














as the 
Rock of 
Gibraltar” 



























































jt! DEMCO DRY A 
| POWER UNIT 


Your set switch controls everything. Auto- 
matically disconnects power supply from B eliminator and A unit by 
simply turning your set switch off when set is not in use. Automati- 

cally connects power supply to A unit and B eliminator upon turning radio 
set switch on again for use. 


Statistics show that our export shipment will be far in excess of any other 
eliminator manufacturer. This is due to an entirely new principle of power 
supply, patented by us. Our dry A contains a dry metal rectifier of such 
huge proportions that its life is practically everlasting. There is nothing 
to renew, such as cartridges, bulbs and they do not contain an electrolytic 
rectifier in any form. The filter capacity consists of two condensers, which 
have a total capacity of 125000 Mfds. 

Our 60 cycle model is for 50 to 60 cycles only. 
They are instantly adjustable to any set of ten tubes or less. They deliver 
2!4 amperes filtered A current free from hum or distortion, at 6 volts D. C. 





Dooley Electrical 
WHEELING, 
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BER’S CONVENTION DETROIT 


that Mean 


| “? Be ta On % £ % ] fetwweae- 


“7OBBERS and Dealers who do not have our socket 

7 powers in stock will lose dollars, good will and 
prestige. This year public opinion demands the 
ultimate in socket powers. Every customer who uses a —-= 
Demco product sells his neighbor. 





Do you figure your overhead, service calls and what 
not on an eliminator or radio that will not stay sold? Our 
socket powers are enduring as the rock of Gibraltar and 
unfailing as Niagara’s power. They are not built and 
guaranteed in a round number of hours but are built and 
sold to outlast the best radio set that the greatest engineers 
of the country have been able, so far, to design. 


These socket powers are designed and built by some of 
the country’s foremost engineers who have devoted years 
of untiring effort toward the ultimate goal of perfect 
socket powers, and in these units their dreams are realized. 


Your Commitments will be filled in order received. 
Write or wire today for particulars. 


BATTERIES 
TUBES 
ACIDS 








Demco 
Automatic 
Dry Charger 





PASTE 
pang Eureka 
Universal 
Demco A-B-C “BY” 135 
LTRS. SARA, TTT TT ATLAS EF OREO I 2 st ot ’ 2 “ ey DOOLEY ELECTRICAL MEG. Co. 
“Baie Wheeling, West Virginia. 
———— ee a ———— : Send us information regarding Socket Powers. 
oe x 
lanutfacturing \o.: *” 
ula WO. 
Address 
EST VIRGINIA Cit State 


STAR YASS a OR SES 


laps ee orem! 
SE Ph Sa rae Se eae 
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at a 


se 
price thats 7 
can afford 8 


HE Regal Cleaner is a QUALITY 

product, made by a manufacturer 
who has held the QUALITY leader- 
ship in the vacuum cleaner field for 
over fifteen years. 





By utilizing unprecedented manufac- 
turing advantages, the Regal Cleaner 
—a QUALITY product through 
and through—can now be sold at 




























is full-size, powerful, efficient—a standard high- 
grade product in every detail. It is not “built 
down to a price.” It is not sximped. We have 
simply taken advantage of the engineering and 
manufacturing facilities of our huge plant to meet 
the price demand of the popular market with this 
cleaner on which we are proud to place our name. 


Jobber 
Proposition 


tear off this 








coupon, pinit to 
your letter head, Sold only through Jobbers and Dealers 
and mail to 
-_ Pays better than usual profit on this priced cleaner 
e 


P. A. GEIER CO. 


The P. A. GEIER Cz. 


Manufacturers of QUALITY Electric Cleaners for over 17 Years 
540-560 EAST 105th STREET - CLEVELAND, OHIO 


Manufactured in Canada by CONTINENTAL ELECTRIC CO., Lid. 


Toronto, Ont. 


540-560 East 105th Street 
| Cleveland, Obio 
~Manufactured in Canada 


by Continental Electric Co. 
Ltd., Toronto, Ont. 
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F you have a hobby—ride it! If you own 
stock in a concern that is a consistently 
increasing earner—ride it! If you are han- 
dling a line of merchandise whose EARNED 
“ popularity is always on the upward trend— 
ride it! It will pay you to do this because 
Su sprouts yet greater Su and 
Sales Resistance bows down before rising 
popularity. Our ambition has been to com- 
bine in “Ettco” those qualities, and in its 
policy those factors that will permit you to 
put your confidence in it for the “long pull.” 
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= ANY dealer a 
stock and sell Presto 
Products— 


He must get them through his 
regular jobbing source of supply. 
Presto merchandise is never put 
Mm on the dealer’s counters in any 
other way. That's why 
you men calling on the 
trade find it a profitable 
line to push. 





















WeAre Backing 
You with Real 
Hard-Hitting Ads in 


“Good Housekeeping” 






Merit Sells 
Presto-Jr. 









“y 3 Ww ” . . 
Lib erty eekly and Without a cent invested in 
ad ' 99 advertising Presto-Jr. made an 
House Beautif ul outstanding sales record last year. With a 
These magazines, with their millions of readers, are carry- solid advertising campaign behind it, this 


- the eed of . = ee leading — marvelous little cleaner has simply broken 
right in the heart of the busy Holiday buying season. See ‘ a 

allt 
that your dealers are stocked and ready for the demand. all records as a seller. The inherent quality 


We'll supply them with counter cards, mailing folders and of Presto-Jr. has made it the most popular 
other helpful sales builders FREE. electrical appliance since the electric iron. 


METAL SPECIALTIES MANUFACTURING COMPANY 
338-352 No. Kedzie Ave., Chicago, U. S. A. 


Prestoc=*) 


Electric Vacuum Cleaner 
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\ O woh aaye. tf VT (IT NLlEe 3 
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sin Mirror Glass Plates. 
bay the Haring Mirror Glass 
'Plates you have a specialty HARING 


line to offer your dealers which 
has the sales volume possibilities 
of staples. 

They are needed in every home 
and office and can be sold over * | 
the counter or on new wiring GLASS PLATES | 


jobs. Th fi I le of 
‘ ere is 30 per cent profit to you on the sale of 
Jobbers should get in on this this display board. g *- buy them with the three 


plates at your regular discount and sell them to your 


f; 1st selling line. If you are not dealers at $2.10 each—the dealer's price on three plates 


A sample board can be carried in a brief case 


handling it write at once for our Jobbers’ salesmen selling Haring Mirror Glass Plates 


should order a sample at once and carry it over their 


attractive territorial arrangement. 9 “"°"" 








Ask for the mirror plate in the ‘ GE and BLUE carton. 
HARING SWITCH PLATE COMPANY 
609 Washington Square Bldg. Philadelphia, Pa. 


wean huenienntt Pa. 


CSRS OARS LEAN ES! SAENGER AES HE 
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| tower of the [LG plant, away __ 
m the noisy wetivities one ; 
Fa we have recently finished the wor Planning 
° AO 4 
a and approving the IL r for 1928. 


3 It is now complete o be released 
| oo January Ist. 




















PE NNASNN | 
(Z ZR To the many Jobbers, Jobbers’ Salesmen and F 
—¥ SS, thousands of Retail Merchants who have in- © 
we SSS spired this greater ILG Sales Campaign and 
: g g 






helped make this passing year one of the most 4 
= successful in ILG history we extend thanks here 
= and now for their earnest co-operation. “ad 














For 1928 we promise you the same generous 
measure of assistance and protection that has 






















s rere BNA S long individualized the ILG Sales Policy, and 
: f onee SSN ; you who are interested in advance information 
2 st SS about the ILG Greater Sales Program for 1928 












we anticipate seeing this month at the Fall Con- 
vention of the Electrical Supply Jobbers Asso- 
ciation in Detroit. 


We have much to tell you — an interesting 
= advertising program to show you, more inten- 
= sified than ever before — national in scope, 
planned to make a conspicuous tie-up with the 
electrical trade everywhere and promote a better 
understanding of ILG Ventilation and the out- 
standing merits of the ILG Electric Ventilator 
2 — the only one made with a fu//y enclosed, self- 
cooled motor. 












+ = = Ilg Electric Ventilating Co. 
: A qe |= r 2854 North Crawford Avenue 
|= CHICAGO, ILLINOIS 




















































FE would like to Mee 
to discuss the 
Please comm ; se 











1928. sian 
Firm Name Jas Se 
| - ea = 
Address — —— — 
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1927 
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Detroit 
415 Brainarg Street 
Indianapotig 
1004 New City 7 


aukee 
°Politan Building 


Minneapoji, 
442 Builders Exchange Bldg. 
New aven 
Rm, 509-999 Chape; Streer 
New York City 
15 Park Row 


Philadelpp, ia 
325 Commerg; Trusr Bldg. 





Stores, 
a, Pinay si 

an > tc. 
Public Buildings, 7 
Pu 
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ristma: 
that Sells 


Press em Boy 













Those who attended the New York Elec- 
trical Exposition in October saw the constant 
crowd at the PressemBoy Booth. 





















Here was something new, shown for the first 
time, something interesting and exceedingly use- 
ful . . . an electric trouser presser for the 
home. Such crowding forward to see! 


Men recognized at once in PressemBoy one 
of the greatest conveniences offered them in 
years. Now they could keep their trousers in 
the same tip-top shape they did the rest of their 
clothes, regardless of the tailor. Women ac- 
claimed it as a Christmas gift .. . 
something new for the man who has 
everything . . . something practical 
for the man who hasn’t. 


That was the public’s reaction, as 
dealers were quick to see. 





Jobbers Wanted 


Correspondence invited from job- 
bers and manufacturers’ agents. 











DISTRIBUTORS, 


1518 Walnut Street 
Philadelphia, Pa. 
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Press em Boy 


PressemBoy consists of three parts; a sheet-steel 
top and bottom, attractively finished in Duco, Rolls- 
Royce Blue, and a heating pad that is placed between 
the trouser legs. 


It possesses all three attributes found in the most 
expensive pressing outfits—heat, dampness, and 
pressure. It does a pressing job that is amazing, 
does it while a man is shaving, at the cost of a frac- 
tion of a cent. It cannot scorch the trousers. 


PressemBoy retails for $12.50 ... a real invest- 
ment in personal appearance and convenience. There 
is nothing else like it on the market. A Christmas 
Gift that will sell on sight! Fully protected by 
patents in the U. S., Great Britain, Canada, and 
France. 


The jobber or manufacturers agent who handles 
PressemBoy has something that will sell—something 
that any dealer will want as soon as he sees it. Order 
PressemBoy by wire. We will help you circularize 
your trade. 


INCORPORATED 





Sole 
Manufacturers 
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ADVERTISING 
CAMPAIGN 
FURNISHED 

Window and Counter Cards, 
Leaflets, and Newspaper Mats for 


the Christmas Trade _ furnished 
FREE. 
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Emerson Ventilators 
Mean Kitchen Comfort! 











Kitchen comfort depends on getting 
rid of superheated air, smoke and grease 
quickly. The comfort of the rest of the 
house is largely dependent on kitchen 
ventilation. 


Emerson 9-inch and |2-inch ventilators for the home 
are supplied with mounting boards, panels and wall boxes 
to meet every need. They are inexpensive to install, 
and save frequent decorating. Their running cost is 
never noticed on the light bill. 


2864 








The fan shown is 
mounted on an adjust- 
able metal panel with 
glass inserts so that 
there is practically no 
obstruction of daylight. 











The Emerson Electric Mfg. Co. 


| 2018 Washington Ave., St. Louis, Mo. 
50 Church St., New York City 806 W. Washington Blvd., Chicago 
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Sell them for profit, and on merit! 





Appleton convenience and 





quality hold customers 


Type “NTC” 
No-Thread Unilet 





AKE “No-Thread” Unilets for example. Jobs 


which would ordinarily require hours can be 4-S-% Square Outlet-Box 





done in a few minutes. Bends and angles in con- 





Type “NTE” ~ i 4 
No-Thread Unilet duit make no difference, for No-Thread Unilets 





clamp onto the end of the conduit. The conduit 





never has to be screwed into the hub of the fitting. 





Thus conduit-threading—the slowest and costliest 





Appleton Handy Box Knockouts 
“NTLB” e ° . . . . . . Oo we % «i ” i id ~o d 
1s tissu tials item in a wiring job—is completely eliminated! — ' **” @n@ tineh Rigid Conds 





No loose parts. No change in diameter of 





threaded parts. Male and female threads always 





parallel. Positive metal-to-metal contact because 





lcs 0 the triple-beading on the inner ring bites clear 





through conduit enamel and into the conduit it- “Boltless” Fixture Stem 





self, making a perfect ground. 





And Appleton Standard Unilets and Conduit 





I) sceserase + 

pore 
eee Fittings are equally workmanlike in design, equally 
Rectangular Unilet with 


Three-Wire Porcelain well made. Easy to handle, light and strong, their 


Cover 





smooth finish and accurate shaping have earned Entrance Firing with Combinatwon 


UNILETS 2, 3 and 4-Wire Cover 


them decided preference among experienced elec- 
trical men. They’re the sort you can conscientiously 
recommend and sell. They bring repeat orders. 





Type “C” 





prec hat APPLETON ELECTRIC COMPANY 
Receptacle Bushing — Cast 


1734 Wellington Avenue - Chicago, U.S. A. 


New York—150 Varick Street Los Angeles— 340 Azusa Street 


1PS 


Type “FB” Fitting 
Appleton One-Screw with Combination Straight Tiger-Grip Hickey for 
Conduit Lamp 2 and 3-Wire Cover Box Connector and %-inch conduit 


PPLETORLSUNILETE 


und CONDUIT FITTINGS 
TANDARD FOR 


BETTER WIRING 
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The Most Intensive Electric Cleaner Advertising Campaig 
Ever Built Around the Jobber ! 


Here are the details— 


A big ad every other Sunday between September 18 and December Ist and ONE 
EACH WEEK thereafter until Christmas. All these run in the Chicago Sunday 
Tribune—the newspaper which reaches practically every family in Illinois, Indiina, 
Michigan, Wisconsin and Iowa. 

Nine mailings from us to every dealer prospect in these five states urging thei: to 
buy CLEMENTS Jewels through their jobbers. 

Factory salesmen “fine tooth combing” the territory for the jobber, working with 
and helping jobber salesmen. ; 

These are the things we are doing to place the electric cleaner business where 
it belongs—THROUGH THE JOBBER! 

CLEMENTS Jewel is backed by a REAL jobber policy. It is not sold 
through direct-to-consumer mail order houses. No house to house sales 
men are employed to compete with dealers. Factory salesmen work 
WITH and THROUGH the jobber. 

Not only do CLEMENTS Jewel jobbers do more business, but they | 
make MORE MONEY—for, while the price is low enough to mak 
volume sales possible, it is high enough to allow a good profit. 

WE do not ASK YOU to protect US. There is 1 
franchise to sign. We are out to HELP YOU GET 
THE BUSINESS and we go the limit in co-operating ' 
























whether your order is for ONE or ONE HUNDRED 
Write for details. They will interest you. 


(i J EWEL 
Retails S 4475 


{Includes 8-piece 
set of attachments) 








rr a, 



















Is Your 
Territory Next? 
Following our pres- 


ent campaign in Zone 





, we will spread out 
into other territories as 
well. The amount of 
interest shown by the 
jobbers in other terri 
tories will determine 
our next move. Are 
you interested? Then 


write us. 














vie 


CLEMENTS MFG. CO. 625 Fulton St., Chicago, Ill. 





ee 
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hy K-81 is Outselling 1117+, 


eo ° 


ae Comp 
sw” Fie 
Sn Raytheon BH Tube 


i x angeles 


R-81 Outsells because— 














Sterling 


—it brings out the finest tone quality of the 
receiver by exact power regulation, not 
too much, not too little, but just right. 


—it is simple to install and operate. 


—it carries the Raytheon Seal of Approval— 


—it provides plenty of power for 4 to 8 tubes the confirming stamp of dependability 


including power tube. 


—it sells at a price that 90% of radio owners 
are willing to pay. 


—it is backed by Sterling’s 21 year record 


and long life. 


—it stays sold—free from servicing and 
comebacks. 


of electrical reliability. 


These are the reasons why the Sterling R-81 is outselling from New 
England to the Coast. Don’t overlook this opportunity for volume and 


clean profits. Cash in on Sterling. 


Sterling 


‘Dependable / 


“RB Power Unit 


THE STERLING MANUFACTURING CO., 2831 Prospect Ave., Cleveland, Ohio 
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COLE FUSE PANELS 


The Most Efficient Units Made 


« ¢)% 


rh 


Write for new catalog No. 27 


COLE METAL PRODUCTS CoO., Ine, 


Manufacturers of 


33 Crescent St. Long Island City, N. Y. 
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The new all-metal spool for COLLYER CORDS has solved 
the problem of broken spools. 


Packed in convenient units in cartons, contents plainly marked. 


The ideal package for the Jobber’s stock. 


Collyer Insulated Wire Company 


Pawtucket, R. I. 
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High Spots 
of the HEMCO 


Advertising Campaign 


1. Prominent monthly ads 
in Liberty—the only consis- 
tent national advertising to 
consumers on Plural Plugs 
and ,Wall Plates. 


2. Covers, spreads,and pages 
each month in leading trade 
journals. 


3. Monthly direct mailings 
to dealers. 


4. Displays—telling the 
Hemco story from your deal- 
ers’ counters. 


5. Complete co-operation of 
Hemco Missionary Men with 
you. 


To make this advertising 
campaign most valuable to 
you, talk Hemco to every 
dealer on whom you call. 


er 1927—Ta 
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Every appliance sold this 
Christmas adds anothe 
prospect for a 
HEMCO Plural Plug 


There is one way to boost sales which never fails: 
suggesting related items on each order. 


That’s why it will pay you to talk Hemco—e:pecial 
ly during November. Electrical appliances are certain 
to hold their usual popularity as Christmas gitts. 
Every appliance calls for another outlet, and few homes 
have enough outlets for present needs. 


Remind every dealer of this easy way to boost sales: 
suggesting a Hemco Plural Plug for each appliance. 
The only plugs nationally advertised to the public, a 
Hemco is instantly accepted as a fitting addition t 
the gift. 


And don’t forget window displays—in your dealers 
windows and the company’s. Without exception, the 
salesmen who help dealers with window trims forge 
ahead in Hemco sales. And likewise, every jobber 
who displays Hemco finds that his dealer orders mount. 

Hemco Missionary Men can give you valuable help 
along this and other lines. Co-operation is their job— 
to help you educate your dealers on better merchan 
dise and methods—especially on Hemco. The orders 
the Hemco man gets, either with you or when work 
ing alone, are yours. 


Can't you use such co-operation? Just ask your 
sales manager to arrange it. 
George Richards & Company, Inc. 
557 WEST MONROE STREET, CHICAGO 
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These Jobbers Know 

the Value of Window 
Displays 

Many leading jobbers display 


Hemeo in their own windows— 

regularly. It is proof of a confi- 

dence in Hemco that every visit- 

iler understands. He carries 

awey the conviction that pushing 

Hemco pays—and he is never dis- 
pointed. 

window display shown above 

reated by the Robertson- 

Electric Co., Rochester, 

Below is a very successful 

of the Fobes Supply Co., 

ind, Ore. 
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, Known Improvement 
for Making 
Bette r 






















ahr tion and 





fO K 















& “VERY known improvement for making 
Better Tape has been installed in the Ap- 
Cr PAT. OFF pleton plant—the most modern tape factory in 









NON-RAVELING 


YN i America. 
FRICTION 
\, TAPE /| i] A trip through this plant would open your 


| APecerdi BUBEER company J : eyes to the marvelous strides we have made in 


FRANKLIN, 







—_ > dienes i a | the tape industry. Not only is the tape better, 





























but it is turned out in large quantities in a 





shorter time, which accounts for the reasonable 





price of this quality product. 









O. K. FRICTION and RUBBER TAPES 
are year ‘round products. There is always a 
demand existing for them, and the jobber han- 
dling the O. K. Line soon learns the volume 
and profit open to him on these tapes. 


Write for proposition on O. K. Tapes. 


APPLETON RUBBER CO. 4 


FRANKLIN, © ASS. 
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SAFETY 






















lil SWITCH 


nel 











Cat. No. 1112. 
30 Amp.—125 Volt—2 Pole. 


a’ 

\ 
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Cat. No. 7223 
60 Amp.—250 Volt—3 Pole. 





Cat. No. 1126 
30 Amp.—250 Volt—3 Pole. 


TYPICAL PALMER “AA” 
METER SERVICE SWITCHES 
































A Safe Bet 


Wherever Central Stations Specif» 
Accessible Fuse Switches 


During the last few months there has been a big increase 
in the number of prominent Utilities specifying the use 
of accessible fuse service switches on their lines. 


The Jobbers Salesman who bears in mind the various fea- 
tures of Palmer “AA” Switches, pioneers in this field, 
will soon appreciate the very sound reasons behind the 
rapidly increasing demand for this line. Here are a few of 
them, which appeal especially to the contractor. 


Bakelite, in place of porcelain. Eliminates breakages and gives 
maximum space for wiring. 

All connections and contacts easily accessible on face of switch 
A clean straightforward wiring job from start to finish. 
Double break, on each side of fuse, permits hook-up from and to 
any direction. Saves expense of special elbows and awkward 
conduit runs. 

Clean knock-outs, located where they are needed. 
Crank bracketed, instead of slotted, on side of box. Greatly 
increases strength of switch. 

Meter switches fitted with combined endwall and adapter, hinged 
to box. Cannot be lost or mislaid; easily swung on one side 
when wiring. Adapter universal for all standard meters. 


A Real Safety Switch At a Competitive Price 


30 to 100 amperes 
600 volts 


Single and Double Throw. 
Write for AA Catalog and full particulars. 


30 to 600 amperes 
250 volts. 


Meter Service and Service Entrance. 


Sample Switch will be sent to Jobbers on request, without obligation 
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The “‘“R.M.” Switch Line 














en Catalog Numbers Added (60 Amp.) 


LOOSEN SCREW The 30 Amp. Switches of this line were introduced 
AND REMOVE SHIELD B . ° 
with very little effort owing to four features: 


1. Small size. 

2. Rugged construction (Equivalent to 
Type “A’”’). 

3. High interrupting capacity. 


4. Low price. 


Now with the introduction of the 60 Amp. Switches 
comes an entirely new feature in safety switch con- 
struction which is of great saving to the wiremen 
—the removable saddle. 


The cuts to the left tell the story—just remove two 
screws and lift out the switch while running wires, 
so we may now add the fifth point. 


> <M ENTIRE SWITCH AND 
OPERATING MECHANISM 
REMOVED FOR WIRING 


t switch to wire 


Easiest 


The 60 Amp. Switches are made in the following 


types: 
1. Fusible—250 and 600 V.—2, 3 and 4 Pole 


2. No Fuse— 600 V.—2, 3 and 4 Pole 


3. Two Position Motor Starting 250 and 
600 V., A. C._—2, 3 and 4 Pole 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


Chicago San Francisco Boston 


Cincinnati Philadelphia 
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“THERE is no condition of 

wiring, whether industrial, 
home or office, that cannot be 
met with the products contained 
in the Circle F Line of Wiring 


Devices. 


The completeness of this line, 
backed by quality products, fair 
price, and a strict jobber policy, 
accounts for the ever-increasing 
jobber and contractor-dealer dis- 
tribution which Circle F is secur- 
ing, 










WEL ition 


% 











Jobbers interested in this line are i: 


| to write us for more complete details 





ivited 







] 








Offices in the Principal Cities 





Circle F Mfg. Co., Trenton,N.J. 
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What Better Gift 
At Any Price? 


Ask this question of your 
Dealers and tell them to ask it 
of their retail customers. Wahle 
Loud Speaker Standards are 
well within the range of any 
pocket book and as an unusual 
and attractive gift can’t be ex- 
——T celled. No. 100 
o. - 
Sicilia There is a Wahle Loud Standard 
Speaker Standard for practically for 
for : every make of Cone Speaker— RCA 
RCA the No. 540 Universal Standard Model 
Model is designed for universal use and 2 
100-A will accommodate practically any No. 100 
Cone Speaker. To show them Speaker 
Speaker is to sell them—both by Jobber 
and Retailer—and produce an Lj 
List ‘ exceptionally large net profit for - 


$10.50 each. $10.50 


A Speaker Mounted on 
a WAHLE STANDARD 


| 77s ceases to be an accessory 
TWO JEWELS _ becomes a piece of 
urniture. 


A “Jewel of a Lamp” and ~ Aids in Reception 
“Jewel of a Fixture” only par- Gr eS ie . . 
tially hint at the beauty of these 
new lighting products, which 
embody an entirely new princi- 

ple of illumination. These two 

jewels can be sold by any Job- IN RADIO 
ber even slightly equipped to 

do a wholesale business in light- 
ing equipment. Be convinced 
that nothing we say is exaggera- 
tion, and treat yourself to a 
marvelous sight, by ordering a 


sample a 10 regul: iobbe 7 ; ly ‘ " 
discount |) EQ A Two Profits Where 


One Grew Before 





eile 


sna eaamaas || 

















Every Loud Speaker needs a 

Stand and every Stand needs a 

Loud Speaker. Sell them to- 

‘ gether and watch “Two profits 

Model “E” i grow where one grew before.” 


Standard @ 
Most. retailers handle five No. 540 


prea : makes of Loud Speakers. To Universal 
i ‘ display them properly they Seantterd 
Kent should place one of each make 
|| Model “E” on a Wahle Standard. Just 
Loud think what an order for five Cone 
Sic ‘ display standards alone to each Speakers 
mene Dealer would mean to you. Ask 
your Sales Manager to give you List 


List By the facts. 


for 


fo: 


Don’t be an also-ran in 
the Wahle Sales Contest 
now going on. There's 
lots of time left so step on 
the gas and win a prize. 
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ISTRIBUTION through the jobber, with 
strict adherence to the principles which 


govern such a program, has always been the 


0 i i i ee i i 


policy pursued in selling Okonite, Dundee and 


4 


Y 


Manson Tapes. Since the earliest days, in fact, 


LLELGLLE LLL a 
44 / a 4 / 


,, vt ( f f 4 


the Okonite Company has followed this course 


A 


a aw a 
4 
44 
fy 


4 


without the slightest deviation and with no oc- 


A 


A 
a a 


casion whatsoever for regret. 


- 
iy 
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The jobbers, in turn, have been equally well 


aw wa 
A a 
FS 

Jf f 


fy 


satisfied if their whole-hearted and continuous 


support of Okonite policies and products has 


Af, 


been any indication of this fact. 


f 
4 


"es 
(f/f f 
‘2 Jf 


\We look forward to a long continuation of this 


” 
, J 
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ff fr 
ey, 
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mutual cooperation and, through maintenance 
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of quality as well as through progressive ad- 


4 
Li 
4 4 A 
4 ff 4 
ff 4 
Af J / 4 
4 f/f fo 
4 / / 
SEA 


vertising, we will do our part to continue the 
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popularity which, year after year, has made 
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these products increasingly profitable. 
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FREE—To Any 


Jobber Executive! 


ONE PAIR OF PORCELIER 
BRACKETS AS SHOWN BELOW! 


IP 
; 



















— 
LS 


RR RPR SF 









No. 926 
No. 526—1 BIRD OF PARADISE 
Levolier Socket Decoration 10 





If you’re “from Missouri” or if you’re not—vyou want to 
be shown. 











Then see for yourself—in your own home—the beauty, 
durability and desirability of PORCELIER Fitments. 


SENS Sci 


We will gladly send you—without charge or obligation 
—one pair of PORCELIER BRACKETS as shown here. 


It’s our “treat.” Just fill out and mail the coupon 
shown below. 


Se SLC EE Ov Ties a OC et 


Absolutely no obligation on your part 


Te eee :tt””t”” eee 
1026 Fifth Ave., Pittsburgh, Pa. 


Please send me without charge or obligation one pair of No.>526-1 No. 926 (mark choice.) 


RII oie ic irre a oS Ne ae sibs Wile Snticeiah m8 ee aegis sg eared cas 4 
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NATIONAL FAME 


A babe a little over a year ago—a giant today, 
Kleartone Radio ‘‘B’’ Batteries have proved themselves 


Backed by a definite selling plan, the Kleartone 
franchise becomes a valuable asset to both the jobber 
and the dealer. Public demand is ever increasing, due 
to the unusually long life of Kleartone ‘‘B”’ Batteries. 


complete details. 





4 










The Selling Plan for Klear- 
tone Batteries, embodied in 
this new book, contains real 
meat for jobbers’ salesmen. 
By using this book you can 
show your dealers, over your 
own name, how profitable 
and attractive the Kleartone 
franchise is. Every dealer in 
your territory, by putting 
Kleartone sales helps to 
work, can build up a big 
business in batteries 


= 9 








A highly profit- 
able and merchandising opportunity awaits you. Write today for 


GENERAL DRY BATTERIES, INCORPORATED 
Cleveland, Ohio 
_—- aaa er SERRE RERDE LEGO Ss Nee aR Re AN RN RIN 


13100 Athens Avenue 
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A gain- 
Velvet Speakers 











No. 25 Consolette 
List Price, $70.00 


‘\ ITH the introduction of three new 

'/ console models, the Velvet Speaker 

line commands renewed admira- 

tion of dealers and set owners alike. Pion- 
eers in the long air column speaker field, 
the Borkman Radio Corporation continues 
in the lead, offering a complete assortment 
of distinctive reproducers ranging in price 


from $7.50 to $100. 


The new Velvet Console and Consolette 
Speakers are beautiful, rich-toned instru- 
ments, having nine foot air column horns 
and large diaphragm, double-stylus Velvet 
Units. The Consoles are built with com- 
partments to fit the popular sets, with 
special panels available for Crosley and 
Atwater Kent receivers. There is ample 
space for all power units. 


Dealers everywhere find ready sales for 
Velvet Speakers. Every territory contains 
many prospects, and the Velvet line offers 
a model for every taste. Write for detailed 
specifications and prices. Discounts quot- 
ed to established and recognized jobbers 
only. 


Reg. U. S. Pat. Off. 


Radio Sp eahers 


Manf. by Borkman Radio Corp., Salt Lake City. 


ry 


F woipa f bit, 
wee ci Perera ¢ 


230 East Ohio Street Chicago 


Score a 
Resounding 


Hit! 














Other Popular 
Velvet Speake 


No. 21 Jewel Case 
List Price, $40.00 


No. 9 Reflex 
Lantern 
List Price, $12.50 


No. 18 Coniform 
List Price, $25.00 


Welt et 

































November, 1927 THE JOBBER’SfJ]SALESMAN 












——~ to desire the best in plate harmony _ 
-~—glance in the branch of the ACORN TREE 


Lye 
y \ 





‘ ABERN SWITCH-TAP 
~ A Combination Switch And Outlet 





Another Distinctive Hubbell Feature 


A Switch and Outlet, two in one. 
Small enough to fit any standard out- 
let box. 


A convenience that affords PER- 
A FECT Insulation, banishes the fear 
j most women have of shock or short f 
circuit due to wet hands. Recom- 
mended for kitchen, bathroom and 
laundry 


The Cover-Plate can be finished in 
~“) baked enamels; pastel; wood grains, 
marble:to meet appointment require- 
ments and blend with decorative ee 
scheme. 





Control the lights without disturb- 
ing the outlet. 


Learn more about the ACORN 
Family Fill in the Blank TODAY! 
























INC 


a» 





oS BRIDGEPORT CONN. U.S.AL SO" 
oo : NC : ; 
ss ] is py~ 4 7h 
. > ‘ AS eT ——, 
Write Your Nearest Branch Office | . Poet) . 
\ 
a, Georgia Pittsburgh, Pa i \ &1 il & 
8 Marietta St State Theater Bidg. f ~\ “ 
1. C. Biglin } 


San Francisco, Cal. 
ston, Mass 390 Fourth St 
Federal St Garnett Young & Co. 


; Chicago, II is 
3i3 W. Washington St 
Denver, Colo 
1109 Broadway 
The Sales Service Co. i 


eee | Gor Permanency Und Beauty ~ Use 


elle | ACORN SCREWLESS PLATES 


eS TE el 





__! 
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PERFECT RADIO PARTS 


that are in great demand 








Discriminating set 
builders want the su- 
perior performance 
provided by Allen- 
Bradley Perfect Radio 
Resistors. The suprem- 
acy of Allen-Bradley 
Variable Resistor 
Units is well estab- 
lished. Leading B-elim- 
inator manufacturers 
use them. Set builders, 
everywhere,want them. 


<a A 


is a fixed resistor that is 
not affected by tempera- 
ture, moisture, or age. It 
is a solid unit molded and 
heat-treated under high 
pressure and does not rely 
on glass or hermetic seal- 
ing for protection against 
moisture. T hesilver-plated 
end-caps can be soldered 
without affecting the ac- 
curacy of the Bradleyunit. 
The ideal fixed resistor 
for B-eliminator hookups, 
grid leaks, and for set 
hookups requiring a fixed 
resistance of a precise un- 
varying value. Inspect a 
Bradleyunit-A at your 





arias 





Bradleyohm-E 


provides accurate voltage 
control in a wide range of 
values. It is used asstandard 
equipment for accurate 
plate voltage control by 
leading B-eliminator 
manufacturers. Scientifi- 
cally-treated discs in the 
Bradleyohm-E provide 
stepless, noiseless plate 
voltagecontrol. Resistance 
doesnot vary when thecor- 


CAsk your dealers to 


order them from you! 


earliest opportunity. 








Bradleyleak 


A variable grid leak 
that provides perfect 
grid leak adjustment, 
thereby providing 
the best possible 
results with any 
tube you may use. 


Bradleystat 


The ideal filament 
control, Gives noise- 
less, stepless control 
for all tubes, Can be 
easily installed in 
place of wire wound 
rheostats in service. 


rect value is once selected. 


ALLEN-BRADLEY COMPANY, 492 CLINTON STREET 
MILWAUKEE, WISCONSIN 
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Participate in ALADDIN’S 


Better Window Movement 4 










Here is a typical Aladdin display window 
—you can do as well or better! 


Then she sees the Aladdin 
Display in your window — 
and the sale is made! 
HE contest is on! To those dealers who sub- 
mit photographs of the best window displays, 
the Aladdin Manufacturing Company will give 
following prizes: 


Pest Pree $90.00 
Second Prize .................... ceil $25.00 
Next Five Prizes........................... $10.00 


—and every entry will receive a beautiful gift, 
whether it wins or not, simply as a reward for the 
trouble taken. 


The judges will be Mr. L. C. Fletcher, of Electrical Record; 
Mr. J. Rosenthal, of Lamps Magazine; Mr. P. N. Rothe, of 
Furniture Journal, and Mr. J. A. Gilbert, of Office. Appliances. 


The rules are very simple. All that is necessary is that the 
display must feature Aladdin Lamps principally, must stay in 
at least one week, and your name and address must be written 
on the back of the photograph. The contest begins at once 
and ends on Christmas Day. All photographs must be in by 
January 1st. You may send us a snapshot, or if this is incon- 
venient, your local photographer will take a picture of your 
window for a dollar or two. Any size photo will do. 


You don’t have to decide now whether you will enter this 


ALADDIN MANUFACTURING COMPANY, Sales Div. No.14 





iy . 
._ $e. 


OUR PERMANENT DISPLAY AT THE AMERICA 





MUNCIE (The Magic City) IND. 





ENTER THIS 
CONTEST! 


, LADDIN leads the way by launching 
f \ this movement to make every dealer’s 
windows sell! Get your entry in—besides 
a chance for a real money prize, you are 
assured of a beautiful gift, whether you 
win or not! Always keep this new slogan 
in front of you: 








contest or not. Just make up an attractive Aladdin Lamp 
window display now—while the season is on! Use the Alad- 
din Lamps you have in stock, prior to November Ist. We 
will furnish you, free of charge, with a complete, colorful 
and attractive window display, including cards and other 
material. When you have your display in, if you decide 
to enter the contest, simply have it photographed and send 
us the photo with the name and address on the back. Even 
if you do not enter the contest, the sales you will make 
through your display will pay you many times over for the 
small trouble. 


Plan to enter this Aladdin contest now! Check up on your 
stock of Aladdin Lamps. If you are running short—order 
now! Write us at once for the great free window display, 
and our circular giving many hints and ideas on how to win 
a prize. Join Aladdin’s Better Window Movement. Remem- 
ber, it pays to “Make Your Windows Sell!’ 


. New Building! 
The tremendous popularity of Aladdin products has made 
necessary the addition of a huge new manufacturing unit. 
Aladdin beauty and qual- A Complete Line 


ity at Aladdin prices are FL 
V ELIE 
(CM 


making business history! 
=> 
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N FURNITURE MART IS ALWAYS INTERESTING 
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Dealers Sell 
Several Day-Fan Cleaners a Day 





The Market 


is Here! 


> ss » Fill The Demand 


UPPLY your trade with the Day-Fan 
Cleaner because there is a definite de- 
mand. Dealers sell several a day! 


Sell the dealer the Day-Fan Cleaner be- 
cause the market is big and growing bigger. 
There has always been a demand for vacuum 
cleaners. Now there is a larger demand 
for the Day-Fan Cleaner, because it is 
light, powerful, and fits in the hand. 


Sell him the Day-Fan Cleaner because it turns 
over quickly—because its price is low, only $18.75. 


Day-Fan Cleaners sold from the minute they 
came on the market. They supplied a genuine 
household need for a small, hand-sized vacuum 
cleaner. Dealers think so much of them that you 
find Day-Fan Cleaners featured in their windows. 


Write us for sales facts on Day-Fan Cleaners 
which will help you close sales with dealers. 


DAY-FAN ELECTRIC COMPANY 
Dayton Dept. O. Ohio 


Day-Fan 
Cleaner 


“or More Than 38 Years Manufacturers of High Grade Electrical Apparat 
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HE modern battleship, typifying power, is a true 
symbol of the engineering genius, the mechanical and 
electrical precision embodied in Ceco Tubes. 


Judge these triumphant Ceco Tubes by RESULTS achieved 
in your own set—Buy them by the name Ceco, choosing in 
consultation with your radio dealer the general or special 
purpose tubes best suited to your set. 


You may justly expect more of Ceco Tubes and you’ll GET 


more. 








Steadier Performance—Longer Life. 


FOR UNDISTORTED POWER IN YOUR SET USE 


CeCo Type “EB” (120) CeCo Type “F” (112) | CeCo Type “J-71” (171) 


er amplifier tube for A power amplifier tube for Out-put tube will handle the largest 
st stage of audio fre- the last stage of audio fre- loud speaker at full volume. At " — 
For use with dry quency. For use with stor- ninety volts it will handle twelve : 
age battery, or A. C. times the undistorted volume of the 
Volto cveccss x A Creer 5. ordinary “A” type. 
ANIGs...ccaiee 125 OR. AMI oss o'ss5 eee AS a pb aaa *, 
Volts 90-180. Plate Volts 90-180. pie ee eataas een sarees ¢ 
ise—Long Prongs. UX Base—Long Prongs. UX Base—Long Prongs. 
List Price $2.50 List Price $4.50 List Price $4.50 















There’s a CeCo Tube 
for Every Radio Need 


General Purpose Tubes 
Special Purpose Tubes 





Power Tubes, Filament Type Rectifiers, 
and A. C. Tubes 










Write For 
Complete Data Sheet 














Cc. E. MFG. CO., Inc. 
PROVIDENCE, R. I. 


Largest plant in the World devoted exclusively to 
making of Radio Tubes. 
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EXHAUST FANS 


The United Shoe Machinery Company, Boston, Mass., use Diehl Quiet 
Operating Exhaust Fans to obtain a constant supply of fresh, clean air for 
their office workers. The total installation numbers twelve Diehl Exhaust 
Fans of from 18-inch to 42-inch in fan sizes. 





They can keep the windows shut through the cold stormy days of winter 
for Diehl Exhaust Fans provide a means of securing a positive change of 
air. Every office, factory, theatre, restaurant, hall, lodge room, etc., where 
people assemble for work or pleasure should be ventilated by Diehl Ex- 
haust Fans. 


Diehl engineers will be glad to work with you on your ventilating problems. 


Write for descriptive bulletins 


DIEHL MANUFACTURING COMPANY 
ELIZABETHPORT, N. J. 
ATLANTA BOSTON CHICAGO NEWYORK PHILADELPHIA 


St eee 





Si SONOS STINT SN 
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Electric Motors-Generators-Fan 
Since 1888 




























































(1) The line 
is complete for 
requirements of 
modern eq uip- 
ment and most 
of the old style 
sockets and 
lamps. 


(2) Simplified. 
The styles and 
listings have 
been simplified 
to the greatest 
possible degree 
to avoid confu- 
sion. 


(3) Buyers 
are pleased with 
the guards and 
users are boost- 
ers. 


(4) Standard- 
ized quantity 
production has 
established a 
cost level at far 
less than _ the 
quality could de- 
mand. 




























(5) Our di- 
rect factory sales- 
men work in the 
interest of our 





jobbers, paving 
the way for the 
jobber’s sales- 
man. 


(6) Now ad- 
vertised ina 
large selected list 
of leading indus- 


trial publications. 


r > » , ‘ ( ¥ . . J € 
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LAMP FLEXCO-LOK GUARDS 


KEY 


For Lamps 4” Long or Less 
Lot No. 100 for Standard Brass Sockets 


Lot No. 101 for Ii% inch weatherproof 
Lot No. 102 for 14 inch weatherproof 
Lot No. 104 for 1% inch weatherproof 


Wr. 1% lbs. Per carton of Ten___List $6.00 


For Lamps 60 watt or Less 

Lot No. 1160 for Standard Brass Sockets 
Lot No. 1161 for Ilys inch weatherproof 
Lot No. 1162 for 14 inch weatherproof 
Lot No. 1164 for 15% inch weatherproof 
Wt. 21% Ibs. Per carton of Ten . List $6.00 


For Lamps 100 watt or Less 

Lot No. 5600 for Standard Brass Sockets 
Lot No. 5602 for 14 inch weatherproof 
Wt. 24 lbs.. Per carton of Ten....List $7.50 


FLEXCO-LOK are efficient protection against 
theft as well as breakage. One key per 
carton. 


Extra keys -......... Rene Each $0.07 





Al 


m™< F 





For Lamps 4” Long or Less 

Lot No 200 for Standard Brass Sockets 
Lot No. 201 for Ii inch weatherproof 
Lot No. 202 for 1% inch weatherproof 
Lot No. 204 for 1% inch weatherproof 
We. 134 lbs. Per carton of Ten....List $5.00 


For Lamps 60 watt or Less 

Lot No. 2160 for Standard Brass Sockets 
Lot No. 2161 for 1% inch weatherproof 
Lot No. 2162 for 1'4. inch weatherproof 
Lot No. 2164 for 15% inch weatherproof 
Wt. 24 Ibs. Per carton of Ten... List $5.00 


For Lamps 100 watt or Less 


Lot No. 6700 for Standard Brass Sockets 
Lot No. 6702 for 1!4 inch weatherproof 
Wt. 2) lbs. Per carton of Ten....List $6.50 


Same construction as above, but close with 
slotted round head screws and screw driver. 


-LOCKING 


For Lamps 150 watt or Less 

Lot Ne. 7600 for Standard Brass Sockets 
Lot No. 7601 for 1% inch weatherproof 
Lot No. 7602 for 1'4 inch weatherproof 
Lot No. 7604 for 15% inch weatherproof 
Wt. 314 lbs. Per carton of Ten....List $9.50 


For Lamps 200 watt or Less 

Lot No. 9600 for Standard Brass Sockets 
Lot No. 9602 for 14 inch weatherproof 
Wt. 3% lbs. Per carton of Ten....List $10.75 


Reflector Guards 
For Lamps 4” Long or Less 
Lot No. 300 for Standard Brass Sockets 
Lot No. 302 for 1'4. inch weatherproof 
Wt. 2% lbs. Per carton of Ten....List $8.00 


For Lamps 60 Watt or Less 

Lot No. 3160 for Standard Brass Sockets 
Lot No. 3162 for 1! inch weatherproof 
Wt. 314 lbs. Per carton of Ten....List $8.00 


Strong durable guards of expanded steel reinforced, heavy tin coating. 
‘ pen on hinge in base. Screws are 
rustproof and self-retaining 


FLEXCO 





KING if A 


For Lamps 150 watt or Less 

Lot No. 8700 for Standard Brass Sockets 

Lot No. 8701 for Iys inch weatherproof 

Lot No. 8702 for 1'4 inch weatherproof 

Lot No. 8704 for 15% inch weatherproof 

Wt. 3'4 lbs. Per carton of Ten _ List $8.50 

For Lamps 200 watt or Less 

Lot No. 1070 for Standard Brass Sockets 

Lot No. 1072 for 1'% inch weatherproof 

Wt. 3% Ibs. Per carton of Ten....List $9.75 
Reflector Guards 

For Lamps 4” Long or Less 

Lot No. 400 for Standard Brass Sockets 

Lot No. 402 for 1!'4 inch weatherproof 

Wt. 234 lbs. Per carton of Ten....List $7.00 

For Lamps 60 Watt or Less 

Lot No. 4160 for Standard Brass Sockets 

Lot No. 4162 for 1'4 inch weatherproof 

Wt. 3 Ibs. Per carton of Ten....List $7.00 


FLEXCO PORTABLE GUARDS 


Split handles permit easy adjustment without rewiring socket Note handy 
hook and ring handle lock 


To Measure 


Sockets For Lamps up to 4” 


Lot Number 10-P for 
Standard Brass Sockets 
Lot Number 12-P for 
14 inch weatherproof 


A Price each, List $2.10 
fa\ Reflector Type for 


—i I Lamps up to 4” 

cis Lot Number 30-RP for 

T » Standard Brass Sockets 
o measure weather Lot Number 32-RP for 


proof sockets, take di- re 
ameter next to or be- 1'4 inch weatherproof 


be mg 5 ay Price each, List $2.25 
Guards will also fit 
oversize sockets. 


| 
ul 





For Lamps up to 


Lot Number 20-P for 
Standard Brass Sockets 
Lot Number 22-P for 
1'4 inch weatherproof 


Price each, List $2.10 
Reflector Type for 


Lot Number 40-RP for 
Standard Brass Sockets 

Lot Number 42-RP for 
14 inch weatherproof 


Price each, List $2.25 
Packed singly in cartons 





60 watt 


Lamps to 60 watt 





Let Inded 


not i 





Net wt. 10 oz. Net wt. 12 oz. 


























Flexible Steel Lacing Company 


4698 Lexington Street Chicago, Illinois 
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that Links * 

Production 
— with 
Profit 
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That is what you have to 
sell in the Shawmut Fuse. No 
factory can afford to have pro- 
duction crippled by troublesome 
electric circuits. 


Shawmut Fuses will faithfully do their 
duty in the plant, carefully guarding the 
lines, but at the same time maintaining serv- 
ice through normal conditions. 


When you sell Shawmut Fuses, sell not 
only the product, but more particularly sell 
just what the product will do for the plant. 
Sell the service they offer! Jobbers are in- 
vited to write for distributors’ arrangements. 


ik CHASE SANT. 
NEWBURYPORT, MASS: 
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Sell the Panelboards 


—usually the rest of the job is included 


Thereisnodoubtthatthemanwho _ electrician to reduce maintenance 
buys electrical supplies usually cost. They are widely advertised 
places the order through the sales- and favorably known to all your 
man that sells him the panelboards. customers, 


@ Panelboards are easy 
to sell because they help 
the contractor make money 
and help the industrial 


Arank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
DISTRICT OFFICES 









@ was the first to 
make the Standardized 
Sectional Safety Type 
Panelboards and no one 
has ever surpassed them. 


Send for complete catalog. 

Get under way for greater 

profits—for yourself and 
the house you sell for. 






New Orleans, La. Seattle, Wash. 
Atlanta, Ga. Buffalo, N.Y. Dallas, Tex. Los Angeles, Calif. Omaha, Nebr. Taronto, Ont. 
Baltimore, Md. Charlotte, N.C. Denver, Colo. Memphis, Tenn. Philadelphia, Pa. Vancouver, B. C. 
Boston, Mass Chicago, Ill. Detroit, Mich. Miami, Fla. Pittsburgh, Pa. Walkerville, Ont. 
Brooklyn, N.Y. Cincinnati, O. Kansas City, Mo. Minneapolis, Minn. San Francisco, Calif. Winnipeg, Man. 















a) Panelboards 
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When you turn on the lights in your 
room tonight, the energy for the illumi- 
nation will come through wiring safely 
protected in Youngstown-Buckeye Con- 
duit. And if the Convention had been 
held in the new Detroit-Leland Hotel, 
we could say the same thing, or at the 
New Stevens Hotel in Chicago, the 
Ritz-Carlton in Philadelphia or a dozen 
or more of the most appropriate hotels 
in the country you might think of as 
suitable for the Convention. 


Could you say as much for any other 
conduit you know of? 


Remember, “Youngstown-Buckeye” 
is built up to a standard, not down to a 
price,—there are excellent reasons why 
‘“Youngstown-Buckeye” is preferred by 
leading architects and electragists the 
country over for the newer and better 
buildings of character that are becom- 
ing such a noteworthy feature of our 
American civilization. 


Look for these reasons in our adver- 
tisements—one in every issue of The 
Jobber’s Salesman. 


} 


[he Youngstown 
Sheet and Tube 
Company 


- 


‘7 + ‘e ‘ _ = 
Youngstown, Wnilo 
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Sell for PROFIT 


RACO Switch Boxes with 


Lals dl 
Pat. 1-17-11 and 8-24-26 





























— 


The Lath Support is 
The Improved Extended aS . o. 45 =e 4 \ formed from heavy metal 
Ears are longer and stronger. ; f ~ and is clinched to the 
Made from heavy galvanized side of the Box. It 
steel formed into an angle, gives a strong support 
they will carry a_ heavy for the ends of cut lath, 


. . «capone . ’ P * a 
strain without bending or : eae ce i j and the rolled edges 
ke ee } hold their shape and 


breaking. 
give additional stiffness 





“ = < 
Ne — a “ence “i 
as 


Each Ear has two nail holes and four The Ear is fastened to the body of 
gauging points, which can also be used the Box by two screws with large 
for nail holes. These are so spaced heads, which clamp the Ear tight to 
that when lined up with the edge of the Box. Closed slots in the Ears 
the stud, the Box is parallel and spaced allow adjustment for height, but pre- 
the right distance to allow for standard vent the Ear from falling off when 
trim of 314”, 4”, 414” or 5” width. the screws are loosene 

The pointed projections may be driven 

into the stud to hold the Box while 

nailing. 


Use these real talking points to sell your contractor customers on this line. It means 
profits for them, because these boxes make a better job in less time. Profit for you, too, 
because there is a good margin, the market is stable, and there is no “gyp” competition. 





7 


ROACH-APPLETON MANUFACTURIN( | 
3340 NORTH KIMBALL AVENUE CHICAGO, ILLINOIS 
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Important Radio Accessories 























That Sell Fast ata Good Profit 


Beldenamel 
Aerial Wire 


A good aerial is. just as 
essential to: efficient re- 
ception as good tubes. 
A poor aerial, one that is 
dirty and corroded, low- 
ers the range and volume 
of the receiver. Such an 
aerial should be replaced 
witha Beldenamel Aerial. 
A Beldenamel Aerial is 
protected by a thick coat- 
ing of Beldenamel baked 
on each strand. It cannot 
corrode. Even after years 
‘of-service it is as good 
as new. A Beldenamel 
Aerial solves the aerial 
problem permanently: 












A 


AQQUUALAUAt, A 


\ 





> 


Belden Inside Aerial and 
Loop Wire 


Selectivity is a big problem in large 
cities where powerful broadcasting 
stations are congested. A short in- 
door aerial provides best selectivity. 
BeldenIndoorAerial andLoopWire 
may be runaround window or over 
molding, so that it is hardly notice- 
able. Its use results in an astound- 
ing improvement in selectivity. 


A good aerial properly erected is the 
first essential of effective reception. The 
Beldenamel Aerial Kit. provides every 
requirement for constructing an aerial 
which will remain permanently efficient. 
The Beldenamel Aerial Wire supplied 
in this kit is the best. 
Resistor Type Lightning Arrester has 
no air gap. Insulators, ground wire, lead- 
in strip, ground strap, screws, staples, 
| in fact everything that is needed for a 
first-class aerial, is supplied. 


Belden Lightning Arrester 


‘The Belden Resistor Type Light- 


ning Arrester is all that the name 
implies. The design is of the latest, 
most approved type. It has no air 
gap and has been thoroughly test- 
ed and approved by underwriters. 
It can be 
used inside 
or outside. 
It is easy to 
install, and 
thoroughly 
reliable. 


The Belden 








Belden Radio 
Battery Cord 


The safest: and easiest 
way to connect your bat- 
teries to your radio set is 
by using a Belden Radio 
Battery Cord. This is the 
method used by leading 
radio set manufacturers. 
It eliminates the trouble- 
- some and messy confu- 
sion of connecting wires 
and improves the general 
appearance of the set. It 
also prevents the possi- 
bility of accidental short 
circuits between wires. 
» This is because all con- 
‘ductors are thoroughly 
insulated and bound to- 
gether with an overall 
protector. Short circuits 
are impossible. Belden 
Radio Battery Cords are 
coded for easy installation 
—another safety feature. 












25-Ft. Radio 
Extension Cord 
Here is a cord that multiplies the 
usefulness of the radio receiver. It 
permits moving the loud speaker to 
any point desired without disturb- 
ing the set. Colorubber insulation 
on both conductors assures faithful 
delivery of the signals with mini- 
mum waste. The handy bakelite: 
Connector makes it easy to use 
the Belden Radio Extension Cord 
without tools, _ 











Belden Manufacturing Company 2 2324-A S, Western pes Chicago | 
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Loxen Guards vali. connectio 

switch a very dest 

Electric lamps can become a big types of industrial 

item of expense that can easily eat installations. 

a good sized piece out of any com- 

pany’s profits—if they are not pro- 

tected against petty thievery, or 

against constant breakage by jars 

and knocks. 

Loxon Lamp Guards cannot be 

unfastened without a key, thereby 

making the lamps safe from prowl- 

ing hands. 

Here is a product that every dealer 

should have on his _ shelves—a 

product that is already in demand 

thinking, progressive manufac- 
ers. 


is to your advantage to get full 
ation to-day. Send for illus- 
catalog No. 21. 


MANUFACTURING CO. 2» 


ing and 
Frostung 
Flux 


VALPARAISO - INDIANA 
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4 “Preferred for Quality” ‘. 


Dependable and enduring performance of its | 
products are the factors responsible for | 
TRICO’S stability. Quality materials together | 
with a definite Jobber policy, compels the 
envious reputation of the TRICO Line, which | 
has rapidly forged to the front. 








WANTARK 
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Renewable Fuses, Renewable Fuses, Fer- Fuse Pullers Made in **Kantark’* Non-Re- ““CLEAR-TOP”™ Plug oe 
Knife Blade Type. Only rule Type. Only 2 Parts three sizes. ‘‘A Life- newable Fuses. 0 to 600 Fuses. Porcelain Top ae 
3 Parts and the Re- and the Renewal Time of Safety First Amperes. 250 and 600 Packed 5-in-a-Box. Sell OF 
newal Element. Element. Service."” Volts. 5-at-a-Time. i as] 

Ask the Jobber who handles TRICO products about his experience—ask him about our - 
rigid policy—ask him about our protection of his interests—about our field work with his | 
salesmen—about helping create new business for him. * 

THEN ASK US WHAT WE CAN DO FOR YOU! 


= ¥ + “ * ~, 


TRICO FUSE MFG. CO. ¢ 
| Makers of High Grade Fuses Since 1917 


| 
a % 
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The time switch with 
15 new improvements : 














( YONTRACTOR-DEALERS have all been advised 
4 of this new Reliance Automatic Time Switch. 
It is now up to you to cash-in on the announcement 
by soliciting orders on it. 


Displayed here are a few of the principal features 
of this new switch. Familiarize yourself with them. 
Point out their advantages. You will find your trade 
intensely interested. 





This shows the demount 
thle works as removed 
from the case. 


There are 15 new improvements in this Time 
Switch—improvements which give you a product to 
sell whose reliability is unquestioned. 


Note the sturdy termi 
nals for connecting wires 
without soldering. 





Cut shows case on wall _ Jobbers’ Salesmen should not overlook the service 
aia simian ober feature of this clock. Neither you nor your dealers 
chang usin. of will be bothered with adjustments or trouble. A 
coe to at Shee gem wa guarantee card accompanies each clock, which in 


structs the purchaser to take up complaints of any kind 
directly with us at all times. Remember that! 





If you are not supplied with complete information, 
Simply back up the tw write at once for It. 
screws, straighten up the 
two lugs and lift out. To 
do this it 1s not neces- 
sary to remove move 
ment as shown. 


RELIANCE AUTOMATIC LIGHTING CO. 
Closed kali ct’ 1909 MEAD STREET RACINE, WIS. 
SR ae ae egos 59 aa A RR a ea aD 
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FLASHING PLUG. 


We announce a new and improved socket 
flasher, with a most simplified thermostatic 
mechanism, and a minimum of parts to get out 
of order. 


A positive flashing action most pleasing to 


behold. 


Let your window lights blink your message. 














WIRING SPECIALTIES 


Cigar Lighter 


FIXTURE CROSS-BARS 


PATENTED 


SEND FOR OUR 
COMPLETE CATALOGUE 
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Juarter Century as Makers 


of Rubber Covered Wires 






Code Wires f ET ey a] T ” : All Sizes 
Intermediate = RUBBER COVERED All Voltages 
30% : W ‘ nd F. S . All Types 





Rubber Covered Wires and Cables 

Rubber and Lead Encased Cables 

Uniduct Armored Cables 

Flexible Metallic Conduit 

Parkway Steel Taped Cables 

Trench Cables 

Lamp Cords (All Styles) 

Automobile Wires and Cables 

Special Wires and Cables to meet any 
Specifications 


available for immediate shipmen 


You are cordially invited to visit 
our plant at any time. 


BRANCHES AND WAREHOUSES 


Buffalo Chicago Los Angeles Minneapolis 
Pittsburg Philadelphia San Francisco St. Louis 


Detroit Insulated Wire Company 


4647 Wesson Avenue 
DETROIT, MICHIGAN 


COUNTS TODAY 











‘ 
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“Gaining and Holding : . 1 “The Well-Built Line 
Good- Will’ — Guaranteed’’ 


...the AUTOVENT fan... 


Sturdy and Efficient 


ToPay Autovent offers the most complete line of ventilating fans ever manu- 
factured...constant and variable speed machines... pulley driven types 


.. exhaust fans ... pressure fans . . . anything you need in a wide range of 
sizes, 


12-Hour Shipments—Complete Stocks—Intelligent Cooperation 


AUTOVENT FAN & BLOWER Co. 
1805-27 No. Kostner Ave. CHICAGO 
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‘/ T is always a pleasure for the offi- 
G cat of the Hemingray Glass 
yee to extend their best wishes 
at Convention time to the Electrical 
Supply Jobbers Association. 


Down through the years our business 
life has trod the same path. Down 
through the years we have been con- 
fronted with the same problems, the 
same situation. 


Out of it all has grown a mutual under- 
standing and respect, invaluable in our 
estimation and undoubtedly in yours. 
We can only add, at this time, that we 
hope and expect the coming year will 
be as profitable, as pleasant, and as 
worth-while, as our relations have made 
those which have already passed. 


May your convention 
prove a fruitful one. 














MUNCIE - - IND. 
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HEMINGRAY GLASS COMPANY’ 
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support” 


—and Kester is the only solder 
so thoroughly merchandised 


Look at that spread of magazines—boy! Headed 
by the Saturday Evening Post this group includes 
every representative paper reaching a logical user 
of solder. That means 11,000,000 Kester mes- 
Az sages or one for every four homes in the country. 


Oh boy, nESrER Think of it, one out of every four families in your 


territory is going to read about Kester; doesn’t 
that give you an incentive for getting behind it? 


Of course, you'll get some real benefit out of that 
advertising even if you don’t do a lot of pushing 
—but here’s the idea: If you push Kester just 
ten percent your efforts, combined with such 
splendid support, will give you a tremendous in- 
crease in Kester sales. The advertising is work- 
ing right now—day and night, so let’s hustle to 
keep up our end. Today is none too soon to start. 


t eo / 


me KESTER 


Self-Fluxing 


Solder 


Y, rn 
(i/ilf <S0iDER: . 
ie CHICAGO SOLDER CO., 4251 Wrightwood Ave., Chicago 
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| HE Multi Electrical Mfg. Co. has taken over the 
~ business, patent rights, good will, merchandise and 
equipment of the Harter Mfg. Co., Chicago. 


We are now ready to serve you on: Harter Reflectors; 
Commercial Lighting Fixtures and accessories; Cover 
Sockets; Bushings; Spotlight Projectors; Floodlights, Etc.; 
as well as the Multi Line of N. E. C. Slate and Porcelain 
Cartridge Fuse Cutout Bases; Wire lugs and Fuse clips; 
Porcelain Bushings, and ““Newgard” Weatherproof Re- 
ceptacles. 





Jobbers handling the Multi Line should prepare for 
the demand on Harter products as well. Write at once 
for full information. 






‘ 


(a es =, 
MULTI E.LECTRICAL Mec. Co. ¥: 


bal 210 NO. OGDEN AVE. 
CHICAGO - L[LLINOIS 





er \ : 
me 
= ( 
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“Ye Sign of 
Good Lighting”’ 























E VALUE your support and the 

nineteen years’ high reputation of 
ABolite Porcelain-Enameled Steel Reflec- 
tors far too much to consider making any 
changes unless we KNOW they will in- 
crease your confidence in ABolite Reli- 
ability. 





Interchangeable Holder features 
permit you to cover all needs with 
low investment. Correct Design and 
Reflector from M fact d N 
T wee Piece anutacture— pressed, not spun. o 
ABolite by rivets to corrode or work loose. Age- 
simply com- proof, high reflecting vitreous enamel. 


pressing Pri : 
Spring in Neck. rice Right 


The National Screw & Mfg. Co. 


(A B Products Division) 
7500 Stanton Avenue Cleveland, Ohio 


& BIG SELLING POINTS 


Showing ease 
of removing 


























136 THE JOBBER’S#A)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR 





SLinemen— 
Are Klein Men! 


And what a whale of a difference it makes in selling goods— 

to know the “line” you’re selling is a standard with the user. 

The Klein trade-mark has been the guarantee of quality for 

years. Tools and leather goods stamped with this familiar design 
are already half sold. 


THE KLEIN MARK MAKES FOR QUICK SELLING! 


exes WGN cor 








C hicago lil USA 








wwember, 1927 
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shall we tell them a 





, y UNDREDS of letters are being re- 
ceived asking “Who is the nearest 
dealer ?’”’—this is the direct return from 
our big National Advertising Cam- 


paign. 


The public wants the “Utica.” This 
public demand for the “Utica” gives 
jobbers and jobbers’ salesmen an un- 
usual opportunity to push the “Utica” 
line vigorously. 


Our national advertising has just 
started, but the inquiries we have re- 
ceived direct, represent many thou- 


sands of dollars in retail profits that 
dealers should be making. 


‘* Utica’’ advertising is appearing in 
Ladies’ Home Journal, Good Housekeeping, 
Woman’s Home Companion, 
Literary Digest, Delineator, 
Christian Science Monitor, 
Electricity on the Farm. 


UTICA PRODUCTS, INC., 
Utica, N. Y. 














J 


138 THE JOBBER'SfAJSALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR‘ 


~ 


iy, I This 


Development 
Makes Industrial 


Lighting Installa- 
tions Simple! 











a . L . Cte Reet 8 


2% 








Saves Time 











QUAD SWIVEL HANGER allows you a maximum pitch 
a ! i O I i eC y of 45 degrees on saw-tooth or sloping roofs. 


The QUAD Swivel Hanger costs no more than fixture stud, hickey and canopy—three 
parts it eliminates. This means one part to handle instead of three, saves time, labor and 
provides instant and accurate adjustment of fixtures. 

No need of leveling outlet boxes with hand cut shims or of bending pipe. The simple 
ball and socket joint drops stem on a dead plumb from outlets tilted up to forty-five 
degrees. 


On a sloping or saw 
tooth roof, fixtures line 
up perfectly and hang 
vertically without any 
adjustment. On a level 
ceiling, stems always 
hang. straight without 
being bent into line 


While the QU A D 
Swivel Hanger is de 
signed to align fixtures 
when hung from the 
steepest kind of a roof, 
nevertheless, it makes 
for better construction 
and lower cost whatever 
the roof may be: flat, 
sloped slightly or in 
clined sharply. 


QUAD Glass-Enamel DIFFUSER Sturdily Made—Easily Installed 


The cover section is of 14 gauge pressed steel and fits both 


able slot. 


553 West Monroe Street, 








—— 


Provides productive lighting without glare. Easily 
cleaned—a snappy positive safety catch locks the 
reflector to the hood and permits reflector and 
globe to be taken down right over the lamp. Easier 
done than said. Globe removed from reflector with 
equal speed and ease. Introduces a new efficiency 
in industrial lighting. Investigate TODAY! 


QUADRANGLE MFG. CO., 553 W. MONROE ST., CHICAGO. 


3 inch and 4 inch round or octagonal outlet boxes. The 
ball section is iron threaded to take V2 inch conduit stem 
The QUAD is quickly set with two screws, one in adjust 


Mail Coupon for Free Sample 
QUADRANGLE MEG. CO. 


Chicago, Ill. 


Diffuser—Dome Socket Reflector R. L. M. Standard—Day- 
light Kitchen Unit—Wall Bracket—Swivel Stem Pendant. 





Gentlemen: Please send without charge or obligation a sample of the Quad Swivel Hanger and catalog 


of other QUAD Specialties. 
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\pproved by Santa Claus and the Underwr 


OPE 


Xmas Tree 
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A arricin oO 
4 4 Aivwtiti di 1) — 
= 
‘is running in a specially selected group Order your stocks of PROPP Christ- 


of National magazines and PROPP is mas Tree Outfits from your jobber—he's 
telling over 15,000,000 potential buyers ready to serve you NOW! 


that they can buy PROPP Christmas Tree The reason:—they are approved by 
uthits at all good dealers selling elec- Santa Claus and the underwriters. 

tr: ices. an . 
vie qn JOBBERS—The PROPP “Buy-From- 


There’s your demand!—created for Your-Dealer” National Advertising Cam- 
you in an extensive publicity campaign paign is working for you. Dealers every- 
that will help result in highly profitable where are stocking now for Christmas 
Holiday business for every one carrying business. .\re you getting your share of 
PROPP products. these orders? 


HE M. PROPP COMPANY, 524-528 Broadway, New York 





ENGINE AEA AE ALABAMA RAL ASO 
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No. 2050 
High Tension 
Transmission Line Insulator Sey) 
ned 







Reversible 
Square Split 
Knobs 





No. 522 
Strain Insulator 


__ Split Knob 
with two grooves 
and swivel cap. 


| ¥- 
“<r . 


wey 
yy 


No. 407 
Suspension 
Insulator 








Shackle or Dead End 





No. 614 


No. 2 
Radio Strain 
Insulator 


Insulator 


HE Illinois line 

insulators includes 

a type and size for 
practically every purpose. 
Whatever your require- 
ments, there is an Illinois 
product which will give 
you service of maximum 
dependability. The com- 
plete Illinois line is well 
illustrated and described in 
a new, one hundred and 
forty page catalog sent 
upon request. Write 


Illinois Electric Porcelain Co. 


Macomb Illinois 


ILLINOIS 


INSULATORS 














No. 514 
Strain Insulator 


Porcelain Cleat 
to accommodate 
three wiies. Also 
furnished in one or 
wire sizes. 





of 


Baill Dag 


Assembled 
Split Knobs 
furnish best 
possible _ pro- 
tection for all 
general wiring 
purposes 










Telephone 
Insulator 
No. 108 





Porcelain 
Tubes. 
Furnished 
glazed or un 
glazed in all 
app.oved types 

and sizes 








Switch Rod 
Insulator 
No. 1855 
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Rubber Insulated / j ' 
Telephone Wire /£ All Rubber Hard Service Grd 
a Flexible 

Cords 





* 


ode Rubber Covered Wire Weatherproof Wire 30% Rubber Cable Armored Cable 


PROVIDENCE INSULATED WIRE Co, 
58 Waldo Street Providence, R. |. 
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Theresa = fag Dee 
Big Field for © lend oh 
Johnson Propeller Fans 


OU can sell this field ata 

fine profit and with per- 
fect satisfaction to you and 
your customers—if you sell 
Johnson Fans. They’re built 
right, they have big capacities 
and they “stay sold.” Ask 
for our jobbers’ proposition. 








Johnson Fan & Blower Co. 


1319 West Lake Street CHICAGO 


Manufacturers of 


Fans, Blowers and Unit Heaters 
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86 INCHES 
j OF TONE 
TRAVEL 


It’s the 86-Inch Tone Chamber 


that sells Newcombe-Hawley Reproducers 


HE Newcombe-Hawley 86-inch tone 

chamber is so outstanding in per- 
formance, both for mellow tone quality 
and ample volume, that Newcombe- 
Hawley Reproducers have 
established a new standard 
of radioprogram re-creation. 
A tone chamber of this re- 
markable length reproduces 
every note and tonal shad- 
ing of a radio program with 
amazing fidelity. 








Model 55 
With Room for Accessories 


{ ~ 
| 
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Send for latest catalog with complete 
description of all models 


MAIL THE COUPON 


Newcombe: Hawley, Inc. 

205 First Ave., N., St. Charles, Illinois 
Please send me full information about the Showing Tone Chamber 
Newcombe-Hawley line. 










RE-CREATES 
ALL THE 
NOTES 

















The Newcombe- Hawley line appeals 
strongly to radio set owners, because it 
offers a combination of fine furniture 
with a truly remarkable musical instru- 
ment. You should investi- 
gate the wide selection of 
Newcombe-Hawley mod- 
els, from the small drum 
speaker to the large console 
with room for the radio 
set and accessories. Write 
for catalog today! 





and Accessories 
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The Electrician’s reasons 


; for using 
She MARR 
CONNECTORS 


Wasted minutes up and down the 
ladder, heating the torch, trying to 
solder—all saved with the MARR. 


One size for all fixture joints. No 







looking for grounds 
or loose connections. 
Pride that comes from 
a job well done. 
Takes up to four No. 
14 wires. 
“Of course it’s 
approved.” 


TRE RATTAN MANUFACTORING Co. 


O & 


These handy slots have made a hit 
—hy giving your screw-driver 
a better grip! 


We couldn't better the connector, so we im- 
proved the locknut. Simply set your screw- 
driver in one of the handy slots—then two or 
three smart raps with the hammer completes 
the job. No wrench—no slipping—no wasted 
time—always a sure connection. SET-FAST 
locknuts, standard equipment with ll 


RATTAN connectors taking half inch lock- 


nuts. Send for free sample. Specify. 


RATTAN 


CONNECTORS 


with the new 


SET-FAST Locknuts 


New Haven, Conn. 





Makes a fascinating window 
display 


Get one of these sturdy toy aeroplanes 
now—to make the most striking window 
display you ever had. Then see how fast 
you ll sell them from now to Christmas. 
Operates on batteries or 6-8 volt toy 
transformers. List, $10.00—liberal dis- 


count. 





PATENTED 












Mode 





Louis”’ 





Made and Guaranteed by A. E. RITTENHOUSE CO., Honeoye Falls, N.Y. 





> 


20 Yi OLD- 
Standing up fine 


ARS 


geet Purr — 


ENAMELED . 





Clifton Conduit is made to surpass, not merely 
to pass, all underwriters’ requirements. It is 
noted for its ease of bending, clean threads, fine 
finish (either black or galvanized) and for 
prompt shipments. 


CLIFTON CONDUIT CO., Ine. 


16 Hudson Street, New York City 


f 











~ 





The ELECTRON 
lead-in 
has no equal S 


Protected throughout 
its entire length with a weatherproof, kink 
proof, and time proof insulation. 


Specify ELECTRON 
Manufactured by 
Bassett Metal Goods Co. 


DERBY, CONN. | 
J 











HATHEWAY 





& COMPANY. Ine. 


A general sales organization—representing the above companies nationally 


16-22 Hudson St., New York—Agencies and stocks in all principal cities. 





<€ 
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» Nothing Else Like It/ 
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Thousands Ordered— 
Production Doubled! 


The USALITE Electrified Christmas Tree Stand 

has taken the trade by storm—Jobbers and Dealers 

everywhere recognize it as the most unique Christ- 
mas decoration ever offered. 


ELECTRIFIED 
CHRISTMAS TREE STAND 


A wreath of Poinsettia and Holly on a spar- 
kling snow-white background, illuminated by 
eight colored lamps. Water container keeps tree 
fresh and green—prevents shedding. Will hold 
any size tree. Nationally advertised in Saturday 
Evening Post and other publications. 


Write or wire for prices. Immediate 
orders suggested for prompt delivery 


« UNITED STATES ELECTRIC 
is MFG. CORPORATION 


222 W. 14th Street 323 W. Polk Street 
New York Chicago 
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Above is pictured the sturdy, 20-inch, 12-wheel locomotive of the ‘‘President’s Special”, crack 
62-foot American Flyer electric train modeled after the famous 20th Century Limited. 
This handsome train heads the finest line of electric trains ever offered to the trade! 


wera 

















Triple Action Remote Control 


an exclusive American Flyer fea- 
ture. The control can be set to per- 
form any one of three actions—at 


will —anywhere along the track: (1) 
stop a ftorward-moving train, and 
when the train again starts cause it 
to back up; (2) stop a forward-mov- 
ing train, and allow it to continue 
going forward when again started; 
(3) stop a train that is backing up, 
and allow it to continue backing up 


when started again. 
ELECTRIC TRAINS 
$5.75 to $55 


MECHANICAL TRAINS 
$1.25 to $5 





Dealers Have Spoken 


The dealers of America have spoken—spoken in unmistakable 
terms of our 1927, Twentieth Anniversary American Flyer Rain- 
bow line. They have ordered from their jobbers, and their jobbers 
have ordered from us, until already we are working our factory 
overtime and increasing our shipping facilities. 


There is only one American Flyer Twentieth Anniversary line, 
only one rainbow line with each train in a different brilliant 
color, only one line embodying all the features and advantages 
offered by American Flyer. 


In addition to its outstanding features of construction, and in 
addition to its powerful national advertising, American Flyer offers 
another advantage that bears directly on your dealer’s profit. The 
1927 rainbow line has been boiled down. It is complete, yet has 
no slow movers. Your dealers can carrya full stock without over- 
investing. They can enjoy an unequalled rate of turnover and profit. 


The jobbers and jobber salesmen who sell American Flyer trains 
and accessories to their dealers are helping them to greater profits 
for 1927. 

There will be no question about your dealers getting American 
Flyer equipment, all of it they will need, providing your orders are 
sent in immediately. If your company is not selling the American 
Flyer line, write for our special proposition to jobbers. 


"Over Six Million Satisfied Owners’’ 


AMERICAN FLYER MFG. CO. 
2219-39 South Halsted Street, Chicago, IIl. 


Visit our permanent New York display, “Toy Center” 
200 Fifth Avenue 


General Distributors for Structo Toys 
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WHAT S LAK MEANS 
TO THE JOBBER 


ICTURE PLA THE SATURDAY (~, , 
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: SMart SET 4 


Stories from Li 







PICTORIAL 


REVIEW 


TAR Rite is the only complete line of STAR-Rite appliances will be sold in the 

high quality and popular priced appli future. 

ances, that is nationally advertised and ae ee ee ee ees 
distributed through the jobber. There is a eee ee ne 7 

; than ever for STAR-Rite through national 
nothing half-way about the STAR Rite advertising in eighteen magazines reaching 
policy of selling 100% through the jobber. over 16,000,000 homes. Thies publicity is 
STAR Rite has grown to be the leader in a guarantee to you that STAR Rite appli: 
its field through this protective profitable ances will:-move quickly from jobber to 
policy, and it’s only through distributors that dealer to consumer. 


THE FITZGERALD MANUFACTURING CO. 


TORRINGTON, CONN. 
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No improvement in Radio has had such a wonderful reception as the Temple 


Air Column Speaker. Because it is built on a principle scientifically correct, it 
brings in every Radio Program with a richness and purity of tone that is amazing. 


The Temple is not just another speaker for you to sell. To the contrary, it is truly a 
musical instrument that sells itself on acomparative basis. Hook it up on a Temple 
Comparator and then watch your customers select the Temple over all others. 
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TEMPLE, INC., 213 S. Peo ia St. Chicaic 


Sales Offices in all Principal Cities 


LEADERS IN SPEAKER DESIGN 
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Modern Radio Taste is playing more than 
ever into the hands of the for 
the “convenience” demand and the “quality” de- 
mand are both beautifully satisfied in HOWARD 
RADIO-Electric! 


“Thirty seconds to install” — 





“Simply plug 








Howard Radio 






tric Co., 














Receivers are licensed only for Radio 
Amateur, Experimental and Broadcast Reception. 
licensed under patent applications and patents of Radio Cor- 
poration of America and associated companies, General Elec- 
Westinghouse Electric & Manufacturing Co., 
American Telephone & Telegraph Co., 
poration, owners of the Neutrodyne and Latour patents. 
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it in the light socket’—“The New R. C. A. and 
Cunningham ‘AC’ Tubes do the rest’—‘“No Bat- 
teries or substitutes required’—‘Price includes 
everything but the speaker’—These are truly 
powerful suggestions when coupled with tradi- 
tional Howard Quality. 


Are your favorite dealers making the most 
of it?—Are you? 


c Nae 


Howarp Rapio Company 
451-469 E. Ohio St. - - - 


Chicago 


the messenger 
out the door! 


S e t s—Ranging 


$800. 






They are 







and Hazeltine Cor- 





























‘Operating before 


True of any of the 
New Howard A. C 


list from $279.50 to 
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The Iron You 
Have Wanted to 
Sell 









Does What No 

Other Iron Ever 

Succeeded in 
Doing! 



















| Je, Has a BAKELITE Handle instead 
| U R of the old-style wooden handle . . 
| ewe aX GC No backplug, but a heavily 
| | eal armored permanent connection 

= ating ....... Built to last a lifetime. 


FLECTRICIRON® = ILL J 
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: ™~ ti 
| 7 We have a Valuable Mhe iron every woman will welcome! Made of the best, yet costs little more in 
roposition for Dealers comparison. Heat delivered swiftly in the right amount by three red buttons 

and Agents. Write Bakelite handle. Back plug, with its attendant expense and annoyance, gone tos 

or wire us in time torever! And the oversized, heavily armored connecting wire will last a life col 
to get your share of the time. Quality, convenience, everything in the Dealer’s favor. Write for our 

big Christmas business! proposition Tt YD. AY! Cia 
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Sprague Opens in Boston 
The Sprague Electrical Supply Co., 
has opened a branch office at 176 
Federal Street, Boston, Mass. The 
sales personnel for Boston is as fol- 


lows: G. FF. Holland, manager; 
George Hutchings; W. H. Page. 
* * * 


Women Take Up Electric 
Club Work 


William A. Durgin of the Common- 
wealth Edison Co. was scheduled to 
address the Women’s Division of the 
Electric Association on “Making 
Light of the Mystery,” at a dinner at 
the Eleetrie Club, Wednesday, Octo- 
her 26. Miss Alva Larson of the 
Electric Association handled reserva- 
tions. 

The Women’s Division is a very 
live organization, and although re- 
cently formed promises to be a factor 
of importance in the Electric Associ- 
ation’s activities. Electric clubs else- 
where whe contemplate forming a 
women’s branch or division, if they 
wish to get in touch with the Chicago 
Women’s Division should address The 
Electric Association, 80 N. Dearborn 
St., Chicago. 


* * * 


If the Jobbers’ Salesmen Ever 
Hold a Convention 

Out in Gunnison, Colorado, is the 
La Veta hotel. Nothing unusual 
about that for most every town has an 
hotel, but this one is particularly 
unique in that it has a standing offer 
of a free meal or room every day the 
sun fails to shine in Gunnison. 

But don’t rush, boys, don’t rush. 
Che sun has only failed to shine nine 
times in 15 years! 

In 1912, old Sol had a_ perfect 


s score. He slipped once in 1913 and 


in 1914, then stayed right on the job 
until February 27, 1918, flopped 
once again in 1919, disappeared on 
December 18 and 26 in 1921, stayed 
with the folks until December 22, 
1924 and then felt so badly about 


. losing that one day that he has been 


with them ever since with the excep- 

tior November 27 of last year. 

If the jobbers’ salesmen ever get 
er for a convention what spot 
possibly be more ideal espe- 

cally if it rained—Dun’t esk! 


On yes, it might be well to add 
+} Y - m 
= ohn Cooper, president of the 
lo 


tain Electric Co., Denver, is 
responsible for the above in- 
tion, 
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MURRAY 


METER SERVICE SWITCHES 





It’s no wonder that contractors everywhere in larger numbers 
are specifying MURRAY on their orders, because easy wiring 
facilities are characteristic of every switch we make. 

The one shown is No. 235B, a 2 wire, 125 volt single fuse 
service switch which provides for 2—2 wire single fuse branches. 


Catalog of complete line sent on request. 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 


CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 
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Early Evening Crowd at the Third Annual Southwest Radio Show of the St. Louis Radio Trades Association, Coliseum, St. 
Louis, September 19 to 24 


St. Louis Show 

When the Third Annual Southwest 
National Radio Show closed Septem- 
ber 24th, the St. Louis Radio Trades 
Association had again proved that it 
can successfully manage its own radio 
shows and also make them national 
in character with majority local sup- 
port. 
St. 


Louis show is easily understood when 


The national character of the 
the fact is made known that each of 
the 109 exhibits was identified by 
signs carrying the name of the manu- 
of the 
Jobber co-opera- 


facturer or the trade name 
product exhibited. 
tion made this national atmosphere 
No jobber used his own 
‘jy’ ° 
his 


show rule and while some were criti- 


possible. 
name on his exhibit. was a 
cal preceding the show, all were ex- 
ceptionally well satisfied following the 
show when the consumer and dealer 
satisfaction was evidenced. 

Ordinarily any program given away 
the 
At 


St. Louis this year such was not the 


at shows is discarded before 


holder leaves the show building. 


case. An unusually fine program was 


distributed free and few could be 
found discarded any night. 

This program consisted of 116 pages 
and contained many valuable articles 


and other things of interest to radio 
listeners as well as the program of 
each day’s events. (Turn to Pay 
158.) 














Five notables who occupied the spotlight at the St. Louis Radio Show. 1/4 
right they are: William P. Mackle, managing director of the show; Graham McN° 
the radio announcer; Miss St. Louis who was one of the attractions of the s 


[Hust RADIO | 
= | 


Left to 
ee, 


Ws; 


Mayor Victor Miller of St. Louis, and Robert W. Bennett, president of the >t 
Louis Radio Trades Association. 
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The Super B illustrated above 
is only $2950 complete with 


Majestic Super~Power 
|  B~Recti ifier Tube. 








_ GRIGSBY ~ GRUNOW~ HINDS~ COQ 4572 ARMITAGE AVE. CHICAGO-ILL 
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Earnestness the Keynote 

The Chicago Radio Show of 1927 is 
now a matter of history—something to 
digest on the part of the scores of 
thousands who thronged the Coliseum, 
its galleries and Annex during the 
week of October 10 to 15. After 
walking through the aisle upon aisle 
of exhibits and listening to what was 
going on in and about the exhibit 
bvoths, one came away with a feeling 
that is somewhat hard to express in 
words—of a certain difference be- 
tween this show and shows of pre- 
vious years. It was as though you had 
been about a serious matter of busi- 
ness and education, rather than one 
of being mystified and entertained. 
There was less of “bunk” and more 
of “buy’’—less of taking rabbits out 
of hats and more of sincere effort to 
instruct people in what this serious 


business of radio really is. 
























In and about the Chicago Radio Show. 
Top, just a picture to make the cut long 
enough up and down. Center, Mary and Mar- 
jory Carpenter, 17 year old students of Lin- 
coln Memorial University, Harrogate, Tenn. 
Before entering the University these girls had 
spent all their lives in the mountains, descend- 
ents of mountain folk whose ancestors fol- 
lowed Daniel Boone into the Blue Ridge 
country. The University maintains a portable 
radio receiving set known as the “Radio Show 
Boat,” which tours this back country on a 
small truck. It is said that these girls received 
their first knowledge of the outside world 
through listening to the Show Boat. And 
below, Paul Whiteman, famous orchestra lead- 
er, demonstrating his new radio set. He calls 
his set the Jazzodyne—an entirely new circuit 
with no patent complications. He is here 
shown announcing a 100 per cent jobber policy. 
Although it seems to hurt him at first, he will 
learn to like it later. 


Naturally there were some things 
of a lighter vein injected—not neces- 
sarily in the show itself, but on the 
part of energetic publicity men with 
fertile brains when it came to taking 
photographs. Two or three are re- 
produced here by way of “snapping 
up” a page or two and not with the 
idea that they are typical of the show. 
Publicity men must get some of their 
stuff across and so they are herewith 
cordially helped out. 

Everything is getting to be “all- 
electric’ —a twist of the wrist, so to 
speak. All you have to do these days 
is to jam a plug into a socket and 
everything on the air comes out. And 
something else comes out also—that 
about the cheapest thing in this line 
that you can buy is maybe a hundred 
and fifty dollars without tubes, and 


(Tum to page 158) 
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RADIO Z TUBES 


are designed and built to 
combine all the qualities 


which 1927 broadcast 


reception demands 
E. T. CUNNINGHAM INC. 


New York Chi-ago San Francisco 


a a ii 
tee ttn " 
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> Twenty differ- 
Since 1915— | 


31 ent Types—all 
Standard for all Sets | % 


e / in the orange 


©) and bluecarton. | 
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New Radio Products, Illustrated 























The Adler Mfg. Co., Louisville, Ky., 
announces a new radio cabinet of au- 
thentic Tudor period design. It is 
made in walnut, is beautifully rich in 
its lines and is marked with a most 
distinctive appearance. It is large 
enough to take any combination of 
battery or power units. Access to the 
battery compartment is from the 
front, the front panel being attached 
as in piano construction. In addition 
to these conveniences the drawer con- 
struction for the radio panel chassis 
is easily accessible without removing 
the cabinet from the wall, and the 
cabinet may be used with or without 
a horn speaker. The dimensions are: 
height, 5034 in.; width 291, in.; depth 
201, in. 





The “Majestic-A” current supply 
furnishes “A” power direct from the 
light socket for radio sets of from 5 
to 8 tubes including power tube. It 
is dry in construction using no acids 
or liquid whatever. The maximum 
output is 24% amp. at 6 volts. A re- 
ceptacle is provided on the front pan- 
el for plugging in “B” supply so that 
both “A” and “B” units operate with 
one light socket connection. A con- 
venient switch on the cord of the “A” 
unit controls both sources of power 
supply. 

















The “Meistersinger” cone type 
speaker is made by the Tower Mfg. 
Co., Boston, Mass. It is a free-edge 
cone protected by a rich mahogany 
finished frame of wood. Since the 
cast art metal base is easily detach- 
able, the “Meistersinger” may be 
hung on the wall and for this purpose 
a 15-foot cord and supporting eyelet 
is attached. Height, 22 in. 





Temple, Inc., 213 S. Peoria St., 
Chicago, is manufacturing the drum 
speaker shown here. It is finished in 
crackled brown in a pleasing drum 
shape. This speaker is made in two 
models, the No. 13 standard which 
is 13 in. in diameter, and the No. 18 
Senior which is 18 in. in diameter. 

















The C. E. Mfg. Co., of Providence, 
R. I, makers of “Ceco” Tubes has 
just brought out a most attractive, 
and attention getting display, which 
will be available for dealer use 
throughout the radio industry. The 
display measures 13 in. high by 9 in 
wide by 3 in. deep. It is strongly de- 
signed, and attractively printed in a 
black and red color combination that 
carries out the color scheme of “Ceco” 
boxes. The center panel is a recessed 
shadow box with a platform upon 
which a “Ceco” tube is mounted for 
display. The size of the shadow box 
is planned so that any type of “Ceco” 
tube may be shown attractively. 














The All-American Radio Co., 4201 
Belmont Ave., Chicago, has placed on 
the market its power unit type A-9 
for direct A. C. socket power opera- 
tion in connection with the company’s 
“Sextet” and “Duet” receiver. 








Newcombe-Hawley, Inc. St 
Charles, Ill., have recently placed on 
the market a new drum speaker of 
different design from the conventional 
cone speaker of the same general 
exterior dimensions. This speaker is 
equipped with an expotential tone 
chamber or horn which provides 54 
inches of tone travel and assures 
maximum volume and quality for a 
speaker of this compact type. 
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CWhen the ball 
goes round the 
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Several different names have been 
r the fine tuning adjustments 
lio sets. It is well nigh im- 
possible to build a ° 
- set in the factory 
42~—— so that the three or 
more tuned circuits i : ee : 
will always be ad- 
justed exactly to far 
r weak signals. So the "HIS y 
nators were developed as sec- new OSLE an OX 
adjusters. For nearby or 6 TUBE RECEIVER de luxe 
| stations they are never 


The name ‘“Acuminator” 18 the national radlo hit at $55. 


ned from the word “‘acumen.” 



















| ordinary local broadcasting 


re a = The *‘All American’’ radio of 1928! With license to parti- 

















elector is plenty closeenough. Cipate in the enormous radio resources of The Radio $35 APPROVED 
ime is easily obtained. But Corporation of America, The General Electric Co., The nail ere sles 


ery weak and distant signals | Westinghouse Co., The American Telephone and Telegraph Jr., as ideal, acoustically and 


mechanically for the instal 










order to get the highest pos- . 
. Pit pea . ° - ati lation of the Crosley ‘‘Band 
ree of amplification, to bring Co ‘ and The Hazeltine and The Latour Corporations, the es hi Genuine Musicone 
to maximum volume, it is Crosley Bandbox of 1928 is an ‘‘eleven’’ of super-efficient built im. Crosley dealers 
is a ‘ . 2 Secure them from their Job 
that the circuits be tuned features and amazing co-ordinated performance. In it bers through ent 
le tae seal se ‘ H. T. ROBERTS 
CUys The Acuminators pro- are incorporated: 1340 S. Michigan Ave. , Chicago, | 
this. They are very fine Salen, Agents Sos Saeoree 
ijustments on the first and 1—The best idea of balancing. 























tuned circuits and permits the 2—The best ideas of shieldirg. 
tune these two circuits ex- 3—The best ideas of sharp tuning. 
the same signal to which the 4—The best idea of controlling volume. 
lit has been adjusted by the 5—The best idea of station selection. 
lector. The first two cir- 6—The best idea of finish and color. 
, of course, be very nearly 7—The best idea of power tube use, IMPROVED 
t with the Acuminators they 8—The best idea of console installation. slaseaanin 
ide exactly right. ‘ 9—The best idea of power supply connections ewe py oe 
“ , by enclosing all leads in a cable. pane Shyer ag = yitte 
ct of the Acuminators is a 10—The best idea of AC tube operation, pe ect affu : oe = 
\like using a telescope. They 11—The best idea of converting AC current to Pree asidhnogy: <F 
“ necessary radio DC. Crosley Radios. A 


weak, distant signals closer tilt-table mode with 


way scenes are brought into Operation of the Bandbox receiver from house current is possible with b He : ersig a Pe 
round. The Acuminators the AC model at $65, which uses the new amazing R.C.A. AC tubes. i, thy 5O—16-inch 

. P : Power converter costs $60 more. ee eee 
ional refinement provided $ ea tae ag 















’ receivers in order that the These new Bandbox receivers are now on display at over 16,000 Author- **Bandbor"’, $12.75 
vy get the maximum possible ized Crosley dealers. Their faultless reception of the many wonderful Mu 12-1nch Ultra- 
events constantly on the air is proving such a startling demonstration usicone, $9.75. 


that a national enthusiasm sweeps the country in the natural exclama- 
tion—‘*You’re there with a Crosley!’"® Write Dept. 64 for descriptive 
literature. 












THE CROSLEY RADIO CORPORATION 
Powel Crosley, Jr., Pres. Cincinnati, Ohio 
Montana, Wyoming, Colorado, New Mexico and 
West prices slightly higher 






Crosley is licensed only for 
Radio Amateur, Experimental and 
Broadcast Reception 
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RADIO TUBES 


HE MODERN FLYER 

—symbol of twentieth 
century progress—typifying the 
speed of this golden era in 
which we live. 


And in Speed Super Emis- 
sion Radio Tubes you will find 
the true culmination of all that 
marks progress and advance- 
ment in that great modern 
science and popular amusement 


art—RADIO. 


Speed Super Emission Radio 
Tubes are better tubes! They 
embody in their manufacture 
the finest of materials and 
workmanship. Built by crafts- 
men seasoned by years of man- 
ufacturing things electrical, an 
organization of strength and 
stability—in business to stay 
financially able to back the 
liberal guarantee and_ other 
unique policies placed behind 
the product. 


Let us tell you more about 
Speed Tubes and our new and 
distinctive selling plan, our 
original list prices and trade 
discounts, which mean larger 
profits to ‘you. 


“Speed up your tube sales 
with Speed Radio Tubes” 


CABLE SUPPLY LO." 


MANUFACTURERS 


Executive 31 UNION SQUARE 
Offices: New York, N. Y. 

















(Chicago Show—Cont’d From 
Page 154) 
from there on up until the faculties 
cease to register. 

Now, it is not the intention of this 
writer in the presence of enthusiastic 
manufacturers, and it might also be 
whispered, advertisers, to pull any- 
thing in the nature of a catholicon 
But it does just seem that if the great 
multitude that the world’s greatest 
smart aleck refers to as the yokelry of 
this country could get hold of one of 
these all-electrics for about twenty- 
seven fifty on reasonable terms the 
sphere of radio might be increased to 
an astonishing degree. However, that 
is of course impossible at the present 
time, although it may be reasonably 
expected that modern research will 
provide something like this before 








many more shows have come and 
gone. 
* * * 
(St. Louis Show—Cont’d 
From Page 152) 
The attendance at the St. Louis 


| show was 75,000 during the six days. 
/A systematic registration of out of 
‘town dealers developed the fact that 
'the Southwest trade does attend its 
| show at St. Louis. Written registra- 


‘tion records show that 876 dealers 
were in attendance during the week. 








Robert W. Bennett, president (left) and 
E. J. Straus, Show Committee Chairman, 
St. Louis Radio Trades Association 
The jobber and manufacturer repre- 
| sentative attendance was about 100. 
The total income on the St. Louis 
Show was $34,731.98 and the total 

expense $23,520.21. 
* # 


Biggest Radio Year Predicted 


“Before the close of the radio year 


which is just opening, I believe we | 


will see total radio sales exceed 
$600,000,000 thereby smashing all 
previous records.” Thus does C. C. 
Colby, president of the Radio Manu- 


| facturers’ Association, view the 1927- 
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The Improved 


ISOLUX 


Sign Reflector 


i: 






This new construction 
provides better and 
cheaper sign lighting 


Combining all the advantages of the 
well-known Isolux Reflector with many 
important improvements which make 
this the most efficient and practical 
sign reflector ever offered. 


1 Easy Installation 


Pipe leads straight into canopy from 
top of board. No elbows. 


2 Easiest-to-wire 


Twist of the wrist removes socket 
base from canopy. Contact screws 
are exposed. The porcelain socket 
shell screws on base readily. 


3 Self-positioning 
Slots in neck engage lugs on cai 
opy. Reflector can only face the 
board directly. Set screw keeps 1 
always in vertical position. 


4 Reflectors Interchangeable 


Reflectors can be interchanged 
provide greater or less illuminatio! 
without rewiring. 


Be sure to get full information on thi 
unit. Your contractors will.want to k: 
about it. 


Wheeler Reflector Co. 


275 Congress St., Boston 


New York Atlanta Cleveland 


— 
—— 
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A SIGNAL 


for those who know 


HIS SEASON is recognized by industrial 
economists as a critical one in Radio devel- 
opment. The same economic forces that stabi- 
lized the automotive industry are bringing 
order out of Radio chaos. The unwritten law 
of the survival of the fittest is operating with 














NG I 
Pi N p 


47 irresistible force. 
7 


ae ee ee Among those who know, United States Electric 

is accepted as an organization that will endure. 

In its comprehensive price range and patent 

FLECTRIC coverage, in the strategical location of its 

CORPORATION divisional factories, it reveals the unmistak- 
able quality of leadership. 


The emblem of United States Electric is a 
signal of stability, prosperity and progress 
among those who know. 





UNITED STATES ELECTRIC 


CORPORATION 


General Offices 
1910 Bell Building - 307 No. Michigan Boul. 


CHICAGO 


Divisions of United States Electric Corporation 


APEX DIVISION 
Formerly Apex Electric Manufacturing Co., Chicago 


CASE DIVISION 
Formerly Indiana Electric & Mfg. Company, Marion 


SENTINEL DIVISION 


Formerly Sentinel Manufacturing Company, Chicago 


SLAGLE DIVISION 
Formerly Slagle Radio Company, Fort Wayne, Ind. 


WORKRITE DIVISION 
Formerly Work Rite Manufacturing Co., Cleveland, O. 
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Radio - Is - Better + With - Dry - Battery - Power 


























Insuring still greater 


profits for you/ 


The interesting story of 
Chrome is reaching battery 
buyers through leading 
magazines and newspapers 
all over the country. Every 
reading home will be 
reached this season. 

This new answer to the 
long recognized superior- 
ity of Burgess Batteries is 
all you need to tie into for 
your share of increased dry 
cell profits. Get back of the 
Burgess line now for better 
business. Inquiries invited. 
BURGESS BATTERY COMPANY 

General Sales Office: CHICAGO 


Canadian Factories and Offices: Niagara 
Falls and Winnipeg 








Chrome 
is a metallic element 
that prevents chem- 
ical action when 
battery is not in use 
means longer life. 
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BURGESS 
BATTERIES 











Minneapolis Radio Show at the Zero Hour 


| Northwest Radio Show Draws 


Throngs 
Celebrating the opening year of 
the new Minneapolis three million 


dollar municipal auditorium with a 


brilliant program of nationally fa- 
mous radio stars, the sixth annual 


Northwest Radio and Electrical Show 
| was declared the most beautiful ex- 
position ever seen in the Northwest. 
It was held September 26 to October 
i. 


National manufacturers and North- 


| west jobbers and dealers filled the 128 


booths to overflowing and a large vol- 
ume of business was reported from 


every exhibitor at the show. Dealers 


ps 
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the Dakotas, from Montana, 

Iowa, Minnesota and Wisconsin came 

to the show in large numbers. 
During the week, several jobbers 


from 


conducted sales meetings which were 
unusually well attended, drawing as 
high as five hundred dealers. In or 
der not to set up a competition no 
dealer meetings were conducted at the 
show during the week as it was felt 
that every opportunity should be given 
the various distributors to get together 
with their own trade. 

Fifty thousand people attended the 
Show, many driving in great distances 
over Minnesota paved roads. As a 
result of the showing of the new 





| 
| 
| 


All Set Just Before Opening the Doors of the Northwest Radio and Electrical Show. 
Mary Lewis, Who Sang at the Northwest Radio Show, Being Welcomed by Show 


Officials and their Wives. 


| 
| 


Left to Right: Mrs. H. H. Cory, Elmer Zoller, Accom- 
panist, Mrs. H. H. Reinhard, Mrs. R. M. Laird, Miss Lewis, R. M. Laird, Vice- 


president and H. H. Cory, Manager, of the Show. 
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Adventurer 
$11.95 


WESTERN PRICE 
$12.95 











Castle Cone 
$1 1.95 


} WESTERN PRICE 
$12.95 


MODEL 28 


RADIO CONE SPEAKER 
RUSADING always for highest quality 


radio reproduction at lowest cost, 
TOWER introduces Model 28—the new, 


perfected drum-type Cone. Of exceptional 
decorative value with its bronzed mesh front 
and ornamental wood grill embellished with 
the accoutrements of chivalry, this Speaker 
offers the utmost in modern radio enjoyment. 
It is equipped with the finest armature-type 
unit money and scientific experience can 
produce—a unit specially developed for power 
tubes—both A. C. and battery operation. 

Tower Dealers Make Money. Will YOUR 

Trade participate? Line-up NOW for the 


most profitable year in Tower history! 
TOWER MEG. CORP. 
122 Brookline Ave., Boston 


Over Two Million Tower 
Products in Use 


(te NS (KG» 
Oe L apro@cvmery) Cx 








NEW IMPROVED 
Meistersinger 


$15 


Pirate Ship 


$8.95 
WESTERN PRICE \) 


$9.75 
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Am-plus 
Constant 
Current 


Radio 
“A” Unit 





A NEW PRODUCT 
BY AN OLD MANUFACTURER 


OBBERS will be glad to hear that Am-plus has developed for them 
a Constant Current Radio “A” Unit in which is incorporated the 
justly famous Am-plus Rugged Plates. 

This unit, in addition to containing a five plate 40 Ampere hour 
battery, has a Westinghouse Rectox Disc type charger; an Automatic 
Relay: “B” Eliminator Socket Supply, Toggle Switch, and 5 Ampere 
Safety Fuse. 

The Am-plus Constant Current Radio “A” Unit is sold exclusively 
through recognized jobbers. 

You are invited to write for full information and territorial arrangements. 


AM-PLUS STORAGE BATTERY CO. 


Makers of Am-plus Rugged Plates 
427 W. Superior St. Chicago, Ill. 














TRIMM Cones 


are Well Known 
in Store and Home 


There is a potential sale hidden in every 
radio home. Every set owner desires the ut- 
most in reception and therefore welcomes a 
chance to hear the marvelous Trimm Cone. 

The demand thus created is the Jobber’s 
opportunity to sell dealers this quality repro- 
ducer. 

Built on the balanced armature principle, 
Trimm Cones are particularly well adapted 
to operation with semi-power and power 
tubes. They take the higher voltages and 
maximum amplification without blasting or 
distortion. 

Free edge of cone is fully protected. Unit 


No. 28 CONCERTO ruggedly built, of ample proportions, and all 
l 


$640: Siete parts are rust-proofed before assembly. 
‘ Trimm Cones are packed in a special wire- 


$ bound container, assuring transportation and 
‘ delivery in perfect condition. 


Write to-day for discounts, electros and 
West of Rockies, $10.75 dealer helps. 
Canada, $13.50 


No. 38 CONCERTO 
GRANDE 


17 in. Diameter 


| Q ING 


‘16.00 


West of Rockies, $16.75 
Canada, $22.00 


















VU. 


. S. 
ESTABLISHED 1928 














equipment and of the advertising a; 
publicity campaign, dealers ever 
where reported increased business. — 

H. H. Reinhard, president of +! 
Northwest Radio Show, Inc., in co: 
menting on the success of the 19: 
show said, “as president of the Nort! 
west Radio Show and also as an 
hibitor, I am entirely satisfied wi: |, 
the success of this year’s show. Fr 
the first time we didn’t have to for 
the trade or the public to come to oir 
show. They wanted to come of their 
own accord. Our show has now 
reached the point where it is one of 
the major expositions of the Nori| 
west and will be looked forward to 
with pleasure in all future years.” 

* *& *& 


As the Other Fellow Does It 


Questions on radio merchandising 
propounded by a representative of 
Tue Jopper’s SALESMAN. Answers 
by L. Rathkey of the Fobes Supply 
Co., Portland, Ore. What radio de- 


‘partment manager of an electrical 


jobber will be the next to answer 
these same questions for his house 
and his part of the country? There 
should be some variation. All replies 
on this subject will be very interest- 
ing and will be printed. 

Question 1. What particular plan 
do you use in appointing or securing 
dealers to handle your lines? To 
what extent are they “authorized” 
given a franchise or exclusive sales 
rights? 

Answer. Noneexclusive. All 
franchised, and we try, but do not 
agree, to protect them in their fran- 
chise. 

Question 2. Do you find it best 
to concentrate on one dealer in a com- 
munity or to sell as many as possible 
impartially? 

Answer. Small communities, one 
only. 

Question 3. How far are most of 
your dealers able to go in servicing 
sets and keeping them sold? Do they 
all know or have men who know tlic 
mechanical side well enough to rep!" 
and shoot trouble? 

Answer. We require them to ser\ 
ice sets, and 90% of them do. 

Question 4. What have you do 
and what are you planning now | 
help dealers sell more sets and acc: 
sories ? 

Answer. Advertising—sales hel))s 
—and personal assistance. 


Question 5. To what extent do you 
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Sounding as it does the very depths of the sub- 
lime, reception with the Utah Speaker brings 
into being those mystic qualities of reproduction 
for which so many strive but so few ever attain. 


The most complete line—ranging from $10 to $100 
UTAH RADIO PRODUCTS CO., 1615 S. Michigan Ave., Chicago 
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Men Find— 


superlative comfort, convenience and pleasant 
surroundings at the Hotel Majestic—favorite 
stopping-place for traveled people. They know. 
Whether alone or with family, the location is 
ideal—only a step from theatre and shopping 
districts and a few minutes to all business 
centers. 

With a “front yard” of 843 acres, the big, 
cheery rooms at the Majestic are exceptionally 
attractive. The cuisine is unsurpassed, and 
good music, comfortable lounge, and other 
features combine to make you glad you came. 


Try it when next in New York 


Interesting Booklet on 
New York and Majestic 
Hotel—Free on Request. 
Proprietor 


Majestic dyote 


RESTAURANTS 


2 West 72nd Street 
Entire block fronting Central Park 
Overlooking 5th Ave. 


NEW YORK 


The Hotel Majestic, Central Park West at 72nd Street, New York City 
Without obligating me, please send me Booklet on New York and Majestic 
Hotel and information as to arrangements for a party of ....++.... people. 


NGIMBE! 6c on ks 'sXkea SOR RWURS ER Renee cane se eae 





The Jobber’s Salesman 




















benefit from factory men calling ¢ 
your customers (if they do call 5 
them) ? 

Answer. None. 

Question 6. Do you have salesme; 
who sell radio exclusively, or is | 
sold by the regular men? 

Answer. Some exclusive salesme; 
also our regular salesmen. 

Question 7. In the Middle Wes; 
not so long ago, (1925) it was no} 
unusual for a consumer to try out 
many as 10 sets on approval, obtai) 
ing them from different dealers. [i 
you ever have this condition? If so, 
is it changed now? What was th) 
remedy? 

Answer. They did. We do not 
approve of this procedure. 

Question 8. Socket power seems 
to be more popular every day. [s 
this true in your locality? Will it 
supplant batteries entirely; that is, 
where current is available? 

Answer. Socket power increasing 
where current is available. 

Question 9. What is the status of 
the parts business in your territory? 
Who stocks them? Are there many 
sets built by amateurs? 

Answer. Parts business nil. Very 
few sets built. 

Question 10. What is the future 
of radio in the Pacific Northwest? 
How far off is the saturation point? 
Please repeat what you said about 
saturation being indefinitely _ post- 
poned by the fact that users will tire 
of their sets and trade them in like 
autos. Where will the traded-in sets 
go? 

Answer. The saturation point of 
radio seems to be a long way in the 
future, due to the fact that most of 
the radio users become enthusiasts by 
the use of their sets. A large per- 
centage of the radio users are con- 
stantly on the look-out for better 
radio sets than the ones they already 
own. It has been the experience of 
some of our dealers to go back and 
resell previous users, taking the old 
sets in trade. Some of these dealers 
use the old sets on new prospects whio 
feel they do not care to invest a great 
deal of money in a radio set, thereby 
creating a new customer. 

As to the time of the saturation 
point, that is very indefinite, as w: 
have no means of knowing the exac! 
number of users nor the number that 
will turn their old sets in. We might 
say that your guess will be as good 


as ours. 
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It speeds the sale to say— 
“Cabinet work by ADLER-ROY AL” 


ADLER-ROYAL 


RADIO 
CABINETS 




















Special Adler-Royal Console 
EXCLUSIVELY 
for RADIOLA 16 and 17 






This charming console, por- 
traying the distinctive technique 
of its famous artist-designer, was 
fashioned by Adler-Royal crafts- 
men especially for the Radiola 
Models 16 and 17. Adler-Royal 
Cabinets, by their distinctive 
charm, project an appeal all their 
own. They contribute this 
noticeable sales advantage to the 
sets which they enclose. How- 
ever favorably known the set, it 
speeds the sale to say “Cabinet 
work by Adler-Royal.” 











An unusual design of 
the Jewel Casket type. 
Fashioned from _ the 
choicest burl walnut, 
and exquisitely finished. 
The front door panel 
opens down to form an 
attractive desk and a lift 
top makes the chassis con- 
veniently accessible. When 
used for the Radiola Model 
)) 17, the electric set, the bat- 
) tery compartment may _ be 
readily removed. 















We specialize in designing 
ind executing exclusive cabi- 
net models for Radio Set 
Manufacturers. Let us plan 
your 1928 Leaders NOW 


RUM A 

























Manu/acturing Co. 


Incorporated 


ADLER-ROYAL 


RADIO 
CABINETS 





LouiSvILLE KENTUCKY 
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MANUFACTURERS 








Important Announcements 


From The Miller Co. 


Announcement has been made of 
the purchase by The Miller Co. of 
Meriden, Conn., of control of the 
Monowatt Corp. of New York. The 
Monowatt Corp., in turn has _ pur- 
chased Plant No. 2 of the Connecticut 
Telephone & Electric Co. and organ- 
ized The Connecticut Molded Prod- 
ucts Corp. of Meriden, Conn. Mono- 
watt also owns the stock of the New 
England Metal Corp. of 
Meriden, Conn. This acquisition more 
than doubles the scope of The Miller 
Co. operation. 


Products 


Michael Schwarz becomes chairman 
of the executive committee controlling 
The Miller Co., The Monowatt Corp., 
Connecticut Molded Products Corp. 
and New England Metal Products 
Corp. Mr. Schwarz began his busi- 
ness career with the Industrial Alco- 
hol Corp., and became a salesman for 
the old Edward Miller Co. in 1914. 
He was western sales manager, gen- 
eral sales manager, then general man- 
ager. In 1924 he 
purchase of the Edward Miller Co., 
formed The Miller Co. and acquired 
control of the Duplex Lighting Works 
of Ivanhoe-Regent Works of the Gen- 
eral Electric Co. He was a vice- 
president of The Miller Co. from its 
incorporation until last May when he 


negotiated the 


became president. 

W. F. Minor becomes general man- 
ager of The Miller Co. Mr. Minor 
joined the electrical industry as office 
boy for Holophane sales department 
of National Lamp Works in 1901. 
He was with the department until 
1914, except for three years when he 
was in the coal mining industry. 
When the Ivanhoe-Regent Works of 
the General Electric Co. was organ- 
ized in 1914, Mr. Minor was named 
general manager. When Ivanhoe be- 
came a division of The Miller Co. 
in 1924, he moved from Cleveland to 
Meriden and shortly after was elected 
vice-president of the company and 
placed on the board of directors. 





Later he was made treasurer, and 
then assistant manager. 

Other changes in the official family 
of The Miller Co., include the promo- 
tion of J. W. Maskell from assistant 
secretary to become secretary of The 
Miller Co.; the promotion of Hewitt 
Warburton, formerly secretary of The 
Miller Co., to the treasurership of 
the Connecticut Molded Products 
Corp.; the election of I. B. Miller as 
treasurer of The Miller Co. and of 
the New England Metal Products 
Corp.; the election of H. J. Tait and 
Tyler Clark as vice-presidents of the 
New England Metal Products Corp.; 
and of H. L. Dyson as assistant sec- 
retary of The Miller Co. 

* * 
Another Wire Merger Probable 

A report in which is mentioned 
the security houses of Dillon, Read 
& Co., and Kissel Kinnicutt & Co., 
New York, and probably issued from 
one or both of these sources, is in 
part as follows: 

“The organization of a large elec- 
trical wire and cable company under 
the name of General Cable Corp. 
is forecasted today by the mailing 
of notices calling meetings of stock- 
holders to approve action taken by 





the boards 


of directors of cert 
of the companies whose assets 
be owned by General Cable Co, 
When the organization of the G:: 
eral Cable Corp. is completed, it w ‘|! 
own the assets and businesses 110 
operated by Dudlo Manufacturing 
Corp., Rome Wire Co., Safety Cal) 
Co., and Standard Underground 
Cable Co., and the sheet and rod 
and wire mills of the Baltimore Co) 
per Smelting and Rolling Co. Thies 
companies are among the most pros 
perous and strongest manufacturers 
of their several lines of product i: 
the United States and have been 
favorably known for the high qual- 
ity of their product and the efficienc) 
of their management. 

“General Cable Corp. will hav 


plants at the following - strategic 
points in the United States and 
Canada: Bayonne, Perth Amboy. 


Newark and Harrison, N. J.; Rome 
and Buffalo, N. Y.; Pawtucket, R. |.: 
Baltimore, Md.; Chicago, IIl.; Pitts- 
burgh, Pa.; St. Louis, Mo.; Fort 
Wayne, Ind.; Oakland, Calif.; and 
Hamilton, Ont. 

“Taking these plants at 80% ot 
their appraised sound values adjust- 
ed to June 80, 1927, and after de- 




















The important position of the jobber and the jobber’s salesman in the distributing 


of electric ranges was emphasized at the annual sales meeting of The Standard 
Electric Stove Co., Toledo, Ohio, held recently, and which was mentioned in last 
month’s issue. This is a picture of the Standard men, and woman, who were there 
Charles A. Pierson, vice-president and general manager, is in the center of 1) 


back row. 





| ee 
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THE NEW CLEAR 
WINDOW FUSE PLUG 


Saves 
time and both- 





window is clearly visible when the 
fuse is good. A metallic deposit on 
the window makes it possible to tell 
at once if the fuse is blown. 


Dealers 
everywhere 
are taking on 
this new plug 
which has met 
with _ their 
hearty ap 
proval. And, 
do not over- 
look the fact 
that it is approved and listed as stand- 
ard by the Underwriters’ Laboratories. 





Jobber appointments are now being 
made. Write at once for territorial 
arrangements. 





We offer you a complete line of 
K-E Electrical Protective Devices 
which are sold under a strict jobber 
policy. 


KIRKMAN ENGINEERING 
CORPORATION 





| ducting 


| eral 








Father and sons in business. 


president of Curtis Lighting, Inc., Chicago. 


At the left in this picture is Augustus D. Curtis, 


In the middle is Darwin Curtis, mana 


ger of the foreign department, and on the right is Kenneth Curtis, in charge of 


the board of control. 








all liabilities and 
reserves, the net assets of the Gen- 
Cable Corp. as on that date 
amount to over $50,000,000 of which 


over $22,000,000 consist of 


current 


amount 


|net quick assets such as cash, ac- 
| 


| counts receivable, inventory, etc. 


er—a blown 
fuse may be 
detected in- | 
stantly. The | 
fuse element 
running 
across the 
clear mica 








“The company will be in a_posi- 
tion to furnish all kinds of copper 
wires and cables, from the finest of 
enamel delicate electrical 
instruments to the largest cable for 


wire for 


aerial and underground - service. 
Brass and bronze wires, tubing, cop- 
also be 


The 


recog- 


per rods and sheets will 


manufacture. 
the 
nized benefits of dealing in a long 


included in _ its 


company will thus have 


line of diversified products, and this 
will make possible a better balanced 
operation of its plants, with exten- 
sive saving in costs of manufacture, 
distribution and overhead, and con- 


siderable economy in management, 


research, manufacture and _ distribu- 


tion.” 
“The General Cable Corp. expects 


to retain the executives and_ staff 
now managing the various plants and 
in this way will have the benefit 
and advantage of the long and _ suc- 
cessful experience of the present 
managements. Trade names and 
goodwill will also be perpetuated.” 
* * * 


Wahle Contest 

The duration of the Albert Walle 
Co., Inc., contest on radio speaker 
stands is 45 days, from October |, 
to November 15. 

First prize is a marble top smok- 
ing stand, with smokers’ articles. 

Second prize is a combination elec 
trical smoking stand. 

Salesmen to qualify for first priz 
50 stands. 


for 


less than 
to 
prize must sell no less than 20 stands. 


must sell no 


Salesmen qualify second 

These prizes will be awarded on 
December 1, to the two men who hav 
sold the largest number of stands 
In of a tie between two or 
more contestants duplicate prizes will 
be awarded. 


case 











New York, N.Y. | That an electrical dealer can make a very attractive window display out of ©ol 
struction materials is made evident by this photograph of the window of the Standard 
Electric Co., Kansas City, Mo., Wadsworth Electric Co. switches being the basis 0! 
the display. In the doorway are A. N. Hyams, Wadsworth representative, and Floyd 
Rawlings, salesman, A. L.. Spear, manager, and M. S. Stumbaugh, Standard Ele: 


484 Broome St. 
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Price, Quality, Efficiency, Exclusive Design 
Exclusive Territory, Engineering Co-operation’ 
Sales Co-operation, Advertising Co-operation’ 
Faster Sales, More Profit, Satisfaction. 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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New Electrical Products, Illustrated 








The Clark Mfg. Co., 427 N. 13th St. 
Philadelphia, Pa., has placed on the mar- 
ket an electric unit, threaded to fit any 
standard hot water bottle to keep the 
water hot. This product, called. “Sta- 
hot” is not intended to heat cold water 
but to keep hot water at a uniform tem- 
perature. It consumes only 25 watts, 
operating on 110 v. A.C., or D.C. 








Sunray Lighting Products, Inc., 
119 La Fayette St., New York, an- 
nounces its new No. 4 “Aristocrat” 
daylight desk lamp. It is supplied 
with a special daylight glass lens 
which screens ordinary electric light 
into soft, no-glare light approximat- 
ing daylight. This lamp is furnished 
in statuary bronze plated, and verde 
green. 








The Reflector & Illuminating Co., 
1401-1417 Jackson Blvd., Chicago, is 
now presenting to the trade a new 
reflector which is specially adapted 
for use with 100 watt type “A” in- 
side frosted lamps. This new re- 
flector is for show window lighting 
purposes and has been specially de- 
signed to give efficient and satisfac- 
tory results when used in conjunction 
with the inside frosted lamps. 








Electric Stove Co., 
Toledo, O., is manufacturing the 
model CA26 water heater shown 
above. This heater, which is of the 
automatic type, has a connected load 
of 2640 watts or less on order, and 
the operation is as follows: when the 
heater switch is turned on the heater 
will heat the tank full of hot water 
raising the temperature 120 degrees 
over the initial temperature. As soon 
as the tank is full of hot water the 
current is shut off and will not come 
on again until one-third of the water 
in the tank has been used. 


The Standard 





The P. A. Geier Co., Cleveland, an 
nounces a new popular priced cleaner 
under the trade name “Regal” which 
will be distributed through jobbing 
channels. The company feels that 
there is a definite demand for a popu- 
lar priced quality cleaner, and that 
this demand can best be satisfied by 
passing the merchandise through 
regular trade channels with adequate 
margins for both jobber and retailer. 
The “Regal” is designed and manu- 
factured in accordance with this mer- 
chandising principle. 











The Trumbull Electric Mfg. Co. 
Plainville, Mass., announces its safet) 
type N T P single fused unit panel- 
board which has lugs in the mains, 
tumbler switches and plug fuses in 
the branches. 





The Master Electric Co., Dayton, 
O., announces its new motor-grinder. 
A feature of this unit is the fact that 
the grinder may be removed and the 
motor used for any other application 
for which a 4% H.P. motor is suitable. 
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A Complete Window Lighting Service 
Tested in Hundreds of Stores 


an ? 


Multilite Spot-o-Flod 


Silverlite oak aha ee ae ee ae sae A combination spot and flood 
head. A trim equipment that overcomes the light that permits instant adjust- 
All metal reflectors guaranteed not to art s _—— Poin — ment to any angle and light con- 
j ' : vf: disadvantages of unit reflectors. Reflectors re- > 
tarnish, crack or peel. Reflecting sur- aa ok! bl trol from a spot 24” in diameter 
face of highest efficiency. Adjustable ae a Cee to a flood 10 feet in diameter at 
neck makes each reflector adaptable to a distance of 10 feet. Comes 
different size lamps. Color screens in- completely equipped. Indispen- 
stantly adjustable without special fitting sable in any well lighted window 





OR over 70 years Frink store lighting equipment has been used by stores in all 
parts of the country. Now we offer a complete and standardized window light- 
ing service particularly suitable for chain store use. 
The three units shown above are so flexible in their uses yet so standardized in design 
and efficiency that they can be bought in quantity with the assurance of perfect re- 
sults under all conditions. 
Each is of proven efficiency. They are carried by jobbers everywhere and are known 
to electricians everywhere. 
Let us tell you in detail of jobbers’ proposition and its advantages in building new 
and extra sales. A card will bring details. 


THE FRINK CO., Inc. 


Tenth Ave. and 24th St., New York 


Branches in Principal Cities 





Kresge Department Store, Newark, N. J., uses 
Frink window lighting equipment. 
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The Robbins & Myers Co., Spring- 
field, has taken over the patents of 
the Meyer Electric Mfg. Co. of Hous- 
ton, ‘Texas, manufacturer of clock 
operated time switches and will add 
this item to their line of motors and 
fans. An eight-day clock is so ar- 
ranged that it will operate a switch 
to turn on electric lights at a definite 
time and off again at a later hour. 
The time for this automatic operation 
is adjustable like setting the hands 
on a clock. Aside from its use in 
turning on and off electric lights it 
can be used on oil burners, coal 
burners, alarm systems and advertis- 
ing machines, in fact on any device 
where electric service is required for 
a fixed period of time. This switch 
will be put on the market in a short 
time under the name of ‘“Lamp- 
Lighter”. 


The Killark Electric Mfg. Co., 
3940 Easton Ave., St. Louis, has just 
put a line of meter switches on the 
market. These switches which are 
made in 14 different types are de- 
signed to fit directly under the meter 
and can be sealed or locked by the 
power company. The main switch 
can be thrown in an “off” position and 
the branch circuit fuses reached by 
the householder without breaking the 
seal on the box. They are designed 
for either two or three-wire service 
and with one, two, or four branch 
circuits. 





The Autovent Fan & Blower Co., 
1805 N. Kostner Ave., Chicago, an- 
nounces a new quiet-running furnac« 
fan. The outstanding feature of this 
pressure type fan is a new develop- 
ment in the electric motor, which is 
said to be free from the vibration. 
Another unique feature of the Auto- 
vent furnace fan is a one-piece sheet 
steel panel frame on which the motor 
is cleverly mounted. 

















The De Jur Products Co., 199 La- 
fayette St., New York, is manufac- 
turing the De Jur regulating three- 
heat electric iron shown above. Three 
little red buttons on the Bakelite han- 
dle enable the operator to regulate 
the heat and to change it instantly 
to get a low, medium, or high heat, 
for ironing various materials.  In- 
stead of the back plug, a connecting 
cord leads directly from the iron 
through the connecting wire to the 
wall socket. 











The P. A. Geier Co., Cleveland, 
manufacturer of the “Super Royal” 
electric cleaner, announces a new suc- 
tion nozzle and floor polishing at- 
tachment for use with same. As 
shown in the break-away illustration, 
the new nozzle contains a separate 
chamber in which a brush is housed. 
By a simple latch, this brush may 
be locked in an “up” position where 
it is concealed and out of the way, or 
it may be locked “down” for heavy- 
duty brushing, or may be left in a 
floating position where it brushes 
gently, automatically adjusting itself 
to any reasonable inequalities of 
surface. Thus, after vacuum cleaning 
the carpet or rug, the cleaner, with- 
out any adjustment whatever, may 
be run off onto the floor where it 
also efficiently cleans the bare sur- 
faces. 





The Rodale Mfg. Co. Ine. 200 
Hudson St., New York, has placed on 
the market the Rodale solderless con- 
nector for connecting two or more 
wires without the use of solder. It 
is large enough for use in making 
connections to lighting fixtures, and 
motor leads for motors up to four 
H.P. The wires are held firmly in 
place in the connector by a single 
screw. 











Another product of the Rodale 
Mfg. Co. is the E-45 toaster element 
for replacements of burned out 
toasters. It is so designed that it 
can be adjusted to fit tall narrow 
toasters, wide square toasters, toast 
ers fastened at top or bottom, etc 
Operates on 110 and 220 volts. 
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(GJOLDEN IASSEL SOCKET‘ 
distinguished and identified by 


THE GOLDEN [ASSEL 


i 


Contractors favor this product of 
master switchmakers, for the reason they 
favor good switches. While the switch 
is the “‘works”’ of their lighting system, 
the socket’s the works of their lighting 
unit, 


Especially where they use no wall switch, 
the socket has the same importance —the 
same need of a durable mechanism — as a 
wall switch. If the socket fails, the light 
fails. In the owner’s eye the wiring fails. 


©. THE GOLDEN LINING 


With the new low prices on H&H 
Sockets, you can win new customers to 
Quality. For now even the competitive-bid 
job can have sockets to make it a stay-put 
job—at a price very nearly as cheap as the 
very cheapest ! 

And in place of displaying the ‘‘very 
cheapest’’, you'll be showing your customer 
the very handsomest, with the beautiful 
little Golden Tassel on the pull chain and 
the golden-brown lining to harmonize 


with the shell. 


We'll refer you to Catalogue ‘‘S”’ for complete data. 


THE HART 6» HEGEMAN Mra.Co. HARTFORD, Conn 
































MAKERS OF ELECTRIC SWITCHES SINCEI890 
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There is no 
Special Season 
for Day-Brite Reflectors 


Sell Them / 
The Year Round, 


Profits ons, 


DAY-BRITE ~2 


TRADE MARK REG. 


REFLECTOR COMPANY 


703 S. BROADWAY 


Write for a copy of 
our New Catalogue 


ST. LOUIS, MO. —Number 7. 

















REAL WOOD 


Inlaid FLUSH PLATES 


Since the advent of electricity 
for lighting, there has been 
continuous progress in the de- 
velopment of appliances that 
add artistry to the utility of 
lighting. This Bryant “De 
Luxe” plate, inlaid with gen- 


uine mahogany, is the last word in flush plate 
design. 


FF Sst ses SSS SS SSS SSS SSS SSS SSS See Sees es eee eseeeeee24 


BRYANT ELECTRIC CO., Bridgeport, Conn. 


Feeseeeee se eeeee8 e882 


Gentlemen: 

Please send me illustrated circular describing 

the full line of Bryant “De Luxe” Flush Plates. 
| ee ae, Se ee oe ee ey re nme eee 
ee 6 al EOE PO Ree ee 
GE ccjnc-cttytican ete ae teases tiinaiiaiianiaanitdapenisipaaeiaeniiealiaaatliale 
So ee emt etek whens wir anestelse Spl aeee ANT Hs SEPM CSE RTI T ES «ho 


TTTTITLILILITLITTLLTLELCLLCLLCLCLCLCLCLCLCLCLLCLCLCLLLCLLL. 








R. C. A. Personnel Changes 
of Importance 


Following the promotion of Elm. 
E. Bucher to assistant vice-presidei:' 
the Radio Corp. of America, in 
statement by David Sarnoff, vic: 
president and general manager of tha 
corporation, the appointment of J, 








Elmer E. Bucher 


seph L. Ray as general sales manager 
has been announced. ‘ 

“The growth in the business of tl 
Radio Corp. of America is respon 
sible for the promotion of Mr. Bucher 
and the addition of Mr. Ray as gen 
eral sales manager,” said Mr. Sarnott. 
“We are fortunate in obtaining tlic 





I 





Joseph L. Ray 


services of Mr. Ray, who until re 
cently was general supply sales man- 
ager of the Graybar company, whic! 
position included supervision of al! 
sales excepting telephone apparatus, 
line construction, materials and «p- 
pliances. Mr. Ray has been with the 
Western Electric Co. for 23 years. 
He was born at Carnegie, Allegheny 
County, Pennsylvania in 1884. Ile 
assumed his new duties as general 
sales manager of the Radio Cor); a 
October 15. 

“Mr. Bucher successively has bee! 
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Three conductor RomeX hasa red, 

a blue, and a white conductor. Two 

conductor has a blue and a white con- 
ductor 





-'There’s both 


pleasure avd profit 
in this New ROMEX 


Pleasure, because it’s as clean as a 
whistle—right through from the 
outside braid, with the blue mica 
finish that doesn’t flake, to the cop- 
per conductors. 


Profit, because it’s smooth, slip- 
pery, and easy to fish. 

Profit, because the rip cord makes it 
easy to break open the outer braid. 


Profit, because the paper liner in- 
side the outer braid keeps each 
conductor clean and the paper 
wraps on each conductor unwind 


with the slightest pull. 


Profit, because there’s a colored 


braid under each tape that puts 
mistakes with these conductors 
right out of the picture. 


We’ve illustrated, as best we could 
in black and white, a sample of 
three-conductor RoMEX. Ofcourse 
the new two-conductor RoMEX is 
made exactly the same way. 


But no picture can do justice to 
the smoothness, the cleanliness, 
the beauty of this new wire. Send 
for a sample and examine it care- 
fully at your leisure. It’s worth 
studying —and using. 


Rome WirE CompPaANy 
ROME, N.Y. 


ROME WIRE 





WIRE BAR TO FINISHED COPPER WIRE 
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Sell Kliegl Lighting 
Specialties to your Trade 


_ is a substantial profit for Jobbers 
selling Kliegl Theatrical Lighting Special- 
ties—well known, priced right, built right, 
thoroughly dependable—insures acceptance 
by your customers and satisfactory service 
when in use. Everything can be furnished 
from a pin-plug connector to footlights and 
scenic effects; a partial list follows: 





Spotlights 
Floodlights 


Stage Pockets 
Wall Pockets 


Panel Pockets Aisle Lights 

Plugging Boxes Music Stands 
Footlights Color Mediums 
Borderlights Stage Cable 
Connectors Sundry Supplies 


Write for Literature and! Jobbers’ Discounts’ 


KLIEGL 


UNIVERSAL ELECTRIC STAGE LIGHTING CO., Inc. 


ESTABLISHED 1896 





THEATRICAL »- DECORATIVE - SPECTACULAR 


LIGHTING 


32! West 50th Street 
NEW YORK, N.Y. 





<6) 
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Interchangeable 
Frames ~ 27 all 
types tor same HP 
tating and speed 


To the manufacturer of 
lestelael mete hasomeltttelenselamael tl. 
means 


That dimensions can be 
ia: Solel CachO4 te ME: SoleMmmcolehael a 
oolel bola tel:mmerel tam acteltlercte| 


That the type of motor can 
be changed in the field at less 


4 ol celta tele manele tel (2 


That the 
ment in spare parts is a min- 


required invest- 


imum 


This feature alone will save 
fe attlel eM etee(-m-telemmestelelay ware! 
this is only one of the many 
splendid features of Master 
Guaranteed Motors. 


ee eee eee 


THE MASTER ELECTRIC 
Dayton, Ot 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER SAN MOTORS 


on 
' 





nd Wy 
Nechines® 


EARN TBE Mi BES. LTE 








Buffing and Grinding ig Garages ~ Varied 





commercial engineer, sales manag 
and general sales manager and | 
promotion is a recognition of ‘unus 
services rendered to R. C. A. si: 
its inception in 1919. Prior to t! 
he occupied important positions | ; 
seven years with the Marconi ( 
Mr. Bucher has been continuous y 
identified with and employed in 
radio industry since 1903. 
“Probably the most important «, 
signment of the assistant vice-presi 
dent, who now becomes an officer of 
the corporation, will be contact with 
the various licensees under R. C. A. 
patents. His promotion also carries 
with it increased responsibilities in 
connection with the major policies of 
the company, in its programs for com- 


mercial expansion. 
* 


Another Radio Merger 

Wells-Gardner & Co., Chicago, and 
the Precision Products Co., Ann 
Arbor, Mich., have merged their radio 
manufacturing businesses and organ 
ized a new Delaware corporation 
known as The Consolidated Radio 
Corp., with C. A. Verschoor, presi- 
dent; A. S. Wells, vice-president: 
F. E. Royce, secretary, and Frank 
Dillbahner, treasurer. The merging 


* * 














This is Joseph K. Utz, who was recently 
appointed sales manager of the Radio di- 
vision of the Kellogg Switchboard & Sup- 
ply Co. Chicago. Mr. Utz joined the 
Kellogg organization in July. He has had 
extensive experience in the electrical sup- 
ply field. For 15 years he was associated 
with Harvey-Hubbell, Inc., Bridgeport, 
Conn., as central states representative, nd 
during that period of time he developed 
a national acquaintance with electric dis- 
tributors and dealers. Prior to that time 
he was connected with the Western Elec- 
tric Co. of Chicago. 
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No. 5240 
EXTERIOR Flood-O-Lite for 300 to 1500 

















No. 3000 


od-O-Lite No. 3000 is for use with 
ind 400 Watt type *‘C’’ G 30 Lamps. 
unit utilizes the greatest possible 
nt of the available light by concentrat- 


t efficiently within a specified area. 


sy Watt Type “‘C’’ PS Lamps. Easily adjustable 
yaa to beam spread of from 6 to 50 degrees. Won- 
> 4 derfully efficient. Made from finest materials 
and workmanship and built for long, hard 
i} to service. 
heat Fie na O < 
NOVEMBER 
TUE wed THU FRI SAT 


; @2ae em 
- o 2 2 12 
> - 








No. 3022 
INTERIOR Flood-O-Lite Jr. For Spot and 


Flood Lighting in Show Windows or interiors 
where a highly efficient flood or spot of color 
lighting is desired. Equipped with combination 
7 inch portable weighted and 3 inch flange base. 
Furnished complete with colorlites, cord, and 
separable plug for attachment. 


CHRISTMAS Displays in Show Windows and store 
interiors; elaborate Yule-Tide illumination for building 
exteriors; special lighting for Holiday decorations in parks, 
halls, auditoriums and the like, all mean extra sales and 
profits for Jobbers and Salesmen who grasp this oppor- 


tunity NOW. 


And, as an added attraction, to assist you to obtain 
these profitable installations, you can offer your customers 
the many, many advantages of service, satisfaction, and 
guaranteed efficiency which Sterling Reflectors bring. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 
1411 Jackson Blvd. Chicago, U.S. A. 
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Wire nuts 
come in stand- 
ard packages 
of 100. Use 
them for speed, 
convenience 
and efficiency. 


33-N-50 





Quicker and Better 








When you screw a wire nut over 
the ends ofapair of wires you auto- 
matically make a better contact, 
stronger joint and more perfectly 
insulated connectionthan ever be- 
fore. The threads in the brass inset 
bite and grip the wire ends and the 
Coltrock shell extends well back 
over the insulation on the wires. 


COoLTs PATENT Fire ARMS Mrc.Co. 


vical Division 


I Conn. U.S.A. 
NEW YORK~ BOSTON ~CHICAGO~SAN FRANCISCO 

















US! 
MBER 12 
FOR 


Nt 













USI 

MBER 14 
OR ss 
ee 


1 Stranded 


wire. 


lee tote (ae | 


wire, 


14, 1 Stranded 


wire, 


2 Stranded 


wire. 


Approved by Underwriters Laboratories, Inc. 

















+ 


of" conveniently located 
close to rail and water 
terminals and is right in the 
heart of the city. 


finer accommodations, larger 
rooms for your money and 


You'll get 


the very best of hotel service. 


THE WALDORF IS A KEENAN SYSTEM{HOTEL ~ ~ JAMES F. KEENAN ~ PRESIDENT 














companies will continue their prese; 
manufacturing plants in Chicago an 
Ann Arbor, but in the future the con 
bined business will be conducted } 
the new corporation operating the tw 
plants, as separate units, one as tl 
Wells-Gardner Division and the oth. 
as the Arborphone Division. 

One of the first steps of the Co: 
solidated Radio Corp., according to 
report, was the taking out of a licen. 
under the radio patents of the Rad 
Corp. of America, Westinghouse Ele. 
tric & Mfg. Co., General Electric C. 
and American Telephone & Telegra)) 
Co. 


- @ © 


Frederick Haase Represents 
All-Rite Co. 


The All-Rite Co., Rushville, Ind., 


manufacturing a complete line of elec- 
trical light lunch equipment, has a)- 








Frederick Haase 


pointed Frederick Haase eastern sales 
manager, with permanent headquar- 
ters at 1165 Broadway, New York, 
where a very effective demonstrating 
display is being conducted. 

The All-Rite line includes patented 
sandwich toasters, waffle irons, grid- 
dles, coffee urns, steam tables, etc. 
Among several unique specialties now 
being featured, is a “toasted pop” ma- 


chine, appealing strongly to the fair, 


carnival and resort trade. 

Mr. Haase will be in direct charge 
of all sales activities for the All-Rite 
company, in the New England and 
Middle Atlantic states. John J. 
Monahan and J. Davis Perry, have 
associated themselves with Mr. H: 
in the capacity of district sales mn 
agers,, for the New York metropolitan 
area. 
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THERE IS GOOD MONEY 
IN SAFETY SWITCHES 
SAYS GILLINGHAM 














GEORGE J. GILLINGHAM 


The Jobber Must Be Sure He 
Is Thinking Right 


Safety Switches rank among the first 
six items of importance for the average 
jobber. 


This does not mean that Safety Switches 
rank sixth in total volume of business. 
On this basis, Safety Switches will rank 
about twelfth. 

Safety Switches are among the first six, 
only, if you consider both volume and 
pr Volume then is not the most | 
important feature to the jobber. | 


How do most jobbers classify the items | 
they sell? If they consider only volume, | 
they had better take the next right-hand | 
road and follow the arrow marked | 
“Profits.” Profits plus volume is the | 














The right line of Safety Switches will 
give a far-sighted jobber plenty of profit | 

| volume. The Safety Switch industry 
has progressed wonderfully in the past 
five years, and today there are several | 
grade lines. 
the jobber has picked his manufac- | 
with care, he will find in his 
'¢ every conceivable kind of a Safety 
h. Best of all, he will find plenty 
th grade items that can be sold to 
lged credits at long profits. 


GEORGE J. GILLINGHAM, 
ct Sales Manager, New York City, 
Tr. abull-Vanderpoel Elec. Mfg. Co. 
























THE WSAFEFY SWITCH ADE’ 


<4 Super Safety Switch 


A few years ago we became convinced 
that the industrial field needed an out- 
standing Safety Switch. One that would 
perform under all sorts of conditions 
and in all kinds of locations. 


With this in mind, we designed and 
built switch after switch in our labora- 
tory and discarded them until we finally 
developed a switch which we called the 
Current Breaker and this was placed on 
the market. 


Many improvements were made after 
these Current Breakers had been in use, 
until our experiences finally provided us 
with a complete knowledge of exactly 
what this switch should be. 


With all these improvements which 
combined the best ideas of some of the 
foremost engineers of the country, plus 
our long manufacturing experiences, we 
have produced a Super Safety Switch, 
our new V Current Breaker. 


This V Current Breaker we recommend 
for use in any place where real service, 
long life and unlimited performance is 
desired. We stand squarely back of it. 


Features of the YV Current Breaker 


1. Quick make and break, so smooth a 
child can operate. 


2. Unit base construction completely 


moulded. 


3. Live wires shielded by one flat plate 
at no extra expense. Such simplicity 


made possible by special Y Current 


Breaker construction. 


4. Handle easily removable, packs in- 
side switch, saves breakage. Can be 
removed by plant engineer to pre- 
vent use by unauthorized persons. 


*Aide—A French word meaning to help, not hinder. 





The Y Current Breaker 





Unit Construction 





Shield That Protects 





Removable Handle 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


BANTAM, CONN. 
NEW YORK BOSTON CLEVELAND 


CHICAGO 


On the Pacific Coast—C. Dent Slaughter. 


SWITCHES“ 
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“WEBER” 
SWITCHES 
ARE 
“QUALITY” 
SWITCHES 


Weber Flush 
Toggle Switches 


are 
the architect’s choice, 
the contractor's prefer- 
ence, 
the owner’s delight. 


Brown Handles 
and 


Plaster Ears 


are standard 


“When Weber 
Makes a Switch, 
It’s a Switch!” 


Send for catalogue 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston MASSACHUSETTS 





EBER [\ EPENDABLE 
IRING L/EVICES 














Real Facts Concerning R. C. A. 
Licensing 

Baseless rumors and_ speculation 
which have followed the agreements 
negotiated in recent months by the 
Radio Corp. of America, whereby 23 
manufacturers in the radio industry 
have been licensed under certain of 
its set patents, require some statement, 
perhaps, as to what this policy does 
mean, and does not mean, in relation 
to the RCA and its distributors and 
dealers. 

David Sarnoff, in a recent communi- 
cation, makes the matter clear as fol- 
lows: 

“The licensing policy adopted by 


| the Radio Corp., we believe, is a con- 


tribution towards a greater and sound- 
er radio industry, in which those who 
serve best will profit most. 

“Regardless of the royalties re- 
ceived from licensees, the Radio Cor- 
poration of America, in addition to its 
communication interests, will remain 
a development and sales organization, 
vitally concerned also with research 
and manufacture, and engaged in the 
development and sale of broadcast re- 
ceivers and other radio devices.” 

“With regard to some of the detailed 
provisions in our licensing agreements, 
it should be made clear— 

“First, that the super-heterodyne 
circuit, a basic feature of our line, is 
exclusively reserved to the Radio 
Corp. 

“Second, that the agreements exe- 
cuted with our licensees grant manu- 
facturing rights only under our 
patents for tuned-radio frequency re- 
ceivers, and power supply devices. 

“Third, that contrary to rumors, 
these agreements do not debar the 
Radio Corp. from manufacturing and 
selling receivers of the tuned-radio 
frequency type. , 

“Fourth, that the position of radio- 
tron jobbers remains unaffected by the 
provision that licensees shall equip 
their sets with a sufficient number— 
and only with that number—of our 
standard vacuum tubes to make the 
sets initially operative. 

“With reference to the latter point, 
it should be evident that licensees are 
in no sense jobbers of our tubes; it 
is our recommendation that these tubes 
be sold for no other purposes than for 
the equipment of their licensed sets. 
Suitable arrangements have been ef- 
fected with our tube distributors 
whereby the matter of obtaining re- 
placements of defective tubes supplied 
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YAGER’S 


Soldering Fluxes 


T 


Yager’s Soldering Salts, the pioneer Dry, 


Salt 


Why not sell a can of each to every 
contractor-dealer in your territory—have 
them displayed and you will find that re 


HE original Non-Acid, Non-Corrosiy: 
Flux is now made in paste form fo: 
the electrical trade and general soldering 


Flux, is safe, quick and economical 


peat business will be yours. 


If you want a sample to carry write for 


it today. 


Alex. R. Benson Co., Inc. 


Hudson, N. Y. 
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Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. §S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 


1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
ct Pittsburgh 
Cleveland Portland, Ore. 
Columbus Rochest 
Denver x 
Detroit Sacramento 
Houston Salt Lake City 
Indianapolis San Francisco Trade Mark 
Kansas City Seattle 
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Electrical Contractors Everywhere~ 


are speeding up the wiring game. 
They’ve found that there’s more 
profit in speed—and there’s more 
speed in Durabilt Products. The 
quality is there, too. <_ 
Each Durabilt Product 
is made to help you do 
the best wiring job in the 
shortest possible time. 


¢ 


You’re Selling 
Satisfaction With 
Every Foot of 
Durabilt Products 


DURABILT--.... 


eta £ or 


PRODUCTS *** 


4 


TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R.I. 
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Sells Quick! 
You only have to tell your cus- 
tomer about the Foley Wire | 
Stripper, and 9 times out of 10 | 
you have made a sale, a_ nice 
profit, and a good friend. They 
like the salesman who tells them 
about the Foley because it saves 
them 70% to 80% on time and la- 
bor stripping wires. A foot pedal 
snaps nicked jaws around the wire, 
cutting the insulation free. An easy 
pull slides it off clean. Strips all 
kinds of wire, and insulation. At- 
tached to bench or carried to jobs. 
Light, compact, strong and _ long- 
lived. Lists at $15.00. 
Write for your discounts and com- 
plete information for your catalog and 
price lists. 


FOLEY SAW TOOL CO., Inc., 
752 hte Bids. 9 Main St. N. E., - Minneapolis Minn, 


TWO OLD 
STANDBYS 





























‘“‘Loricated” is the pioneer conduit 
on the American market. 


‘“‘Galvaduct”’ is the oldest brand 
of galvanized conduit manufac- 
tured in the United States. 


These two products, after 30 years 
of their use in many of the finest 
buildings in America, offer prac- 
tically no sales resistance. Push 
them in 1927 for greater volume! 








‘industry, 


The Splitdorf-Bethlehem Electrical Co., 
of Newark, N. J., recently purchased the 
Perfection Appliance Co. as announced 
in the October issue. This is Thomas J. 
Arbron, former president of the Perfec- 
tion Appliance Co., who has joined the 
Splitdorf organization as executive man- 
ager of the subsidiary company. 





as initial equipment will be adequately 
taken care of, and in a manner that 
will be convenient to the dealer. 

“We believe that the day is near 
when radio manufacturers will equip 
their sets with the principal accesso- 
ries at the manufacturing source; and 
one step in this direction is our present 
policy of supplying vacuum tubes as 
initial equipment to our licensees. If 
this policy is sound in the automotive 
it is many times more neces- 
sary in the radio industry, where a 
vacuum tube may make all the dif- 
ference between an operative and an 
inoperative set.” 

* * * 
Lamp Agents Entertained 
At Outing 

Striking a novel note in sales meet- 
ings, the New York district office of 
the Edison Lamp Works of General 
Elec. Co. entertained its local agents 
at a combined outing and sales meet- 
ing on September 21, at Mazdabrook, 
the company’s recreation grounds lo- 
cated near Parsippany, N. J. 

The event, which was probably the 
largest of its kind in the history of 
the electrical industry, was attended 
by more than a thousand. 

The meeting had for its serious pur- 
pose the launching in this section of 
the fall merchandising campaign on 
Edison Mazda Lamps, “Light Up.. 
For Profit,’ which will soon be con- 
ducted by all of the company’s agents 





CWP GALVANIZED 


LOCK NUTS 


National Electrical Code 
Standard 


Mave from a special grade 

strong tough steel. 
Stand up to any and all in- 
stallation conditions. Threads 
are accurate, deep and clean- 
cut. First-class quality gal- 
vanizing. 


‘“‘Worthy of Your Shelves 
—and of Our Reputation”’ 


Ask for Prices and Discounts 


WE PROTECT THE JOBBER 


The Cleveland t 
Products Co. 


W. 58th St. & Denison Ave. CLEVELAND 

















throughout the country. Addresses 








Attractive Profit 


B Bec. Jobber’s Salesman who is “on his 
toes” realizes that the big profit lics 1 
specialties. 

In the Violetta, you have a specialty 
only known to every dealer in the elect 
industry but a Violet Ray machine which 
is accepted as standard by the public in 
general. 

Every sale means large profit and the 
repeat business from dealers on the Violetta 
is so marked that you are assured of a « 
stant year-in-and-year-out revenue from 
line once you have established your territory 
properly on it. 

Don’t forget that sales on Violet Ka) 
Machines showed a gain of 46% in |"*° 
and the curve is still going up! 


Bleadon-Dun Co. 


2300 Warren Avenue 
CHICAGO ILLINOIS 


SOE ALSOP 
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If the National Lamp 
Works window display ser- 
vice sold only one more car- 
ton of National MAZDA 
lamps a month it would pay 
for itself. Actually it in- 
creases the agent's lamp 
profits from 25 to 100 per 


cent. 


(OWA TremVOlUm wD <are: 
Jor Lamps? 








NATIONAL 
MAZDA 


rt 





HELP YOURSELF 


HE’ yourself by putting this high compression 
lamp salesman to work in stores of your 


e \ctional Mazpa lamp agents. This cutout and the 


nine other complete and equally effective displays 
hat follow it comprise the National Lamp Works 
\\'ndow Display Service for a year. ‘‘It is the most 
eli ctive display service in the world” is what thou- 
sa’ ds of retailers tell us. 


bo ir in mind that the retailer ties up no money in 


his National Mazpa lamp stock, which is consigned. 
When he invests $5.00 in this window service, which 
actually costs four times that amount to produce, the 
lamp agent is investing only a small fraction of the 
amount he invests inother lines of merchandise. 


Sell all your National Mazpa lamp agents a year’s 
subscription to the National Lamp Works’ window 
display service and you will be helping them and 
helping yourself to better business. 








_ N 


N 


3) National Lamp Works of General Electric Co. @B 
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QUALITY |p PRODUCTS 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 


{ 
d 












M-26—8 Volt 


T-26—6, 8 and 14 Volt 
— for both 3 inch and 4 inch outlet 
Ox, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 





y\\( TRANSFORMERS of MERIT for FIFTEEN YEARS //.’ 











were made by H. H. Barnes and H. 
B. Myrtle, New York district man- 
agers, and by E. E. Potter and H. F. 
Barnes of the Harrison headquarters 
of the Edison Lamp Works. 

At the termination of the meeting, a 
chicken dinner was served, followed 
by an afternoon of sports. 


i, 


Automobile Lamps Reduced 

in Price 

Gerard Swope, president of the 
General Electric Co., has announced 
a price reduction on Mazda lamps for 
use in automobiles, averaging 27 per 
cent. Mr. Swope stated that this 
makes the price of these lamps the 
lowest in history and is a result of 
the policy of the company in passing 
along to the consumer economies 
effected in production. 

The average reduction on headlight 
lamps amounts to 10 cents per lamp, 
while the most commonly used rear, 
side and instrument lamps have been 
reduced five cents per lamp. 

Aside from the great economies ef- 
fected in manufacture, due to im- 
proved methods, the General Electric 
Co., Mr. Swope said, has recently 
made changes in construction of the 














THERE IS PROFIT 
IN THIS SPECIALTY 


VERY sale of Aislelites brings to 

you a most substantial profit—a 
profit which will help you materially 
in your year’s sales report. 

Show your contractor the business 
available in this specialty. 

Point out to him that it means the 
installation work, the selling of wir- 
ing, conduit fittings, and lamps as well. 

Other jobbers’ salesmen are “cash- 
ing in” on Aislelites. Are you over- 
looking the Line? 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhiktitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 
Offices in 31 Principal Cities 


72 














J. A. Swanton, southern representative 
of the Chicago Fuse Mfg. Co., exerting 
high-pressure salesmanship on J. G. Mc- 
Nish and E. W. (Farner) Frye of Wesco 
Supply Co., Nashville, Tenn. Swanton 
has been with Chicago Fuse for the past 
10 years and knows electrical men from 
the post holes to the mahogany. McNish 
is manager of the Nashville house of 
Wesco, and has been in the electrical busi- 
ness in some way, since before a great 
many of us can remember. Farner Frye 
is also an old timer. 











Performance 


Whether it be miles 
or but a few feet, 
every inch of “Cen- 
tral White’’ or 
“Central Black” 
Conduit installed in 
any job will per- 
form to the satisfac- 
tion of Architect, 
Electrical Contrac- 
tor, Engineer and 
Property Owner. 


Central Tube Company 
Pittsburgh, Pa. 


Sales Offices in Principal Cities 


























Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
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about 
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The Horton 
No. 34 Series 


Submerged agitator type; 
burnished copper tub; 
new type wringer with 
semi-soft roll; double-tilt 
drainboard. Remarkably 
quiet. Practically service- 
proof. 


822 Fry Street 





HE channels of distribution through which 

Horton Washers and Ironers pass are log- 
ical, economical. Distribution through your 
jobber—your store—to your customers—elimi- 
nates high-priced, high-pressure salesmen and 
at the same time builds good will, enhances 
your prestige in your community. 
Jobber distribution has saved a-lot of money 
for? Horton —a saving that goes back into the 
products, to make them of still higher quality 
and greater dependability. 
People today prefer store buying to high-pres- 
sure, house-to-house canvassing. And when 
they find in your store a complete line of home 
laundry appliances, displayed and sold under 
one nationally-known name— Horton —they 
gain greater respect for the product and for 
your store. When they are ready to buy, you 
get the business. 
Horton’s fundamental policy of merchandising 
has proven itself through 57 successful years 
in business. Jobbers and dealers handling the 
Horton line now have greater opportunity for 
profit making than ever before. 


HORTON MANUFACTURING COMPANY 
Fort Wayne, Indiana 





The Recognized High Quality 
of Horton Washers and 


Ironers is the Result of Low 
Jobber Distribution 





RTON 


The New Horton 
Automatic Ironer 


This splendid ironer for the 
home presents many new re- 
finements in a design which 
has always proven success- 
ful. 30-inch complete open 
end roll; heated by electricity 
or gas; electrically driven. 


The ironer business is grow- 
ing rapidly. You will find a 
ready market for this very at- 
tractive, efficient unit. 


\ 





Washers 


lroners 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 


SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 




















GD 
HOLYOKE WIRES 


Holyoke Products are: 

Single conductor annun- 
ciator wire. 

Twisted annunciator wire 

Multiple conductor an- 
nunciator wire braided 
cover. 

Weatherproof single con- 
ductor annunciator 
wire, 

Weatherproof twisted an- 
nunciator wire. 

pomp proof office wire. 

K wire, single and 
multiple conductor. 





SPOOLS 


The Holyoke Co., Inc 


611 Broadway, New York, N. Y 
30 E. Randolph St., Chicago, lil. 























No. 8815 
Air-Gap 
“PARKSON” 
Radio Lightning Arrester 
_ Approved No. E 6198 


No. 8816 Non-Air-Gap 
No. 8817 Condenser 
Ask for Samples and Prices 
Manufactured by 
Union Insulating Co. 


Factory, Parkersburg, W. Va. 
Sales Office 296 Broadway, N. Y. 

















fiir 
CEDAR POLES 





Plain or 
Butt Treated 


Northern 
White Cedar 


Western 
Red Cedar 


TET TTT TTT TTT 
T. M. PARTRIDGE | 


Lumber Company 
Minneapolis, Minnesota 


























































































lamps themselves which assist in re- 
ducing glare and making night driv- 
ing conditions easier. One of these, 
is the use of the corrugated headlight 
bulb; the corrugations on the bulb do- 
ing away with unnecessary filament 
reflections; and the second improve- 
ment, now incorporated on most 1928 
cars, is the double filament headlight 
lamp. This makes it possible to tilt 
the headlight beam by merely switch- 
ing from one filament within the bulb 
to another. 


* * * 


Two T-V Appointments 
C. Dent Slaughter has been ap- 


pointed coast representative for the 
Trumbull-Vanderpoel Electric Manu- 
facturing Co., with offices in San 
Francisco, Los Angeles, Portland and 
Seattle. 


Alexander Craig, formerly indus- 
trial specialist with Morris Blumberg 
Electric Co., electrical jobbers of De- 
troit, has been appointed district sales 
manager for the State of Michigan. 


ee ss = 


Statement of the Ownership, Management, 
Circulation, Etec., Required by the Act of 
Congress of August 24, 1912, 


of The Jobber’s Salesman, published monthly at Chi- 
cago, Dll, for October 1, 1927. 
State of Illinois. County of Cook, ss. 

Before me, a notary public in and for the State and 
County aforesaid, personally appeared C. W. Forbrich, 
who, having been duly sworn according to law, de- 
poses and says that he is the Foy = - manager of The 
Jobber’s Salesman, and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 411, Postal 
Laws and Regulations, printed on the reverse of this 
form, to-wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and general manager are: 
Publisher, Electrical Trade Publishing Co., 53 W. Jack- 
son Blvd., Chicago, Ill.; editor, Howard Ehrlich, 53 W. 
Jackson Blivd., Chicago, Ill; managing editor, Henry 
W. Young, 53 W. Jackson Blvd., Chicago, Ill.; gen- 
eral manager, C. W. Forbrich, 53 W. Jackson Blvd., 
Chicago, Ill. 

2. That the owner is: (If owned by a corporation, 
its name and address must be stated and also im- 
mediately thereunder—names and addresses of stock- 
holders owning or holding one per cent or more of total 
amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must 
given. If owned by a firm, company, or other unin- 
corporated concern, its name and address, as well as 
those of each individual member, must be given.) How- 
ard Ehirich, 53 W. Jackson Blvd., Chicago, Tll.; C. W. 
Forbrich, 53 W. Jackson Blvd., Chicago, Ill.; Douglass 
G. Pilkington, 535 Fifth Ave., New York; Henry W. 
Young, 53 W. Jackson Blvd., Chicago; Ross D. Cum- 
mings, 53 W. Jackson Bilvd., Chicago: George E. 
Pomeroy, Rockefeller Bldg., Cleveland, Ohio. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (if there are none so state). None. 

4. That the two paragraphs next above, giving the 
names of owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as a trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such trus- 
tee is acting. is given: also that the said two para- 
graphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has 
no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the 
said stocks, bonds, or other securities than as so stated 
by him 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise to paid subscribers during the 
months preceding the date shown above is (This in- 
formation is required from daily publications only.) 


C. ‘orbrich. 
Sworn to and subscribed before me this 14th day of 
October, 1927. 
(Seal.) 

Elsie E. Stover 
(My commission expires Dec. 10. 1929.) 





The Fuse with “Sales Appeal’ 


Royal Cryst 
Glass Top Fus 
win instar 
attention an 
approval by « 

tractors, deal 
and central st 
tions. 


Listed as star 
ard by th 
Underwriters 





Samples cheerfully submitted on requesi. 


ROYAL ELECTRIC Co. 


Chelsea Station Boston, Mass 














Wrigley for Quality 


STEEL TOGGLE BOLT 









HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller hole 
than average sage bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, Hil. 

















Every Business 


of connoquenes ought to hove Beever card 
REPRESENTAT 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card wusers—superiority 
of engraving and _ the 
convenience of the book 
form style ex- 
plains why. 
Send for 







them one by 
one and ob- 
serve their 
sharp edges 
and _ general 
excellence. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 
1157 Fullerton Ave. CHICAGO 





705 Peoples Gas Bldg. 
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“Behind the 
Salesman’s Call” 
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OHN WILLYS—outstanding American manufac- 
JOHN N. WILLYs turer and merchandizer—says: ‘““The commodity must 
be at least two-thirds sold before the salesman closes 

the purchase.” 









* * * * * 


This publication is a part of that essential selling job | 
that means the ultimate order. 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu- 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods | 


and new opportunities of cost-saving or profit-making so 
the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
business. 

When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 


products and service to help its readers—its editorial 





The A. B. P. is a non- material selected from the best of the present, its advertis- 
profit organization : : Pain. 

pre ab were have ing pages, the paid announcements and descriptions of the 
pledg emseives to . 7 

a working code of output of businesses made to serve you as yours is run to 
practice in which the 

interests of the men of serve others. 


American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 
dependable products. 
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BROUGHT TO 
THEIR HIGHEST 
POINT OF 
EFFICIENCY 





$115 
30 Amp. 125 Volts 
2-Wire Double 
Branch 


Anticipating the trend of 
wiring to the use of the Un- 
fused neutral the Heine- 
mann Electric Co. developed 

1 line which not only ful- 
filled the new requirements, 
but was quickly found by 
contractor-dealers to be an 
ideal line of cutouts—devel- 
oped to the highest point of 
efficiency. 




















086-0 
125 Volts 
3-2 Wire Double Branch 


3 
30 Amp. 


Heinemann Unfused Neu- 
tral cutouts may be had in 
both the Live Front and 
Dead Front types. In the 
latter case covers are pro- 
vided with test holes and 
cards for indexing of branch 
circuits. 


Jobbers’ salesmen who are 
not pushing this line are 
overlooking a most profit- 
able volume of business. 








HEINEMANN 


ELECTRIC CO. 
PHILADELPHIA, PA. 


Established 1888 
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Wiggins & Co., J. B 
Wiremold Co.. .................. 
Wrigley Co., Thos. 











Y 
Youngstown Sheet & Tube Co. ......122 
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‘To harness INDUSTRY’S 


Horse Power 
Dependable 


Realizing that “good wiring 


eA horse at pasture pays no profits. Indus- 


cannot be done with poor try’s horses, too, must be harnessed. And in | 
wire” we have set for PARA- ee ° 99 
NITE the highest possible one hand you may hold the “reins” to a hun- | 
standards. The one word “‘de- ds A | 
pendable” sums up our efforts dred houses—a few yards of wire that will de- | 
for a period of more than “ ‘ 
three decades— contractors, liver the power from a mighty motor. | 
industrial engineers and 


architects have learned from 


long experience that “If it’s For thirty-seven years PARANITE has har- 


PARANITE it’s right.” 


nessed industry’s horse power. Now, as 
always, there is no better wire than PARA- 
NITE. And tomorrow PARANITE will be 


even better than it is today. 









INDIANA RUBBER & INSULATED WIRE COMPANY 


JONESBORO, INDIANA 
811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 


Western Representative 
H. F. Boardman Walter I. Fe mn & Com 
400 Hibernian Bldg., Los Angeles 208 Baltimore Bidg., Kansas City, ite. 
Warehouse stocks Dallas, Texas; Denver, Colorado 








it’s Right 








190 THE JOBBER'Sff]SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN -IN THE INDUSTR\ 


~~ 





— iy eee r9 
al isasewert Fair - ® 


RAR RARE. 


ae Sensation at 
the Radio Show, 


Thousands of visitors at New York’s Fourth Annual Radio World’s 
Fair saw the wonderful, electrically-operated exhibit which demon- 
strates every stage in the construction of 


BRIGHT STAR > 


<inprame om Svery Jest > 


RADIO = ee 


—and thousands of radio owners now 

<——S . understand why the original Bright 
Bs mwa a Star “Bag Type” cell construction gives 
it wap the surprising power and long life in- 


SS 3 . . . 
herent in all Bright Star Batteries. 
































The public has actually been shown 
how Bright Star Batteries are made— 
step by step from the raw materials to 
the finished product—and this con- 
vincing demonstration has enhanced 
the already powerful good-will built up 
by national advertising in magazines 
and great metropolitan dailies. 


DD ToT he ae EEE 
ASS 


SH 
Deeps 


Fall business is going to be extremely 
good for Bright Star dealers. Get in 
touch with your jobber, or write direct 
to us—NOW! 
——m@ BRIGHT STAR BATTERY CO., INC. 
Main Office and Factory 
Hoboken, N. J. 
Branch: Chicago, III. 
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“SEVENTEEN YEARS BUILDING QUALITY BATTERIES 
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Triangle Armored Cable 


TO BE USED IN THE 1500 HOUSES OF THE 


Rosedale Homes Development 














Paice sssnintiesnamnannaenntet © 


Hyery MONTH about 100,000 
feet of Triangle Armored Cable 
are required so that electrical 
work may keep pace with the 
building operations of Rosedale 
Homes, Inc., at Rosedale, N.Y. 
This huge development in sub- 
urban Long Island is now about 
one-third completed. 

The wiring is in charge 
of the D. & G. Electric 


Fixture Co., Richmond 








Hill, N. Y. These contractors 
doa large part of the residential 
work in Queens County, the 
rapidly developing suburban 
area of Long Island. 
‘*Triangle is good cable,’’ 
they say—and they give evi- 
dence of their faith in Triangle 
by using it in their work 
for Rosedale Homes, 
Inc., and for other home 
builders. 


‘*Making it easier 


for the contractor’’ 


TRIANGLE CONDUIT CoO., INC. 


General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 








You Will Want To Say 
You Saw It In Detroit 


Jobbers Convention — November 16th, 17th and 18th 
Detroit, Michigan. 


And We Invite You To 
Go Through Our Plant 


Come and see the latest de- 


et 


= i 


ss ai 


velopments in electrical ap- 


Cae 
Se: Bele ee 


paratus made necessary by 


the new Bureau of Stand- 





ards Electrical Safety 
Code. You can learn more 
in a short time about the 
making of Bull Dog Prod- 
ucts than we could tell you 
ina week. Everything will 
be shown to vou. Be our 
guests—your visit can not 
help but. be mutually pleas- 


ant and profitable. 


) 
BuLLDOG ELEE 


(MUTUAL CET & MACHINE CO.) 
DETROIT MICH. U.S.A. 
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